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THEY KNOW SECURITY 


A vital and inspiring force in the lives of 
thousands of people! That is the North- 
western Mutual—as presented in a series of 
full page advertisements to appear in national 
publications during 1938. 


Dramatized will be groups of human beings 
whoare, inreality, the Northwestern Mutual— 
the policyholders in whose interest this mutual 






business is operated ; their families &, 
: 7€ 


\\ stern 
those to whom Northwestern \orthwe 
Mutua 


who ‘‘know security’’; and all 


Mutual symbolizes far - sighted 


LIFE INSURANCE COMPANY 


Featured in these advertisements will be the 
Northwestern Mutual Ordinary Life Policy — 
and the suggestion that this flexible policy, 
when fitted to an individual’s own needs by 
a Northwestern Mutual agent, becomes in 
truth an EXTRAORDINARY Life Plan for 
family protection and old-age independence. 


To help harness the full power of these adver- 
tisements, Northwestern Mutual 
agents are provided with co-ordin- 
ated sales tools — all part of a 
program designed to help them 


thrift and practical devotion, Be BILLION DOLLAR ESTATE write persistent, high quality new 
expressed in a monthly check. eS business. 
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A Notable Year for the | 
National Life of Vermont 





HE YEAR 1937 has been notable in the ex- 
perience of the company for many reasons. 


The new insurance paid for shows an increase of 
3.29% over 1936. 

The insurance in force increased $14,174,100, the larg- 
est increase since 1930, bringing the total amount in 


force to $533,955, 109. 


88th Annual Statement 
December 31, 1937 


ASSETS 
United States Government 
$22,547,981 .34 
Federal Land Bank Bonds... 3,028,001.37 
Federal Intermediate Credit 
Bank Debentures......... 1,432,470.00 
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Annual Meeting 

of Metropolitan 

Hits High Points 
Chairman FH. Ecker and 


President L. A. Lincoln 
Tell of 1937 Operations 





NEW YORK—Expressing the hope 
that the general decline of the last quar- 
ter of 1937 has run its course, Chair- 
man F. H. Ecker of the Metropolitan 
Life declared at the banquet which con- 
cluded its managerial conference that all 
concerned should join hands and build 
a really sound recovery. Remarking 
on the proven impracticability of at- 
tempting to change the normal economic 
/ sequence by raising wages ahead of 
prices, Mr. Ecker said that “it is of the 
utmost importance that we see clearly 
where we are headed before running 
down the wrong path.” 

“The surplus energy in the way of re- 
serves, either personal, corporate or gov- 
ernmental, of five years ago no longer 
exists,” he said. 

‘There are indications that excess in- 
ventory has been worked down,” he 
added in commenting on the general 
business outlook. “We are going into 
the spring of the year, which season- 
ally should mean improvement. I am 
hopeful that the decline of the last quar- 
ter of 1937 has run its course.” 


New Advertising Series 


President L. A. Lincoln announced a 
new advertising series to be wunder- 
taken, entirely different in scope from 
the welfare series, which will be con- 
tinued. The new advertisements will ex- 
plain the operation of life insurance in 
a way which will convey to the layman 
a working knowledge of life insurance 
through illustrations and analogies. The 
new series will appear in leading weekly 
and monthly magazines here and in 
Canada. 


Handling Foreclosed Properties 


_In reviewing the Metropolitan’s finan- 
cial Position, a summary of which ap- 
peared in THE NaTIONAL UNDERWRITER 
last week, Chairman F. H. Ecker touched 
on the difference of opinion among in- 
stitutional investors on the handling of 
foreclosed properties, saying that there 
are two schools of thought. One, notice- 
ably those in the real estate business, ad- 
vocates selling of foreclosed holdings at 
Present low market prices, resulting in 
substantial losses on the investment, the 
advocates of such a practice holding that 
the disposition of foreclosed properties 
anging over the market  militates 
against recovery and that the sooner all 
are disposed of regardless of price, the 
sooner normal values will be restored. 
i ur Practice is entirely contrary to 
} €se views,” he said. “We rehabilitate 
Property and make it income-produc- 
ne and attractive to purchasers when 
€ market comes back. Our practice 


fesults in stabilizing the market rather 
(CONTINUED ON PAGE 27) 





Liquidation, Use of Modern 
Table 





A number of important recommenda- 
tions and observations, so far as life in- 
surance is concerned, are contained in 
the full report of Superintendent Pink of 
New York to the legislature. 

In addition to the portion of the report 
concerning industrial life insurance and 
the savings bank life insurance proposal, 
which was released in advance of the full 
report and which was reviewed in THE 
e aeaa UNDERWRITER last week, Mr. 

ink: 

1. Reiterates his stand in favor of 
having the department each year fix the 
rate of policy loan interest within the 
range 44 to 6 percent. 

2. Advocates wider adoption of the 
American men ultimate table as the ba- 
sis of premiums and reserves and the 
use of a more modern mortality standard 
in industrial insurance. 

3. Recommends that concentrated ef- 
fort be made to liquidate real estate 
owned by life companies and fraternals 
at the earliest possible time without sac- 
rifice and warns against too great a de- 
gree of optimism in making new mort- 
gage investments. 


Refers to National Program 


Mr. Pink referred to the fact that the 
question of a more appropriate mortality 
table is under consideration by a com- 
mittee of the National Association of In- 
surance Commissioners. Irrespective of 
whether it may be decided to prepare a 
new mortality table based on modern ex- 
perience and have it adopted, Mr. Pink 
says that there would be delay before the 
table could be enacted in all of the states. 
Meanwhile, he states, the American men 
ultimate table has been tested for more 
than a period of 15 years, has proved 
generally satisfactory. Mr. Pink ex- 
presses the belief that it should receive 
wider adoption in the interest of the pol- 
icyholders. 

The great majority of companies use 
the American experience table, he ob- 
served. This was prepared by Sheppard 
Homans, who was actuary of the Mutual 
Life of New York, in 1868. It was based 
largely on the experience of his own 
company over a 20 year period. Since 
then, Mr. Pink observed, there has been 
a great improvement in the expectation 
of life, particularly at the younger and 
middle ages. Although the American ex- 
perience table admittedly is obsolete as 
an accurate measure of current mortal- 
ity it remains the standard generally pre- 


poses. 
N. Y. Law Permits Table 


Mr. Pink recalled that in 1929 the New 
York law was amended to permit the 
American men ultimate table as an alter- 
native standard. That table is based on 
the experience of 60 companies from 
1900-1915 within which over $390,000,000 
of death losses were tabulated. Thus far 
only two small domestic companies have 





Pink Gives Important 
Suggestions to Law Makers 





Favors Quicker Real Estate 


scribed by state laws for valuation pur-. 





adopted that table for the computation 
of premiums and reserves. The amend- 
ment has failed to accomplish its objec- 
tive, according to Mr. Pink. This is due 
to the fact of the unwillingness of most 
companies to consider revision of their 
present scales of gross premiums and 
dividends and to the difficulties in such 
a change in meeting the valuation and 
other requirements in those states which 
do not specifically permit the use of the 
American men ultimate table. 

The standard industrial table under 
which the reserve for industrial policies 
generally has been computed, Mr. Pink 
recalled, is based on one of the larger 
companies’ actual experience during 1896- 
1906. Since then there has been much 
improvement in mortality, particularly 
among children. Mr. Pink said the use 
of a more modern mortality standard 
and with proper margins of safety 
against possible fluctuation for the calcu- 
lation of gross premium rates, provided 
the same loading formulae are continued, 
would substantially increase insurance 
benefits for the same unit of weekly pre- 
mium. 


Policy Loan Interest 


So far as policy loans are concerned, 
Mr. Pink asserts that if a specified statu- 
tory rate system has to be continued, 
it should be fixed at 5 percent instead 
of the present 6 percent. However, Mr. 
Pink favors a sliding scale. His plan is 
to give the superintendent with the ad- 
vice of the insurance board, power to fix, 
annually, as to new policies issued three 
months thereafter, a flexible rate of in- 
terest based upon the yield on the best 
rate of bonds, excepting government and 
municipal, over a period of two years 
with 1 percent added to cover policy loan 
expenses. There should be a minimum 
of 4.5 percent and a maximum of 6 per- 
cent, he said. 

Mutual Benefit Life and some others, 
he said, have suggested that the inter- 
est earned on the company’s assets for 
the previous year be taken as the guide. 
Mr. Pink states, however, that the fixing 
of a different rate of interest in each 
company would breed confusion. 


Object to Discretion 


__ Objection has also been voiced to the 
idea of giving the superintendent any dis- 
cretion in the matter. The only reason 
for doing so, he said, would be to make 
the plan a little more flexible and to give 
the superintendent power to take into 
consideration emergent situations and 
the trend of interest rates. 

Mr. Pink states that the argument has 
been overstressed to the effect that low- 
ering of interest rates would increase the 
number of applications for loans and re- 
sult in a greater volume of lapsed poli- 
cies. Although the interest was 6 per- 
cent during the depression, it had no ef- 
fect in discouraging policyholders from 
borrowing. At the height of the depres- 
sion the proportion of policy loans to 
assets was almost 18 percent. It is now 
about 13 percent. When policyholders 
are in urgent need, he said, they will bor- 
row no matter what the interest may be. 
This is even true when they borrow for 

(CONTINUED ON PAGE 27) 





Support Pink in 
His Position on 
Bank Insurance 





New York State Body Takes 
Action on Legislative Meas- 
ure 


NEW YORK—Governor Lehman 
has agreed to withhold pressure for im- 
mediate passage of the savings bank life 
insurance bill, granting the banks until 
Feb. 17 to submit amendments. Chief 
of these amendments is that the banks 
would write life insurance through a 
central corporation, probably to be 
known as the Savings Bank Life Insur- 
ance Company, thereby eliminating the 
Massachusetts feature, now embodied in 
the New York bill, of having the reai 
operating control in a bureau of the in- 
surance department. This plan is fav- 
ored by the New York State Life Un- 
derwriters Association. Governor Leh- 
man this week held conferences with its 
representatives and with representatives 
of the savings banks. The savings bank 
bill was scheduled for passage in its 
present form this week. 


Plan Much Less Objectionable 


Writing of life insurance by savings 
banks through their own central cor- 
poration would be far less objectionable 
to life insurance people, since it would 
eliminate the danger that some aggres- 
sive deputy in charge of savings bank 
insurance in the insurance department 
would drag the banks into a campaign 
of destructive competition against estab- 
lished companies and agents, after the 
pattern of Judd Dewey’s activities in 
Massachusetts. 

Another important amendment desired 
by the savings banks in New York is 
a limit on the total amount of savings 
bank insurance that would be issued to 
any one person. There is talk of a 
$1,000 maximum but a somewhat higher 
compromise proposal may be reached. 
Since the avowed purpose of the backers 
of savings bank insurance is to provide 
for the low income groups, some such 
limit as $1,000 or $2,000 would assure 
that this type of coverage would be 
bought mainly by those for whom it is 
intended rather than furnishing a source 
of cheap insurance for the well-to-do. 
In Massachusetts any resident who can 
pay the premiums and pass the exam- 
ination can get up to $23,000 of savings 
bank life insurance by taking the limit, 
$1,000, in each of the underwriting 
banks. 


Attack on Industrial Insurance 


An unfortunate development in the 
savings. bank life insurance picture is the 
lurid series of articles bombarding indus- 
trial insurance which the “World-Tele- 
gram,” the Scripps-Howard paper in 
New York City, opened up this week 
with a double-column story aimed at 
what it calls “the tragedy of industrial 
life insurance,” that is, the lower per- 
sistency. rate as compared with ordinary. 

(CONTINUED ON PAGE 28) 
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h caren oa eg re 1 a! ee fh a new peak in business in force which has increased more than fourfold their sights greatly raised = ~ oe It is u 
as chairman at the annual meeting of the | -. 1916. The 1937 li ; Fi the sid telligence and general; caliber : off th: 
Life Presidents Association. since i e total is an estimate. Figures on the side represent | underwriters, and all have a vacation B pay, 
Those who have studied the matter say | billions of dollars. (CONTINUED ON PAGE 14) 
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At Least 13 N. Y. 
Banks Want to Be 
Life Insurers 





Assembly Insurance Chair- 
man Sees Bill’s Prompt Pas- 
sage, No Public Hearing 





NEW YORK—At least 13 savings 
banks in New York state are interested 
in establishing life insurance depart- 
ments such as are proposed under the 
Piper-Livingston bill, President Henry 
Bruere of the Bowery Savings Bank, 
New York City, revealed at a meeting 
of savings bankers in Brooklyn which 
was addressed by Judd Dewey, deputy 
savings bank life insurance commis- 
soner of Massachusetts. Mr. Bruere, 


who is opposed to the bill, said that 
questionnaires had been sent to some 
30 savings banks and out of 33 replies, 
16 banks were opposed, 13 were favor- 
able and four wanted additional infor- 
mation. 


Expect Bill to Pass Soon 


At Albany, R. Foster Piper, chair- 
man of the assembly insurance commit- 
tee, said he expected the bill to be 
passed promptly without a public hear- 
ing. A-hearing was requested by the 
New York State Economic Council. He 
said his committee would report the bill 
out minus the provision for $25,000 ap- 
propriation. However, apparent elim- 
ination of the state subsidy may not 
mean much. No bill carrying an ap- 
propriation can take precedence over the 
budget bill, so elimination of the $25,000 
subsidy is very likely merely a means 
of getting a bill passed promptly, with 
the idea that the subsidy will be tacked 
on after the budget bill gets through. 


Central Corporation Opposed 


If it were not for the probability of 

this bit of legislative strategy, elimina- 
tion of the $25,000 subsidy might be 
taken as a swing in the direction of hav- 
ing the banks write their insurance 
through their own central corporation 
rather than through a division of the 
state insurance department, a departure 
from the Massachusetts plan that is vig- 
orously opposed by practically all pro- 
moters of the idea outside of the savings 
bank themselves. 
_At the Brooklyn gathering, at which 
life insurance interests were ably repre- 
sented, Mr. Bruere cast considerable 
doubt on the so-called success of the 
Massachusetts plan, saying that he 
could not see why a 1939 project should 
be based on a 1907 model. He pointed 
out that the Massachusetts system was 
based on the fear of Louis Brandeis, 
now of the United States Supreme 
Court, that there would never be any 
Improvement in conditions then existing. 
Mr. Bruere suggested that if the sav- 
ings banks desired to go into the life in- 
surance business they do so on an in- 
dependent basis, possibly through the 
Savings Banks Trust Company. 


Banks “Charlie McCarthys” 


_ Commenting on the role of the state 
in the New York savings bank life in- 
surance proposal, Mr. Bruere said that 
the savings bank would become the 

Charlie McCarthys” with the state in- 
surance department pulling the strings. 

€ expressed appreciation of the im- 
plied tribute to the savings banks in the 
Proposal to let them go into the life in- 
surance business but warned that it 
might become a burden. 

Judd Dewey’s talk was a big surprise 
to those who had ever listened to his 
tadio broadcasts or read his pamphlets. 
tis understood that he had been tipped 
of that he would do his cause more 
harm than good by launching into his 





Iowa First Deputy. Now 
Is the Commissioner 











MAURICE Vv. PEW 


Maurice V. Pew, the new Iowa insur- 
ance commissioner, has been connected 
with the department since 1935 as first 
deputy. He now takes the place of Ray 
Murphy, who resigned to become as- 
sistant general manager of the Associ- 
ation of Casualty & Surety Executives. 








usual slashing attack on life insurance 
agents and companies. He devoted some 
20 minutes to telling New York savings 
bankers how easy it would be for them 
to go into the life insurance business, his 
entire talk being conciliatory and his 
manner docile. His explanation of the 
(CONTINUED ON PAGE 15) 





Annual Figures of Companies 
Show Satisfactory Increases 





The Guardian Life’s assets are now 
$124,770,586, gain $9,033,230. The new 
business was $50,638,236. The gain of 
insurance in force was $16,625,997, mak- 
ing the total $481,557,511. Premium in- 
come was $17,974,344, gain 4 percent, 
other income increased 11 percent, mak- 
ing total $26,817,465 or 7 percent gain. 
The mortality experience was 47.38 as 
compared with 55.95 in 1936. The dis- 
ability and double indemnity experience 
was mofe favorable than in 1936. The 
gain from total underwriting results 
showed an improvement of 20 percent. 
The company paid policyholders $11,737,- 
646. Its dividends for this year are $2,- 
215,000 and its surplus is $6,183,298 as 
compared with $5,967,293 a year ago. 

_ se 2 


FRANKLIN LIFE 


The Franklin Life of Springfield,  IIl., 
in its-new statement shows assets $35,- 
627,716, of which $817,182.is cash, $959,- 
999 is federal government bonds, $981,- 
340 state, $1,176,925 municipal, $3,408,666 
public utility, $918,164 railroad, $660,916 
industrial. Its farm mortgages are $5- 
408,075 and city, $3,660,973. Its policy 
loans are $6,971,904 of which real estate, 
including home office, is $6,716,257. Its 
capital and surplus are $1,277,562. Its in- 
surance in force is $175,021,192. It paid 
policyholders $3,006,543. 

* * x 


MIDLAND MUTUAL LIFE 


President G. W. Steinman of the Mid- 
land Mutual Life in his annual report 
stated that the difficulty of investing re- 
serves safely at a fair rate of return still 
exists. Investment yield returns are low. 
He said it is not improbable that gross 
rates earned by life companies last year 
from interest, dividends and rents were 











is still in the making:— 


indebtedness. 


a few months. 


this policy to give it to me!” 


Independence Square 





A DETERMINED WOMAN 


Our Pittsburgh Agency describes this little drama, which 


During the depression a woman policyholder was obliged to 
borrow $2,000 on her $5,000 Endowment policy, due to mature at 
age 60. How highly she valued this policy may be judged by her 
self-sacrificing and probably unheard-of method of wiping out the 
In her home she had many pieces of valuable fine 
furniture, which she highly prized. These a time ago she began 
to sell, piece by piece. And each payment check she brought to our 
office, its amount to attack the loan indebtedness. 
come down to $260, and she expects to pay the last dollar within 
When asked why she didn’t use some of this money 
for her present comfort and enjoyment, she quickly said, “What 
this $5,000 will do for me at age 60 is infinitely more worth-while 
than spending money now on enjoyments that would quickly pass. 
I want independence at 60, for all my remaining years, and I took 


This women nearing age 60, is determined that her care- 
free independence throughout all the years of her age shall 
not be permitted to fail and leave her stranded and miserably 
dependent. A wise woman indeed! 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


That has now 


PHILADELPHIA 























at new low levels. The average annual 
gross rate of yield on bonds purchased 
by the Midland Mutual last year was 2.92 
and on new mortgages made 5.07. There 
is an indicated average yield on all new 
investments of 3.25. The net rate return 
on all assets last year was 3.99. In view 
of the uncertain interest yield situation 
as already announced the company went 
on a 3 percent basis. The Midland Mu- 
tual has 418 agents operating in 12 states. 
Of these 152 devote their chief efforts to 
writing for the company. It has 40 op- 
erating general agencies. 

The new business last year was $11,- 
554,445, increase 7.16. The termination 
ratio was 4.45 as compared with 5.43 in 
1936 and 7.15 in 1935. The insurance in 
force is $111,621,628, increase 4.78. The 
premium income was $3,775,125 and total 
income $5,643,170, increase 1.26 percent. 
The mortality ratio was 44.3. In review- 
ing the causes of death President Stein- 
man said that organic diseases of the 
heart led all others accounting for 26.58 
of the total number. Automobile acci- 
dents came in for 8.11 and suicides, 5.86. 
Pneumonia was 12.16. 

*x* * * 

SUN LIFE OF CANADA 


The Sun Life of Canada is the larg- 
est life company in the Dominion. Last 
year its new business ran over $250,- 
000,000 and it has $2,896,589,103 insur- 
ance in force. The assets increased by 
more than $53,000,000 and that item is 
now $831,291,743. The reserves have 
been augmented from surplus earnings. 
During the year over $5,000,000 in 
profits were realized from the redemp- 
tion or sale of assets. Government and 
other bonds were increased by over 
$59,000,000, bringing that class of in- 
vestment to $369,000,000, representing 
44 percent of the assets. The surplus 
and contingency reserve are $30,000,000. 
The investment income increased to a 
total of $32,000,000. The average rate 
of interest on all investments showed 
improvement. The total income was 
$160,000,000 and the excess over dis- 
bursements was $59,000,000. During the 
year there were paid policyholders, 
$76,000,000, bringing the total since 1871 
to $1,100,000,000. 

. B. Wood, president, in commenting 
on United States general business, said 
that there was a sharp decline toward 
the end of the-year. He firmly believes 
in the future of the country. He is of 
the opinion that the whole business 
situation, not only in the United States 
but throughout the world, would appear 
to depend upon the turn of relations 
between business interests, labor and 
government. In Canada business condi- 
tions, he said, continue to be healthy. 

*x* * x 
PHILADELPHIA LIFE 


The Philadelphia Life new business 
last year was $5,201,449, increase $200,- 
168, insurance in force $53,282,596, in- 
crease $724,759. Its premium income 
was $1,530,885, total income $2,312,243. 
It paid policyholders $1,214,288. The 
excess of income was $454,660. The as- 
sets are $13,301,802, increase $317,669. 

* * * 


WISCONSIN NATIONAL LIFE 


The Wisconsin National Life of Osh- 
kosh reports total admitted assets of 
$8,455,023, an increase of $446,526. In- 
surance in force increased $2,075,509 to 
a total of $39,255,475, held by 31,863 
policyholders. An increase of $392,846 
in reserves is reported. 

*x* * * 


WESTERN LIFE, MONTANA 


The Montana Life of Helena, Mont., 
is changing its name to the Western 
Life. Its annual statement shows assets 
$13,986,387, U. S. government bonds 
$1,158,012, municipals $2,000,531, rail- 
road $1,213,682, utility $1,475,859, mort- 

(CONTINUED ON PAGE 15) 
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Columbian National Bermuda Cruise 


Earnings of Men Go Up 
As Policy Size Increases 





Find Close Bond 
Between Home 
Office and Field 


Intimacy of Relationship 
Makes Progressive Steps 
Easy to Introduce 








By ROBERT B. MITCHELL 


Entry of the Columbian National Life 
into the group and wholesale field is the 
latest step in the process of moderniza- 
tion and streamlining which has been go- 
ing on since the advent of Vice-president 


A. A. McFall a little more than four |- 


years ago. The company’s pride in its 
New England heritage and the unusually 
close relationship between home office 
and field have made the transition an in- 
teresting one. 


New England conservation dictated 
that changed methods should not mean 
changed _character, that the new way 
must be just as sound as the old. It was 
fully recognized that outmoded methods, 
though good and practical in their day, 
should give way to modern practices. 
-But old methods were not to be scrapped 
just because they were old and new ideas 
embraced just because they were new. 


Cooperative Group of Agents 


The personal friendships that exist be- 
tween Columbian National home office 
and general agents meant that the new 
ideas could be put across by conference 
and suggestion and would not have to 
be forced upon the field. Yet if this sit- 
uation meant that nothing would be ac- 
cepted blindly by the agency heads, it 
also meant that nothing would be ac- 
cepted passively and then ignored or per- 
haps even misused and despaired of be- 
cause only half-understood. Here was a 
cooperative group of fieldmen with com- 
plete confidence in the management of 
its company and eager to support a thor- 
oughly constructive program. 

All this called for the most careful pre- 
testing of all new sales ideas before they 
were put into the hands of the general 
agents. The best men in the company 
did all the testing themselves. When a 
plan was finally released it could be said 
of it: “We know it works. We have 
proved it in the field.” 

Looking over the results of the last 
four years, one is impressed with the 

(CONTINUED ON NEXT PAGE) 








Reviewing the Columbian National 
Life’s 1937 record, Vice-president A. A. 
McFall gave full credit to the field men 
not only for the increase in new busi- 
ness amounting to more than 20 per- 
cent over 1936 but for the high quality 
and persistency of business and the in- 
crease in the company’s already large 
average policy. Although registering 
notable advances in assets and in insur- 





F. P. SEARS 


ance in force, the Columbian National 
is among those progressive companies 
which realize that agents’ welfare is the 
soundest measure of growth. 

At all previous Star Producers Club 
conferences, President Francis P. Sears 
has given the resume of operations dur- 
ing the preceding year. This year, how- 
ever, Mr. McFall took over that duty. 
Last summer Mr. Sears underwent a 
serious operation and while he has re- 
covered from its effects, he felt he 
should not attempt to take on more re- 
sponsibilities by traveling to the con- 
ference. 


Earnings of the Producers 


Total paid life business for 1937 was 
$26,000,000 or about $6,000,000 more 








than in 1936. The increase in commis- 
sions to agents was about $100,000 over 
1936. In addition to their other income 
Columbian National field men received 


about $100,000 of cash commissions 
from accident and health business, sub- 
stantially more than in 1936. Mr. Mc- 
Fall said he expected another jump in 
accident and health commissions this 
year, since new written premiums for 
January exceeded last January by more 
than 20 percent. 





“T am happy to be able to say that 
the average earnings of Columbian Na- 





A. A. MeFALL 


tional field men in 1937 were consider- 
ably higher than they were in 1936,” Mr. 
McFall said. “We had fewer agencies 
and agents last year than we had the 
previous year... our life business in 
force increased more than $10,000,000 
bringing our total in force to over $174,- 
000,000. This means another increase 
this year in the renewal income of newer 
field -men. 


Selling Higher Type Prospects 


“Your new business continues to im- 
prove in quality as well as in quantity, 
judging from the way your first year 
lapse ratio is decreasing. This improve- 
ment means that the Columbian Na- 
tional field man of today is a_ better 
qualified life insurance man than he was 
yesterday, that he is doing a better job 
of selling higher type prospects.” 

Calling attention to the increase in 





(CONTINUED ON NEXT PAGE) 





Inspirational 
Outing for the 
Star Producers 


News of Company’s Enty ; 
Into Group Field Is & i 
claimed ; 


ies 





The Columbian National Life ce 
brated its 35th anniversary by holding 
Star Producers Club conference in Bef 
muda, the convention being one of thE 
largest handled recently by the Hotd 
Bermudiana. The convention party mak 
the trip on the S. S. Queen of Bermug 
and was fortunate in having smooth ses 
both ways and excellent weather during) 
their stay on the island. 

Convention goers were disappointed a7 
the absence of Columbian National’! 
president, Francis P. Sears, Generd)) 
Agent Alfred C. Newall of Atlanta, the) 
company’s oldest general agent in point) 
of service, and Louis J. Rosenberg cf 
South Bend, Ind., who is this year 
president of the Star Producers Club by 
virtue of top production. Mr. Rosenber F™ 
is seriously ill and Mr. Sears has ref 
cently recovered from a major operation | 


Lamb Had Ten Qualifiers 


The honor of having the largest dele 7 
gation for a single agency, went to Gen F 
eral Agent E. E. Lamb of Chicago, § 
whose party numbered ten. Honors for 
traveling the farthest to attend the con 
vention went to General Agent Jack Mc- 
Cord and Mrs. McCord of Los Angeles 
and General Agent E. W. Mclntire of F 
Oakland, Calif. ‘a 

Vice-President Russell A. Freeman of 
the Star Producers Club presented to fF” 
each member of the club his new club 
key at the banquet held in the Hotel 
Bermuliana. Mr. Freeman is connected F7 
with the A. W. Wright agency of Salt 
Lake City. i 


New Step Acclaimed 


A high point of the convention pro- 
ceedings was the announcement by Vice- 
president A. A. McFall that the Colum F 
mian National is entering the group lift 7 
and accident and health field. As a mat- 
ter of fact, several cases have already F7 
been written, the largest being a $4,000, F 
000 life and accident case on the Kansas F 
City & Southern railroad. News of the F 
new step was enthusiastically received. 

Several of the Columbian National 











COLUMBIANYNATIONAL GROUP OF STARS IN BERMUDA _ 
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- + For Men, not Puppets - - 








The puppet is pulled about, willy nilly. So are some men — 


pulled about by ‘‘fate.’? But the man who owns life insurance 





stands up against that puppeteer. He has a say in his destiny. 
For insurance safeguards the family, it builds a financial re- 


serve, it may enable the insured man some day to take life easy. 


Py foe 


PRESIDENT 


LIFE INSURANCE 
QUESTION BOX 


a 


HAVE YOU ANY QUESTIONS? 


You are invited to send any questions on 
life insurance to ‘“The Equitable Coun- 
selor,’” 393 Seventh Ave., New York, N.Y. 
Orwrite for booklet, ‘‘ Build forthe Future,’” 
which gives interesting information of value. 


Meanwhile, read these questions and 
answers on important life insurance facts. 


Q. I am 25, married and have one young 
child. I earn $50 a week. I have $6000 
of insurance, and a small bank balance. 
What added insurance do you suggest? 


A. Enough to provide a minimum of in- 
come to your wife, and to create an educa- 
tional fund for the child. 


Q. Should life insurance be paid in a 
lump sum? 


A. Not always. More and more people 
believe it wiser to arrange the payments to 
beneficiaries in installments, with a moderate 
lump sum for emergencies. The ‘‘life in- 
on every policy makes life 


come option”’ 
long protection certain. 
e e e 


Q. What is a ‘“‘Special Income’’ Policy? 


A. This policy is designed for the man 
with a growing family. It provides extra 
protection while the children are dependent. 
Ask an Equitable agent or the Counselor 
about its interesting features. 
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group did not return with ie rest of the : Prudential Resists Demand Olson 
arty but stayed over until the next tri — 
Pe Se Monarch of Bemus | "LOP Men Among Star Producers _ | for Dividends on Stock — taxes 
Among those remaining were Vice-presi- 
dent Norman M. Hughes and Mrs. NEWARK — In resisting a gj 
Hughes; and Assistant Secretary N. R. brought by the estate of Leon N. pm Presi 
Kinney and Mrs. Kinney from the home Blanchard to compel a distribution ifm , 
ances en Sones See eee a fund of $5,628,884 deferred dividenggm im Tt 
Shearer and Mrs. Shearer of Boston. Mr. on capital stock which was retired ; 
Shearer’s agency led the Columbian Na- Men 


tional field organization in new paid life 
insurance during 1937. 

Several Columbian National star pro- 
ducers at the Bermuda convention had 
unusually long records of accomplish- 
ment to their credit. George L. Dyer of 
St. Louis, John P. Mullane of Kansas 
City, and A. W. Wright of Salt Lake 
City, have é€ach earned 20 memberships 
in the club. Martin J. Eckert of Bing- 
hamton, N. Y., Russell A. Freeman of 
Idaho Falls, and Adam Wagner of Den- 
ver, each have 17 memberships to their 
credit. Hal Johnson of ‘Wichita. has 
earned membership 16 times. 


Find Close Bond 
Between Home 
Office and Field 


(CONT’D FROM PRECEDING PAGE) 


practical manner in which’ developments 
have been made to reflect the interests 
of the public and the field men. Perhaps 
the best example of this was the intro- 
duction of the “Minute Man” policy, a 
low premium policy particularly attrac- 
tive to younger men. In 1937 the “Min- 
ute Man” accounted for more than 20 
per cent of the Columbian National’s 
life business. The same commissions are 
paid as on ordinary life. The average 
“Minute Man” policy, exclusive of fam- 
Pras ag riders, is more than $7,000. 

his high average is, in a large measure, 
responsible for the high average policy 
of the company, nearly $3,700, which is 
outstanding in the life insurance busi- 








ss. 

In the last four years new life produc- 
tion was doubled. However, this prog- 
ress has not been through indiscrimi- 
nate hiring of new agents. As a matter 
of fact, the Columbian National’s sales 
force is today about half what it was in 
1934, which gives some idea of the im- 
provement in the average earnings of its 
representatives. 


Group and Wholesale 


Entry into the group and wholesale 
field, which was enthusiastically ac- 
claimed when Mr. McFall announced it 
at the convention in Bermuda, gives the 
Columbian National a complete line of 
personal coverages. The company now 
offers all regular life contracts, several 
special life policies as well as juvenile 
and salary savings and annuities. 

In getting its messages across for the 
public the company made a notable effort 
to simplify sales representations by elim- 
inating all technical language that might 
confuse the prospect. It has gone even 
farther. It consistently strives to elimi- 
nate what might be called life insurance 
jargon, that is, the use of phrases en- 
tirely understandable to the agent but so 
peculiar to the business that they tend to 
set the prospect and agent apart from 
each other, in their roles as prospect and 
salesman rather than letting the sales 
presentation be a conference between 
two friends about the insurance problem 
of one of them. For example, when an 
agent says “age 35,” the prospect knows 
what the agent is talking about but the 
use of this bit of trade lingo too often 
unhappily tends to remind him that he 
is in the presence of a life insurance 
salesman and he had better keep up his 
sales resistance. 





Provides for Investigators 


COLUMBIA, S. C.—Provision for 
the employment of three extra investi- 
gators is made in the insurance depart- 
ment’s appropriation bill with a $10,000 
expense allowance. The sponsors urge 
the appropriation in order to enable the 
department to check bootleg insurance 
companies. 








* 


LOUIS J. ROSENBERG 


Louis J. Rosenberg of South Bend, 
Ind., who is both president and secre- 
tary of the Star Producers Club of Co- 


lumbian National Life, unfortunately 
was unable to participate in the club’s 
brilliant conference last week in Ber- 
muda. He has been in poor health for 
some time and did not feel able to make 
the trip. 

The president of the club is that field 
man who produces the largest volume 
of paid life insurance during the 18 
months qualifying period. The secretary 
is the first man to qualify for his new 
membership in the organization. It so 
happens that this year both offices were 
filled by Mr. Rosenberg, who is general 





RUSSELL A. FREEMAN 


agent in South Bend. He is also the 
leader in paid business for the Colum- 
bian National during 1937 and he has 
returned more production records dur- 
ing his 14 years with the company than 
has any other man in the field organ- 
ization. 

In the absence of Mr. Rosenberg Rus- 
sell A. Freeman assumed the responsi- 
bilities of the office. Mr. Freeman oper- 
ates from Idaho Falls, Ida. He has 
been connected with Columbian Na- 
tional for 22 years and he has a record 
of 17 successive memberships in the Star 
Producers club. He was accompanied 
on the convention cruise by Mrs, Free- 
man and their son, James. 








Earnings of Men Go Up as 
Policy Size Increases 





(CONT’D FROM PRECEDING PAGE) 


average size policy as definite evidence 
of progress, Mr. McFall noted that the 
average in 1935 was $2,869; in 1936 
$3,511; and in 1937 reached $3,684. He 
pointed out that in terms of an agent’s 
income, this means about $12 more 
commissionf per sale and that if an 
agent makes 40 average sales per year 
it means he is making $500 more a year 
just because of this increase in his 
average size sale. Reporting that mor- 
tality showed a 5 point improvement in 
1936 Mr. McFall said that the increased 
volume of higher quality business dur- 
ing the last few years has contributed 
to this end. 





Mr. McFall said that optimistic expecta- 
tions of greater prosperity than ever 
before are not just empty guesses of- 
fered more or less loosely. 

“They are shrewdly calculated esti- 
mates, carefully conceived by broad- 
gauge business men who base their pre- 
dictions on concrete evidence that the 
American people need, want, and are 
able to buy larger quantities of goods 
and services than ever before,” he said. 
“We have stepped into 1938 with much 
confidence and we believe that the com- 
pany’s plans for a healthy growth this 
year will materialize. I firmly believe 
that 1938 will be a great year for all 
life insurance field men who have the 
energy and vision to capitalize on its 
opportunities.” 





The 1938 Unique Manual-Digest covers 
all life insurance statistics. $5. National 


states that the surplus at the end oj 


-funds with which to meet its recurring 





1915, the Prudential contends that ; 
would be unwise to make the distriby. 





tion to stockholders at this time. The CINC 
suit was filed this week in the court ¢ pee he 
chancery. The papers filed show tha business 


the Blanchard trustees hold 402 of the 
less than 600 shares of stock which ha 
not been acquired by the company. The 
trustees contend there is no need t 
retain the fund any longer. 

The answer filed by the company 









1936 was $74,646,000, which was 2» 
percent of the liabilities. In addition 
to the surplus, it was stated, the com. 
pany has a special reserve fund of abou 
$93,068,000, which was established m. 
der a law passed in 1927. 

“Tt is both advisable and necessary,’ 
the company states, “that the company 
maintain a surplus which shall at all 
times bear a substantial ratio to its total 
liabilities and to its total assets, in order 
that it may at all times have ample 


obligations and, in the judgment of its 
board of directors, it would be unwise 
at this time to reduce its present sur 
plus by the declaration and payment of 
any extraordinary dividends.” 

A suit on the same order brought by 
Blanchard in 1909 resulted in favor of 
the company. 





Mutual Life Had Meeting 
LITTLE ROCK, ARK.—The Little 
Rock agency of the Mutual Life of New 
York honored Stanley Falk, 1937 leader 
in paid-for-business; T. M. Rea, leader 








in number of lives insured, and Jack Sa-  [nsuran 
gent, leader of the first-year represen I has diff 
tatives, at a banquet concluding its an HF and avc 
nual convention. Roy Mitchell of Littl M agents | 
Rock, state service representative, spoke the lat 
on “Piddlers.”. W. W. Taylor of Pine i fast coy 
Bluff was toastmaster. dament 


Approximately 100 representatives at- 
tended the meeting, which was presided 
over by J. T. Mitchell, Little Rock, 
manager. 


1933 ar 
paid ov 
while t 
out nin 
ance is 
progres 
years, 














Wyatt at Fort Wayne 





Dr. B. E. Wyatt, educational cout He only ¢, 
selor of the American College of Lilt BP periog 
Underwriters, addressed a luncheon 0 said, ey 
general agents and managers in Fort ing at 


Wayne, Ind. In the afternoon Dr. Wyatt 
met with members of the Fort Waynt 
C. L. U. class in finance and later wt 
the educational committee of the Fort 
Wayne Life Underwriters Association. 


on dep 








The 1938 Little Gem Life Chart Will 














As to the general business outlook, | Underwriter. get you more sales this year. 

percent 

——— ow evied 
7 STATEMENTS Altho® 
FIGURES FROM DECEMBER 31, 193 A Altho 
= ——— tral g 
Change Change Prem. Total Benefits Total pra 
Total in Surplus to New Bus. Ins. in Force in Ins. Income Income Paid — oca 
Assets Assets Policyholders 1937 Dec. _ 1937 In Force —" "He = % there ‘ 

t oe 

American L, & A.......- 146,253 + 10,623 és72 2,478,447 3,974,981  +159,114 118,852 145,849 47,793 py aan 
Atlas Life, Okla........ 3,675,391 + 253,558 457,628 6,062,578 32,288,498 + 789,221 698,624 1,003,176 336,298 57784 pend 
Central Assur., O........ 273,522  +18,774 — 200,000 302,729 ~—-1,002,314 + 37,732 30,453 178,748 7,475 is ee, M 
Connecticut General...... 227,284,676 +18,867,112 9,210,523 205,206,160 1,127,366,929 + 70,807,032 38,194,164 54,053,783 20,465,061 aan! Mr 
Connecticut Mutual...... 312,233,792 +20,804,298 11,100,967 98,955,828 979,141,068 + 39,178,858 40,239,763 62,028,316 24,052,433 seat att k 
Country Life, Ill........ 6,924,115 +1,467,249 1,186,701 21,746,580 115,310,406 + 15,176,792 _ 2,213,913 2,604,839 573,634 Lal aCks 
Equitable Life ......... 170,456,639 + 11,599,684 7,507,994 653,334,996 571,985,070 + 16,277,633 19,421,815 30,501,476 11,508,861 19,093,389 Countr: 
Home Security Life, N.C. 2,027,369 + 395,844 241,390 28,973,072 35,369,460 + 2,723,963 1,244,077 1,321,276 253,340 244,711 ducted 

International Travel, Tex. 357,155 + 49,673 124,040 1,047,250 3,028,317 + 558,259 75,7281 188,6742 12,181 949,968 man 
Life of Virginia......... 95,320,603 +6,414,831 7,743 99,934,787 476,115,556 +36,019,749 15,858,617 20,950,360 6,653,713 147001,» \ ne 
Lincoln Liberty, Neb. 7,018,860 + 774,708 532,030 5,769,000 27,781,000 + 1,483,000 1,258,261 1,612,163 344,877 743,494 At no 
Manufacturers Life, Can..154,938,935 +4+11,253,417 8,160,7848 57,957,974 535,953,896 + 23,114,418 22,972,725 32,875,900 13,296,250 ert a Ming 
National Life, Ia........ 7,258,073 +164,000 593,176 5,392,559 58,884,124 —228,569 1,284,330 1,828,579 1,029,730 5468.54 Natio 
Northwestern Mutual. 1,178,428,636 +48,574,940 52,629,2734262,196,638 3,859,216,703 +81,067,841 128,785,443 204,914,173 104,311,743 14 982,998 ne 
Peninsular Life, Fla..... 1,875,419 + 214,420 987 15,852,400 29,334,575 +76,8095 1,208,045 1,286,145 295,775 30,613,113 Ina | 
Phoenix Mutual ......... 222,942,567 +13,060,015 6,325,833 64,327,479 644,629,429 +34,130,135 26,251,907 45,427,060 17,646,719 g/812,47 house? 
Provident Mut. Life..... $31,213,784 +15,670,135 19,470,782 75,610,158 961,125,422 +18,179,877 33,684,269 54,365,311 25,294,386 3 505,500 the ‘1 
Shenandoah Life ........ 8,189,346 + 618,381 976,198 23,103,577 171,217,989 + 9,901,764 2,584,252 3,112,894 1,616,552 "197,339 th r 
Standard Life, Ind...... 273,169 +655,163 207,617 3,462,000 6,138,000 + 2,869,000 166,064 259,188 34,400 9 934,263 e ta 
United Benefit Life...... 11,367,174 +1,022,147 575,000 45,431,930 124,714,901 +15,509,192 2,981,334 3,865,897 1,174,378 3,395,174 ceed v 
Volunteer State ........ 23,521,213 + 720,191 1,338,385 8,636,689 100,908,201 —808,933 2,715,093 4,163,772 2,078,792 - Ir. 0 
iLife department only. T we 
2Includes H. & A. department. Mileag 
8Excluding reserve for dividends to policyholders amounting to $4,600,000. of rec 
“Unapportioned surplus retained as a contingency reserve. Sa ‘ 


5Small gain due to sale of Virginia business to Home Beneficial. 
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Olson Speaks Out About 
Taxes and Heavy Spending 





President of Mutual Trust Life 
in Talk to Agents and Business 





CINCINNATI—Life insurance men 
may be of the greatest aid in helping the 
pusiness man with his tax problems, 
E. A. Olson, president of the Mutual 
Trust Life, Chicago, told the Cincin- 
nati Life Underwriters Association and 
the Cincinnati chamber of commerce, 
speaking on “The Business Man and the 





OLSON 


E. A. 


Insurance Man.” .The Supreme Court 
has differentiated between evading taxes 
and avoiding taxes, Mr. Olson said, and 
agents know their way around regarding 
the latter problem. The public has at 
last come to comprehend the. real fun- 
damentals of life insurance. Between 
1933 and 1935 the federal government 
paid out four billions on relief projects 
while the life insurance companies paid 
out nine billions. Although life insur- 
ance is over 100 years old, the real 
progress has been made in the past 30 
years. The life insurance agent is the 
only fellow in the world helped by a 
period of low interest rates, Mr. Olson 
said, every life insurance company pay- 
ing at least 3 percent interest on funds 
on deposit. 


Menace in Cost of Government 


The greatest menace to the public to- 
day is the high cost of government, 20 
cents out of every income dollar going 
Bags government in taxes, he said. 
his year the government will spend 40 
percent of the national income. Taxes 
re by the government exceed the 
ae amount spent annually for food. 
though much has been said about fed- 
tral government spending, not nearly 
tough has been said about the spending 
dog and state governments, of which 
— are 182,000 separate units. Gov- 
ors and legislators who will stop 
Spending should be elected by the peo- 
Pie, Mr. Olson declared. 
wine Olson criticised the government’s 
conus on business men. In no other 
Prccetf in the world is business con- 
see in such an open and above board 
Mee €r as in the United States, he said. 
3 ia Previous time has there been such 
tational ©, of good men in the local and 
-s h, governments. “If you have rats 
ay would you set fire to the 
reid Mr. Olson asked in discussing 
a lvided profits tax. Because of 
pe , Danesees are unable to pro- 
Mr Ol. their normal expansion plans, 
Tw Son contended. 
mileage 2 ight percent of the railroad 
Of receiv the country is in the hands 
— Ivers, he said. Railroads, taken 
Whole, earned 47 cents per share 





and paid $3.54 in taxes. For each $1 
earned, they paid $7.50 in taxes. 

“It must be remembered that the 
power to tax is the power to destroy,” 
he said. Business men should become 
vocal, and separate the sheep from the 
goats among the candidates for election. 
Some Congress in the future, perhaps 
not the next or the one after, will place 
the same responsibility on labor and 
labor unions as it does on capital, Mr. 
Olson declared. He concluded that the 
rights to free speech, free press, and 
individual freedom must be preserved. 





Massachusetts Legislation 


BOSTON—A meeting of officers and 
legislative committeemen of Massachu- 
setts Life Underwriters Association is 
being held in Worcester. Friday of this 
week. Those in attendance will con- 
sider legislation pending in Massachu- 
setts. Invitations were sent to Con- 
necticut, Rhode Island and Pennsylvania 
association officials. 





J. P. Carroll, superinendent of agen- 
cies Lincoln National Life, spent a few 
days in Chicago recently visiting gen- 
eral agents. Mr. Carroll will speak be- 
fore general agents and supervisors at 
a meeting in Fort Wayne, Ind., Friday 
evening, Feb. 11. 








NEWS OF WEEK 


New York State Life Underwriters As- 
sociation supports Superintendent Pink 
on his stand on savings bank bill. 

Pagel 
* * x 


Metropolitan Life annual agency con- 
vention brought out many interesting 





points. Pagel 
*x * * 

Several important recommendations 

affecting life insurance made by Super- 


intendent Pink in his annual report to 

the New York legislature. Pagel 
*x* * * 

Columbian National Life holds agency 

convention in Bermuda. Page 4 
* * * 


At least 18 New York savings banks 
want to be life insurers. Page 3 


* * 


Bankers Life of Iowa objectives and 
accomplishments are discussed by A. R. 
Jaqua, associate editor “Diamond Life 
Bulletins.” Page 2 

* * * 


R. B. Richardson is elected president 
of the Montana Life, which has been re- 
named the roe a> Page 8 

cS * 


Chester C. Nash, one of the editors of 
the “Weekly Underwriter” of New York, 
is resigning to join the Andrew Cone 
Advertising Agency in that city. 





Page 24 





President M. R. Gooderham of the 
Manufacturers Life of Toronto made a 
pect plea to awaken public opinion on 
taxation in his annual report. Page 9 


* * xX 
H. C. Lippincott, former manager of 


agencies, Penn Mutual Life, dies. 
Page 10 
* * * 


_ President Olson of Mutual Trust Life 
in vigorous tax talk at Cincinnati. . 
wih - Page7 


New York Life announces its agency 


leaders for 1937. Page 26 
2 4 

Interest taken in the Pacific Mutual 

Life case at Los Angeles. Page 28 
*x* * * 


The Metropolitan Life announces the 
adoption of a new scale of dividends 
owing to continued low interest level. 

Page 26 








Jack Lauer’s Itinerary 


Jack Lauer, Cincinnati, chairman of 
the Million Dollar Round Table is on a 
trip east and is speaking on “What Is 
the Difference?” at life underwriters as- 
sociation meetings in Springfield, Mass., 
Feb. 16, Boston Feb. 17 and Providence 
Feb. 18. In January he addressed 
meetings at Atlanta, Birmingham, 
Miami and the Florida sales congress 
at Lakeland. 








96 per cent of the life insuran 


the past. 


LEE CANNON, 
Agency Vice President 


(Cost $245,516.22 in 1924) 





Announcement 


At the annual meeting of the stockholders of the Montana Life Insurance Com- 
pany, held at the Home Office in Helena February 7, 1938, the corporate name of 
the Company was changed, as of that date, to 


WESTERN LIFE 


Insurance Company 


This progressive step has been long contemplated. Since 1910 we have been serving the west. As the 
Company grew and expanded, it ceased being a local institution and the name excluded more than 


ce buyers in the territory served. 


The same management will continue to operate the Company in the same conservative way as in 


R. B. RICHARDSON, 
President 





Twenty-eighth Annual Financial Statement, Dec. 31, 1937. 


OBLIGATIONS 
Present Worth of Outstanding Policies. .$11,160,864.00 


RESOURCES 
Home Office Building........... $ 


1.00 0% 


(Legal Reserve) 


% ; 
Bonds o-isccaient aL issoitee 419% — Present Worth of Balance Due Claims 
Railroad. ieee 1:218,088-15 Being Paid in Installments.......... $ 262,922.00 
Publi WUE Swnccades 1,475,858.63 ’ 
iain. Latdiseads 193,100.50 i oe a ee eh aecaed cineenens $ 34,000.00 
BOND RATINGS* Notice of claims received but proof 
AAA 52% not yet submitted............. $ 9,000.00 
AA 15 87% Set aside for any possible 1937 
A 20 claims not reported by Decem- 
BBB 8% Der Sl, 1987... ccccccccccece ..$ 25,000.00 
BB 4} 13% yy 
Ban " a Interest Paid in Advance..............- $ 85,237.00 
or Lower 0 
First Mortgage Loans..... whe: $ 3,901,914.10 27.90% __ ” wateien 7 491.00 
Rabi Miadiies, ésisaclecinitax, $ 75,012.50  .53% Premiums Paid in Advance.............. $ 107,01. 
Balance Due on Real Estate eiaeteabeinin 
SAE: caine wall... $ 22474517 1.61% Taxes (for 1937 but payable in 1938)....$ 47,690.00 
(Being paid for in installments) CR NE oon ccs vcccdeccnciccsas $ 10,723.87 
Loans to Policyholders......... $ 3,229,249.67 23.09% 
Other Reseurees |. o6cckds gener $ 514,280.72 3.68% TOTAL OBLIGATIONS ............-:- $11,708,867.87 
o* i eh “ cineavedd $ oe . 
t Earned ....... 1932. ; 
poset ag ining Surplus to Policyholders ..............- $ 2,277,519.04 
and Ba ae re pA ne eatin oe Cand ee cnn cskacndue $ 500,000.00 
*None of these bonds are in default. Figures on ratings do not inclu Voluntary contingency surplus...$ 277,519.04 
munlepal bonds ‘as ratings om all Of inem te not srallale. No stmkt = FREE SURPLUS we. -ee-0-. $1,500, 000.00 
shown in this statement. 
TOTAL RESOURCES, «22 6.065% SIS S06, SOGSE-TURGIG TOTAL. ose ela c cc cccecccccscescwess $13,986,386.91 


INSURANCE IN FORCE $44,156 ,964.00 
Surplus to Policyholders, Including Voluntary Reserve, Over $2,275,000.00 


ALEX CUNNINGHAM 
Vice President and Treasurer 
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Research Bureau Announces 


Hartford Meeting in March 


HARTFORD, CONN.—‘Selection of 
Agents,” “How Much Can a Company 
Afford to Spend for Business?” and 
“Persistency of Business” are the sub- 
jects to be discussed at a special meet- 
ing arranged by the Life Insurance 
Sales Research Bureau to be held in 
Hartford March 22-23. Agency depart- 
ment officials and others in the compa- 
nies interested in these subjects are in- 
vited to attend. 

“The three subjects have been receiv- 
ing major emphasis in the bureau’s re- 
search program,” said J. M. Holcombe, 
jr., manager, in his announcement. “At 
the annual meeting in Chicago last year 
reports ‘were presented and we now feel 
that the time is opportune to place 
before our membership new material 
which has been developed during the 
past few months. This will be dis- 





tinctly a conference for discussion of 
bureau material and company ideas and 
plans. Speeches will be noticeable by 
their absence.” 


Excelsior Life Appointments 


TORONTO—The Excelsior Life an- 
nounces the following appointments: T. 
O. Cox, manager of agencies; R. T. 
Boyes and M. S. Crockford, supervisors 
of agencies; H. R. Fisher, agency sec- 
retary; W. M. Nixon, E. H. Evely, L. 
W. Sumner and G. H. Mackay, assist- 
ant agency supervisors; C. S. Patterson, 
advertising assistant, and D. W. Hoegg, 
agency service assistant. 


Lincoln National at Fort Smith 


FORT SMITH, ARK.—Chester H. 
Miller has been appointed Fort Smith 
district manager of the Lincoln Na- 
tional Life with an eight-county terri- 
tory extending from the Missouri line 
to Mena, Ark. He has been in the in- 
surance business for eight years. 
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A FEW FACTS... 


THE SUN LIFE OF CANADA 
was incorporated in 1865 under the laws of the 
Dominion of Canada. Today it ranks among the 
foremost life assurance institutions in the world. 

THE PROGRESS OF THE COMPANY, 
during 1937, was again marked by an impressive 
increase in Assurances in Force, New Paid For 
Life Assurance, and Assets. 

FOR OVER FORTY YEARS, 
the Sun Life of Canada has maintained an active 
organization in the United States for the service of 
United States policyholders who today have more 
than One Billion Dollars of assurance in force, and 
own a large proportion of the Company’s million 


policies. 


FOR THE SPECIAL PROTECTION 
of its United States policyholders the Company 
maintains in trust within the United States an 
amount sufficient to cover its net liabilities to them. 


. - » AND FIGURES 


Assurances in Force, December 
| ae 
New Assurances Paid for during 


Beneficiaries 


During 1937 .... 
Since Organization 
Assets, December 31st, 1937 .... 


Liabilities ..... Aa 


Paid-up Capital . Sa pe 
Surplus and Contingency Reserv 


$2,896,589,103 


aay 250,064,011 
nd 


eeeeocece 


76,203,342 
1,122,307,344 
828,487,776 
801,148,223 
2,000,000 
25,339,553 





The total liabilities of the Sun Life of Canada in the 
United States are $287,330,937.56. The net liabilities 
are fully covered by assets held in trust. 

The Annual Report will be mailed to all policyholders. 
Others may obtain a copy upon request. 





WILDE 


SECURITY 








Richardson Heads Montana 
Life, Renamed the Western 





New Title Is More Representa- 
tive of Company’s Field of Op- 


erations 





Coincidentally with the election of R. 
B. Richardson as president, the title of 
the Montana Life of Helena was 
changed to Western Life. 

Carl Rasch, who has served as presi- 
dent and general counsel since the death 
of Harry R. Cunningham, now becomes 














R. B. RICHARDSON 


chairman of the board and continues as 
general counsel. 

Mr. Richardson has become increas- 
ingly well known to the business in the 
last two years and has become a factor 
in life insurance affairs generally. He is 
vice-chairman of the board of the Sales 
Research Bureau. He has been executive 
vice-president of the Montana Life since 
Mr. Cunningham’s death. 

The matter of changing the name of 
Montana Life has long been under con- 
sideration. The company was organized 
in 1910 and at first confined its opera- 
tions to its home state. As it extended 
its operations into the inter-mountain 
territory, the management felt that the 
title was not sufficiently representative 
of the company’s field. 

F. A. Howard, heretofore assistant 
treasurer in charge of mortgage loans, 
was elected vice-president in the same 
department. 

All other officers were reelected, they 
being: Alex B. Cunningham, vice-presi- 
dent and treasurer; Lee Cannon, agency 
vice-president; A. J. Clemo, secretary; F. 
E. Young, actuary; F. D. Bevans, assist- 
ant secretary; A. M. Kirk, assistant sec- 
retary; Dr. E. H. Lindstrom, medical di- 
rector, and Gunn, Rasch, Hall & Gunn, 
general counsel. 





Promotions in Aetna Life 





Number of Men in the Life Group Are 





Advanced — Slimmon, Dallas and 
Waters Promoted 
HARTFORD — The Aetna _ Life 


group elected five new officers and made 
eight promotions. Secretary J. B. 
Slimmon, with the Aetna Life since 
1918, was elected vice-president, as were 
Assistant Vice-presidents W. H. Dallas 
and M. J. Waters. Mr. Dallas, formerly 
with the Northwestern Mutual, went to 
the Aetna Life home office in 1925 as 
superintendent of agencies, becoming 
assistant vice-president in 1929. He 
shifted from agency to underwriting 
work and has been active in the Home 
Office Life Underwriters Association. 

N. F. DeNezzo.was made field super- 
visor of the life agency division. D. P. 








Cavanaugh was named associate coyp. 


sel. G. Warren Winters becomes 3g. 


sistant secretary in the life department 





Postal Union Life’s Meeting 





Agency Convention Was Held at th 
Home Office at Hollywood—Addre;, 
by President W. R. Malone 


LOS ANGELES—tThe Postal Unio, 
Life of Hollywood held its first req 
convention for qualified agents. Afte; 
a short address of welcome by Preg. 
dent W. R. Malone, a two-hour session 
of planning and instruction was opened 
by R. P. Dyck on “Selection of Risks’. 
J. W. Logan on “Premium Income’. 
“Bob” Beyers on “Planning Yoy 
Work”; W. A. Munster, actuary, op 
“Sales Aids-Home Office Cooperation’. 
C, C. Beyers on “Selling Larger Pao. 
icies.” 

President Malone addressed the con. 
vention on “Vitality—Its Money Valve 
Expressed in Insurance,” followed by 
Dr..Wm. E. Branch, medical director; 
Catl R. Erickson, vice-president, and €. 
W-Jackson, who for many years was 
actuary of the Postal Life of New York, 
founded*by Mr. Malone 33 years ago, 

The company made a nice gain in 
1937, showing a 297 percent increase in 
written business and 265 percent paid 
for. The mortality record was excep- 
tionally favorable, preliminary estimate 
being about 38 percent of the expected. 
January, 1938, showed a gain of 74 per- 
cent over the same month of 1937. 

The company will release about Feb, 
20 a new endowment at age 65 pol- 
icy, the feature being the life income 
option available and a variety of other 
options provided. 





Annual Caravan on the Move 





California State Life Underwriters 
Association Arranges for Meetings at 
Various Points Along the Way 





LOS ANGELES—On the morning 
of Feb. 8, the annual caravan sponsored 
by the California Life Underwriters As- 
sociation left here in charge of members 
of the local body, for Santa Ana where 
a meeting was held under the jurisdic: 
tion of the Orange County Life Under 
writers Association. 

In the evening the entire body drove. 
to San Diego to spend the night there 
to conduct a meeting at 9 A. M. 
Wednesday under the sponsorship o 
San Diego association. 

These meetings are really the annul 
sales congresses for the points reached 
each year and due to the prominence 0! 
the mer? accompanying the caravan 3 
large number of the local men attend 
them. 


Two Parts to Program 


There are two parts to the progratl. 
The first is given over to association at 
tivities and responsibilities in talks give" 
by Alex A. Dewar, president Los At 
geles association; J. H. Cowles, pres 
dent state association, and Kellogg Va" 
Winkle, president National C. L. U 
chapter. 7” 

The second part is devoted to a serié 
of instructive sales talks and on this tp 
the speakers were: Louis A. Arzt, & 
sistant manager Paschall-Gist, genera 
agents, Pacific Mutual Life, on Sales 
Dynamics for 1938”; Ron Stever, Equ 
table of New York, member of Million 
Dollar Round Table, on “Prospecting; 
given at the National convention, in 
Denver last year; Harry B. Keeling, 


“cc ”, hn W. 
Dead Men Do Tell Tales”; ar at 


tional members of the 
body accompanied the caravan 
trek, all men quite prominent in 
surance circles. 
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Makes Strong Plea for 
Aroused Public Opinion 





President Gooderham of the 
Manufacturers Life Discusses 
Problems in Annual Report 





TORONTO—A strong plea for an 
awakened public opinion on the question 
of government taxation of the premium 
income of life companies was made by 
\, R. Gooderham in his presidential ad- 
dress to the annual meeting of the Manu- 
facturers Life. “This practice contin- 
yes with our various governments,” he 
said, “and will continue until such time 





M. R. GOODERHAM 


» as an overburdened public is awake to 


the situation and makes a vigorous politi- 
cal protest.” 

“It is just possible,” he said, “that the 
high degree of success of the life insur- 
ance enterprise has produced some of its 
problems. Without hesitation, men en- 
trust their savings to the insurance com- 
pany and then sit back confident that 
their affairs are in the hands of a great 
rich corporation by which they will be 
completely safeguarded. The financial 
side of the life company is misconceived. 
It is true the company may have the 
semblance of a rich corporation because 
it has in charge a great aggregation of 
funds. But these funds are held and 
managed for the policyholders and their 
beneficiaries. It is impossible for each 
policyholder’s share to be segregated, 
and so the company, as such, holds title 
to the total of assets in its hands. 


Speaks of Investments 


“These accumulations of capital attract 
the attention of the various taxing au- 
thorities seeking necessary funds for the 
upkeep of government, federal, state, pro- 
visional and municipal. In Canada and 
elsewhere percentage levies on premiums 
arecommon. The policyholder takes but 
little interest in this matter as he with 
the public generally, is apt to consider 
that the company pays the tax, not real- 
ling that he himself carries the burden, 
or the money of the company is none 
other than that furnished by himself and 
other policyholders. 

‘he care of the total fund in hand is 
4 primary responsibility of the company. 
one first law of investment of these 
ag is the conservation of principal. 
‘he controlling legislation wisely limits 
€ * oy bern investments to certain 
hs ed categories, but within these limi- 
hice it is essential that discriminating 
cpa be made and unrelaxing super- 
cial m exercised. Such supervision is spe- 
ey, onerous under the rapidly chang- 
> ra conditions of the past few 
Saas only by constant care can a 
uccessful result be reached. 

oday the obtaining of suitable in- 
ment is a major problem but it must 
Prosecuted assiduously for no com- 


vest 
e 





promise in regard to standards of safety 
can be entertained. The preservation of 
the invested funds of the life companies 
is of tremendous significance in the 
world. For example, in Canada approxi- 
mately 3,500,000, or about one-third of 
our total population, are insured for 6% 
billions of dollars, and the present an- 
nual payment of life insurance premiums 
in Canada amounts to upwards of $200,- 
000,000.” 


Hold Rally in Kansas City 


Massachusetts Mutual Officials Speak 
on Coordination and Motivation for 
1938 








More than 75 top agents and general 
agents of the Massachusetts Mutual 
Life met in Kansas City. to discuss co- 
ordination and motivation as_ sales 
themes for 1938. From the home office 
were B. J. Perry, president; C. O. 
Fischer, vice-president; W. M. Benton, 
agency secretary, and Arthur Lynn, as- 
sistant director of agencies. 

Scott Smith, St. Louis; George Schu- 
macher, Cleveland; R. W. Dozier, Okla- 
homa City, and J. D. Finlayson, Tulsa, 
discussed practical aspects of selling. 

The way to sell is to buy, suggested 
Mr. Smith. “Would you buy the plan 





you are recommending?” He analyzed 
his basic selling plan, which is: average 
size policy, times percentage of close, 
times number of interviews, equals paid 
volume. 


Programming Questions 


Mr. Schumacher gave a list of ques- 
tions he asks prospects to lead up to 
programming. Among these are: Where 
all your life insurance policies are? 
Where you last receipts are? If the 
benefits are arranged as you want them? 
If you have any dividends credited to 
your policies? How you happened to 
buy just the amount of insurance that 
you now have? How much insurance 
will be paid to your estate? How much 
insurance will be paid your wife in a 
lump sum? What amount of monthly 
income your family will need if you are 
called away for a long trip—where you 
will not return? If your life insurance 
is arranged so that the necessary income 
will be produced by the insurance you 
now have? If your insurance is arranged 
on monthly income so that the income 
will be continuous during the entire life- 
time of your dependent or dependents? 
How much you pay per month for your 
insurance? What your insurance will 
give you in income when you want to 
retire? 

If used regularly, the audit system of 





selling life insurance is almost a sure 
guarantee against competition on future 
sales, according to R. W. Dozier. “The 
method gets business men working for 
you, the agent,” he said. 





Provident L. & A. Promotions 


WINSTON-SALEM, N. C.—H. B. 
Elliott, general agent Provident Life & 
Accident, announced that three members 
of the agency have received promotions. 
James M. Clark has been made district 
manager of the Mt. Airy district. H. 
C. Gwaltney has already moved to 
Thomasville, as district manager. H. S. 
Davidson had been made district man- 
ager for Forsyth county and will re- 
main in Winston-Salem office as assist- 
ant to Mr. Elliott, who has charge of 
several counties in this part of the state. 





Publish New Agents’ Paper 


A, six-page monthly newspaper for 
agents titled “Home Made News” has 
been published by the Home Life of 
New York. This is in addition to the 
newspaper of the same title directed to 
policyholders, which appeared in No- 
vember. The plan is to provide depart- 
ments as in a daily newspaper, and to 
print material of especial interest to “ca- 
reer” agents. 














the years. 
progress. 


in 1937. 


INCREASE OF INSURANCE IN FORCE IN 1937 
Making TOTAL INSURANCE IN FORCE (Paid basis) 
ASSETS INCREASED in 1937 
Making TOTAL ASSETS 
PAID TO POLICYHOLDERS and BENEFICIARIES in 1937 


TOTAL PAID TO POLICYHOLDERS and BENEFICIARIES SINCE 
ORGANIZATION 


MORTALITY CONTINUED VERY FAVORABLE 
Only 43.6% of the Expected. 


INTEREST YIELD ON ADMITTED ASSETS in 1937 
LAPSE RATIO—while always low, was at a new “low” point 


| SURPLUS—LARGEST IN COMPANY’S HISTORY 


1937 ANOTHER SPLENDID YEAR 
FOR INDIANAPOLIS LIFE MEN 


For a THIRD OF A CENTURY, the Indianapolis Life Insurance Company has 
been forging ahead—building solidly, conservatively. “QUALITY, SERVICE 
and SAFETY FIRST” has been the guiding principle of the Company through 
1937 adds another splendid chapter to the Company's book of 


SIGNIFICANT FACTS 


eae $ 5,310,661.00 


106,077,790.00 
1,757,918.03 ; 
20,407,405.25 
1,429,622.98 


19,038,940.66 


4.0% 


1,315,107.00 








A REMARKABLE EIGHT YEAR RECORD 














From December 31, 1929 through 1937, 
ASSETS INCREASED 
SURPLUS INCREASED 


In addition to the above gains the Company paid $12,743,767.56 to policy- 
holders and beneficiaries during these years. 
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John Hancock Coordinates 
Advertising and Selling 





The John Hancock Mutual Life has 
issued the first of its new selling kits, 
designed with the idea of coordinating 
the company’s national advertising and 
its selling formula. 

The kit currently in use is an attract- 
ive folder, printed in blue and silver and 
entitled, “Six Simple Steps to Selling 
Readjustment Plans.” It ties in with 
the company’s March and April adver- 
tising in seven publications of national 
circulation, stressing the readjustment 
feature of life insurance. 

The folder which carries the agent 
through the six logical steps to the sale 
contains the advertisement of the plan, 
a booklet thoroughly descriptive of it, 
attractive folders, a sales talk which has 
been thoroughly tested in the field dur- 
ing the past year and found effective, 
and a slide-rule device which helps both 





agent and prospect to more definitely 
visualize the readjustment fund need 
and the life insurance solution. 
“Advertising can provide valuable mo- 
tivation for the agent,” said Vice-presi- 
dent C. J. Diman, “in addition to its 
principal function of motivating the 
prospect. It has a sales-stimulating ef- 
fect on the agent who reads it over the 
prospect’s shoulder, and our 1938 plans 
call for a development of this advantage 
to the point where the advertisement 
becomes an actual tool in the writing 
agent’s kit. We are preparing several 
advertisements, each concentrating on a 
vital need served by life insurance, and 
we expect our 1938 plan to give them 
a definite plus value by providing extra 
motivation to our agency forces.” 





John L. Shuff, general agent and di- 
rector of the Union Central Life, Cin- 
cinnati, and Mrs. Shuff were dinner 
guests of the President and Mrs. Roose- 
velt at the White House. 








Connecticut General 


Life Insurance Company 
Hartford, Conn. 


SEVENTY-THIRD ANNUAL REPORT 


In all departments of its business the Connecticut General Life 
Insurance Company during 1937 again made substantial gains over 
the previous year. Not only new business but also renewals of insur- 
ance already in force were most satisfactory. 


Total income, premium income, assets, new business and insurance 


in force all reached higher figures. 


New life insurance paid for increased 24% over the preceding 
year and amounted to $205,206,160. Life insurance in force increased 
more than $70,000,000 and at the end of the year totaled $1,127,366,929. 


All lines of group insurance made excellent progress, life insurance 
(wholesale for small concerns), accident and sickness insurance and 
retirement annuities. Group life insurance in force increased 14.6%. 


Premiums for accident and health insurance increased 19% over 
the previous year to a total of $2,460,634 and the number of new 


policies issued increased 26%. 


Total life insurance premiums increased by 13.9% to a total of 


$38,194,164. 


Total income increased 6.7% to $54,053,783 in 1937. 
Assets increased 9% during the year and as of December 31st 


totaled $227,284,676. 


Excess security to policyholders increased to. $9,210,523. 


Payments to policyholders and their beneficiaries during the year 


amounted to $21,546,858. Since organization the Company has paid 
to policyholders ‘and beneficiaries $284,571,128. > z 





It isa source of satisfaction 
to the Company that there was 
an increase of 31%inthenumber 
of agents listed on the Honor 
Roll for production as this in- 
dicates further progress in fur- 
nishing intelligent and con- 
structive service to the buying 
public. 

We enter our 74th year 
well organized to serve a public 
more informed, more discrim- 
inating and more inclined than 
ever before to base plans for 
future security on life insur- 
ance. 














1937 RECORD 
Assets $227,284,676 
Reserves and other liabilities 
including contingency fund 
$1,600,000 218,074,153 * 
Excess security to policyholders 9,210,523 
Life insurance premium income 38,194,164 
Accident insurance premium in- 
2,460,634 
Total income 54,053,783 
New paid life insurance 205,206,160 
Gain over previous year 24% 
Life insurance in force 
December 31 1,127,366,929 
Payments to policyholders and 
t ficiari 
Year 1937 21,546,858 
Since organization 284,571,128 














H. C. Lippincott, Famous as 
Agency Leader, Dies at 94 





Picturesque and Popular Leader 
Began Life Insurance Career in 
1875 





Henry Clay Lippincott, former man- 
ager of agencies of the Penn Mutual 
Life, died last Sunday at his home in 
Woodstown, N. J., at the age of 94. He 
was born in Philadelphia in 1844, three 
years before the organization of the 
Penn Mutual, which he joined in 1875 
and served for almost half a century 
during its years of agency expansion 
into 46 states. He had retired in 1923, 
the dean of life insurance in America. 

One of the most picturesque figures 
in the business, he was well known as an 
insurance writer and as a silver-tongued 
orator. One of his booklets, “The How 
and Why of Life Insurance,” was long 
used by schools as a textbook and 
reached a circulation of over a million 
copies. He was one of the organizers 
of the Philadelphia and National Asso- 
ciations of Life Underwriters, and was 
one of the early presidents of the Phila- 
delphia Association. 


Worked with Mark Twain 


Mr. Lippincott was educated in the 
Philadelphia public schools. He studied 
law under the celebrated Judge Fred- 
erick Carroll Brewster, and was admit- 
ted to the bar of Pennsylvania. His 
first assignment was to study the pos- 
sibilities as to the newly opened oil 
fields in western Pennsylvania around 
Tionesta, Oil City, Tidioute, Warren 
and Meadville. 

Mr. Lippincott practiced law in Phila- 
delphia for seven years and wrote dra- 
matic reviews and editorials for Phila- 
delphia and New York newspapers, 
working in New York with Mark Twain 
and in Philadelphia with Frank R. 
Stockton, both of whom became famous 
authors. Then he went to Denver as a 
newspaper writer for the “Rocky Moun- 
tain News” during the great silver days. 
He returned to Philadelphia to enter his 
father’s auctioneering business, where 
one of the clerks was John Wanamaker. 


Joined Penn in 1875 


H.C.L., as he was called, went to 
the Penn Mutual- in 1875 as assistant 
to Vice-President Horatio S. Stephens 
and in 1890 was made manager of agen- 
cies. During his officership up to 1923 
the company grew and spread its activ- 
ities and Mr. Lippincott’s giant figure 
and great beard: became known far and 
wide, and he was a familiar speaker on 
the platform as an orator. He was 
also well known as a speaker on social 
and economic subjects, particularly sin- 
gle tax. He was a well known member 


| of the Society of Friends. 


Mr. Lippincott’ claimed to own the 
first automobile in Philadelphia, and he 
was still driving a fast car at the age 
of 90. He lived quietly in Woodstown 
during the last 20 years of his life. 





Discuss Recruiting and 
Training at Boston Meet 





A two-day. regional meeting of John 
Hancock general agents and _ super- 
visors, devoted to a discussion of re- 
cruiting and training, will be held in 
Boston this week, preceding the com- 
pany’s annual policyholders’ meeting . 
Paul F. Clark, general agent at Bos- 
ton and president of the John Hancock 
General Agents Association, will act as 
chairman of the meeting and J. Harry 
Wood, manager of the General Agents 
Association, will give an address on the 
selection of agents. 

The session on recruiting will be ad- 
dressed by John H. Jamison of the Life 
Insurance Sales Research Bureau; Guy 
L. Foster, general agent at Manchester; 
Corinne V. Loomis, manager of the 





women’s division of the Paul Clark 


agency; and William M. Houze, gep. 
eral agent at Chicago. 

Training will be discussed by Hans 0) 
Clasen of the company’s agency depart. 
ment; Paul H. Conway, associate gep. 
eral agent at Albany; William B. Acker. 
man, general agent at Cincinnati, anq 
Arthur H. Dalzell, who is in charge og 
training at the Boston general agency, 





Record Total in Force For 
New England Mutual Life 


The New England Mutual Life rf. 
ports new insurance $156,642,000, anj 
insurance in force $1,471,806,000, a rec. 
ord total. There is an increase of $9. 
671,000 in assets, which are now $4(9. 
321,000. Premiums amounted to $56. 
929,000, an increase of over $500,000, 
Payments to policyholders were $35,273. 
000, which is $516,000 greater than jy 
1936. Bonds total $225,912,000, while 
preferred and guaranteed stocks consti. 
tute 1.2 percent and common stocks 15 
percent of the assets. Real estate, not 
including home office property of 9. 
997,000, amounted to $27,356,000 or 638 
percent of total assets. The increase 
during 1937 was one-third less than in 
1936, and all overdue interest on mort. 
gages foreclosed was charged off. There 
has been a pronounced improvement in 
rental revenue, and net earnings were 
almost three times those of 1936. Su- 
plus and contingency funds amounted 
to $15,295,000. 





Upturn in Policy Loans 


The demand for policy loans was nor. 
mal during the year, except for a sharp 
upturn in October, immediately follow. 
ing the drop in stock market quotations, 
From the earnings of the year of $10; 
996,000, the directors. voted $10;150,000 
for dividend distribution during 1938 
This will continue for premium-paying 
policies the scale of dividends adopted 
two years ago, and compares with $9, 
500,000 voted for 1937. <A point was 
made of the fact that the expense of 
conducting the business, excluding in- 
vestment expense, was the lowest in pro- 
portion to insurance in force since 1933, 
Last year the company experienced the 
favorable mortality rate of 55 percent 
as compared with an average of 58 per- 
cent the preceding five years. 

President Smith called attention to 
the increased purchases of life insurance 
by women.: In the past year 18 percent 
of the new policies were on their lives. 
There is also a marked trend toward 
the use of income. settlements rather 
than lump settlements. Incomes weft 
designated ‘in one-quarter of the new 
policies, while another quarter provided 
by their original terms for monthly i- 
comes. This. latter . group ~ assures 
monthly payments aggregating $372,800. 

A particularly optiniistic mote was 
the announcement by President Smith 
that negotiations had been completed 
for the purchase of a new site “for @ 
home office building near Copley Square, 
Boston. On this site the company W! 
erect a modern, efficiently arranged am 
dignified home.” The well-known pre 
ent office on Milk street, with its grace 
ful. clock-tower, was. built in 1875 and 
is now filled to capacity. 





Franklin Mann, Veteran 
Omaha Operator, to Retire 


That Franklin. Mann, veteran general 
agent in Omaha for Northwestern Mu- 
tual Life, will retire April 30 was 4” 
nounced at a meeting of the Nebraska 
state agency in Omaha. t 

The company has no announceme? 
yet on plans for a successor. Mr. Mant 
who is 69, first became associated wt 
Northwestern Mutual in the Chicas? 
general agency in 1896. 


Mr. Mann and Marian Polian, eee 
retary, will be married Feb. 12. a 
Polian has been employed by the © 











pany several years. 
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Life Companies Announce 
Sales Leaders for 1937 
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To give the leaders of | the various 

companies their due recognition, THE Na- 

TIONAL UNDERWRITER is publishing the Te- 

ports of a number of companies showing 

the leaders in personal production, the 

Fagencies with the largest volume and 

e re Mf the leading states. This data will be 

, and J published in several installments as re- 

A Tec. J ports are received from the companies. 

26. 
Bs AETNA LIFE 
$56, & pRODUCERS: (1) H. H. Arbury, Detroit; 


0,000. B (2) J. S. Maryman, Little Rock; (3) M.A. 


273. | Lowenberg, New York City; (4) J. W. 
an in | Heisse, Baltimore; (5) L. B. Huston, 
while JE. Philadelphia; (6) J. T. McCance, Hart- 

. © ford; (7) L. BE. Harris, Washington; (8) 
onst- FB + R Nixon, New Orleans; (9) L. J. Gor- 
16 BH gon, New Orleans; (10) W. W. Luman, 


! " New York City. AGENCIES: (1) Luther- 
$2. Keffer Agcy., New York City; (2) R. S. 


r 68 Edwards, Chicago; (3) G. H. Campbell, 
rease # Little Rock; (4) W. M. Hammond, Los 
in in — Angeles; (5) W. R. Harper, Philadelphia; 


- (6) H. K. Schoch, Detroit; (7) A. E. 
> Mielenz, Milwaukee; (8) P. D. Sleeper, 
" Washington; (9) F. Crook Whatley, San 
" Francisco; (10) A. G. Derr,, Newark. 
F) STATES: (1) N. Y., (2) Penn., (3) Cal., 
(4) IIL, (5) Tex., (6) Mich., (7) Ohio, (8) 
N. J., (9) Minn., (10) Mass. 


_ BANKERS LIFE, NEB. 


PRODUCERS: (1) J. H. Brown, Steu- 
benville, O., $360,016; (2) E. F. Goodrich, 


| Topeka, $359,079; (3) G. F. Garrison. 
| Salina, Kan., $349,330. AGENCIES: (1) 
- E. F. Goodrich, Topeka, $1,161,435; (2) 


"Vv. A. Marshall, Fairbury, Neb., $1,041,- 
| 226; (3) H. O. Johnson, Hastings, Neb., 
> $972,897. STATES: (1) Neb.. $5,466,436; 
> (2) Kan., $2,012,889; (3) Ia., $1,773,129. 


BANKERS NATIONAL LIFE 


PRODUCERS: (1) Harry J. Baker, 
~ Boston, $1,027,000; (2) Mariano R. Pes- 
- quera, San Juan, P. R., $451,000; (3) Irv- 
ing Victoroff, Jersey City, N. J., $356,000. 
| AGENCIES: (1) Abraham Goldstein, 
| Hartford; (2) H. J. Baker, Boston; (3) 
I. Victoroff, Jersey City, N. J. STATES: 
m (1) Penn.; (2) N. J.; (3) Conn. 


BOSTON MUTUAL 


PRODUCERS (Ordinary paid for): (1) 
_ M. Green, Cambridge; (2) R. Andreozzi, 
Providence; (3) A. Leco, Providence; (4). 
| W. Walsh, Portland; (5) F. DeFrancesco, 
' Woonsocket; (6) D. Roach, Springfield; 
» (7) J. White, Boston; (8) J. Vicario, Wor- 
> cester; (9) W. Hunt, Pittsfield; (10) M. 
' Coyne, Dorchester. AGENCIES (Com- 
bined increase, average per man): (1) 
A. H, McLellan, Quincy; (2) C. W. Bur- 
| land, Chelsea; (3) J. White, Boston; (4) 
_ T. Burgess, Dorchester; (5) E. E. Mackay, 
_ Cambridge; (6) R. L. Brodeur, Provi- 
' dence; (7) T. J. McAndrew, Taunton; (8) 
_ G. M. Doucette, Portland; (9) M. R. Tap- 
- bin, Pittsfield; (10) J. J. Quinn, Salem. 


|| BUSINESS MEN’S ASSURANCE 


- _ PRODUCERS: (1) R. E. Sanders, San 
) Diego, 4,809 Pts.*; (2) T. B. Isaacson, Salt 
Lake City, 4,335 Pts.; (3) Saul Ehrlich, 
Denver, 1,783 Pts.; (4) Carrie Summers, 
| > Houston, 1,566 Pts.; (5) W. B. Huie, Flag- 
nd fF Staff, Ariz, 1,505 Pts.; (6) L. B. Isaacson, 





es. ie pases, Utah, 1,457 Pts.; (7) J. I. May, 
ce- fee gcsy Layne, Ky., 1,413 Pts.; (8) A. H. 
i y ewarts, Los Angeles, 1,358 Pts.; (9) B. 

' \. Wyngarden, Los Angeles, 1,346 Pts.: 


Ie ~ L. G. Nokleby, Boise, Idaho, 1,325 

vik STATES: (1) Cal., 28,374 Pts.; (2) 
w - 15,009 Pts.; (3) Texas, 13,578 Pts.; 
6) ra 12,803 Pts.; (5) Ky., 10,457 Pts.; 
(8) an., 8,176 Pts.; (7) Ohio, 8,093 Pts.; 
5) Wash., 5,834 Pts.; (9) Ind., 5,785 Pts.; 
(10) IIL, 5,567. Pts, 


Rag Sons 





wae point represents seven dollars 
Jn 00) paid premiums. 
u | CALIFORNIA-WESTERN STATES LIFE 
” B PRODUCERS: (1) Grant Taggart, Cow- 


ka Be ley, Wyo, $616 932; (2) G. G. Youn 
, ,932; . G. g, 
Alturas, Cal., $267,750; (3) H. O. Clay- 






ot cme Antonio, Tex., $256,594... AGEN- 

f, Sittuinento. pe Angeles, $3,160,367; (2) 

; Sacramento, $2,553,989. yd Pages: Mem Bi 

CAPITOL LIFE 

s PROD 

¢ UCERS: (1) Sol Zuckerman 

ss PF) jhevenne, $230,000; (2) John F. Rein. 

ie ransi; Denver, $187,250; (3) Albert Mar- 
no, Denver, $170,380. AGENCIES: 





{) Oklahoma, Okla, City, Okla., $1,805,- 














222; (2) Home office, Denver, $1,255,121; 
(3) W. <A. Diffey, Dallas, $537,337. 
STATES: (1) Colo., (2) Okla., (3) Texas. 


COLORADO LIFE 


PRODUCERS: (1) T. T. Fisher, Den- 
ver; (2) Ury McKenzie, Knoxville, 
Tenn.; (3) R. A. Smith, Spokane; (4) L. 
I. Conklin, Lamar, Colo.; (5) J. A. M. 
Robb, So. Pasadena, Calif. AGENCIES: 
(1) R. W. Baer, Los Angeles, $920,650; 
(2) H. D. Green, Spokane, Wash., $825,- 
000; (3) R. W. Burchett, Portland, Ore., 
$611,867. STATES: (1) Colo., $2,181,102; 
(2) Cal., $1,151,559; (3) Tex., $1,063,449. 


CAROLINA LIFE, §S. C. 


PRODUCERS: (1) W. M. Franklin, Co- 
lumbia, S. C., $42,500; (2) S. B. Amick, 
Columbia, $32,000; (3) S. A. Stephens, 
Anderson, $29,000; (4) J. M. Buddin, Flor- 
ence, $20,500; (5) E. L. Pannal, Charles- 
ton, $18,500; (6) W. A. King, Allendale, 
$18,000; (7) C. S. Fox, Greenville, $17,000; 
(8) B. O. Nix, Atlanta, Ga., $15,750; (9) 
C. H. Hollis, Anderson, $15,500; (10) C. 
R. Wise, Columbia, $14,500. AGENCIES: 
(1) J. W. Wilkinson, Columbia, $168,500; 
(2) E. B. Smith, Greenville, $164,500; (3) 





Roy Dalton, Anderson, $87,500; (4) J. W. 
Baxley, Augusta, Ga., $79,500; (5) W. B. 
Bruce, Florence, $79,500; (6) E. L. Pan- 
nal, Charleston, $70,500 ; (7) C. R. Christian, 
Atlanta, Ga., $57,000; (8) D. H. Johnson, 
Rock Hill, $52,500; (9). R. L. Smith, Jack- 
sonville, Fla., $47,000; (10) E. A. Riley, 
Spartanburg, $45,000. STATES: (1) S. C., 
$796,000; (2) Ga., $181,500; (3) Fla., 
$84,000. 


COMMONWEALTH LIFE 


PRODUCERS: (1) H. T. Weinstein, 
Youngstown, O., $323,817; (2) Glen H. 
Alexander, Lima, O., $295,599; (3) F. W. 
Felkel, Anderson, S. C., $290,000. AGEN- 
CIES: (1) Marcel Dreyfus, Youngstown, 
O., $1,272,303; (2) Glen H. Alexander, 
Lima, O., $1,025,490; (3) W. R. Davis, 
Louisville, Ky., $602,000. STATES: (1) 
Ky., (2) Ohio, (3) Tenn. 


CONFEDERATION LIFE ASSN. 


PRODUCERS: (1) P. R. Meredith, 
Toronto; (2) G. W. Howling, London, 
England; (3) M. B. Tribe, London, Eng- 
land; (4) C. D. Hill, Vancouver; (5) A. 
Burrell, Toronto; (6) D. Creighton-Bal- 
four, Carshalton, Surrey, England; (7) 
L. L. Thirston, Bronte, Ontario; (8) Wm. 
H. Mountcastle, Honolulu, Hawaii; (9) 
S. V. L. Harford, London, England; (10) 
C.. W. Coombs, Hamilton, Ontario. 
AGENCIES: (1) Havana, Cuba; (2) B.C. 
Mainland, Vancouver; (3) Toronto-City 
& Suburban, Toronto; (4) London-City 
& Law Courts, London, England; (5) 
Shanghai, China; (6) Montreal-St. James, 
Montreal; (7) Eastern Quebec, Quebec; 





(8) Manitoba, Winnipeg; (9) Montreal- 
St. Catherine, Montreal; (10) New Bruns- 
wick, Fredericton, N. B. 


CONNECTICUT MUTUAL LIFE 


PRODUCERS: (1) G: J. Gold, Newark; 
(2) P. C. Sanborn, Boston; (3) M. A. 
Schwartz, New York; (4) Louis Marko- 
witz, New York; (5) Clyde Warfield, Dal- 
las; (6) L. J. Fink, New York; (7) W. 
N. Watson, Boston; (8) Milton Blum- 
berg, New York; (9) Max Slater, Bos- 
ton; (10) W. W. Williamson, Chicago. 
AGENCIES: (1) J. M. Fraser, New York; 
(2) J. A. Ramsay, Newark; (3) P. C. San- 
born, Boston; (4) E. F. White, Dallas; 
(5) H. F. Gray, New York; (6) R. N. 
Waddell, Pittsburgh; (7) S. L. Morton, 
St. Louis; (8) H. C. White, Detroit; (9) H. 
C. Remien, Grand Rapids; (10) Caulkins, 
Rosenbaum & Caulkins, Cleveland. 
STATES: (1) N. Y., (2) Penn., (3) IIL, 
(4) Tex., (5) Ohio, (6) Mass., (7) Mich., 
(8) N. J., (9) Mo., (10) Cal. 


CONSERVATIVE LIFE 


PRODUCERS: (1) Martin Fleishaker, 
South Bend, $214,773; (2) P. M. Kas- 
zarda, Gary, $214,620; (3) W. L. Kelly, 
Flint, Mich., $201,521. AGENCIES: (1) 
W. C. Kuesener, South Bend, $399,668; 
(2) F. L. Myers, Gary, $379,430; (3) C. O. 
Green, Gary, $369,733. 


CONTINENTAL AMERICAN LIFE 


PRODUCERS: (1) M. J. Hancel, New 
York, $533,500; (2) M. J. Lauer, New 
York, $405,489; (3) Harry Greene, 


(CONTINUED ON PAGE 29) 





A STRONG AND SAFE COMPANY 


58th Financial Statement 


RESOURCES LIABILITIES 
Cou in Office and Banks. (3.5%) $ 1,452,797.98 Reserves on Policies .............. $34,664,279.91 
onds: 
U. S. Government... ... (5.4%) 2,195,446.66 Claims awaiting proof ............ 150,888.52 
State, Canadian and 
Municipal .......... (21.5%)  8,791,045.24 — Reserved for unreported claims... . 70,000.00 
ee (10.5%) 4,287,748.12 
Public Utilities .......... (19.1%) 7,830,974.46 — Reserved for Taxes payable in 1937. 220,000.00 
Industrial and Miscellaneous.(. .5%,) 214,784.23 
EE hintie sk cts + Annan (4.1%) 1,674,118.89 Dividends for Policyholders ....... 1 ,678,962.14 
Mortgage Loans: 
ae oa 6.7%)  2,732,668.12 —_ Interest paid in advance........... 134,623.06 
TNS 1.7%,) 676,895.38 
Lanes re thoding Hi . (15.7%)  6,432,669.64 ~— Premiums paid in advance, including 
eal Estate (Including Home Premium Deposi ipo atsw at | ’ 
Office Building) ....... (6.1%)  2,490,545.81 renieneaiieee aaa 
Real Estate Sold Under Additional Reserves .............. 2 : 
Cumitah........2.... (1.1%) 461,265.96 vacate —— 
Premiums (Net): Other liabilities ................. 29,605.61 
Outstanding or deferred, se- ati ac — 
cured by Policy Conti Sr ees 350,000. 
win tt lad a mai a, - ene 
Interest due and accrued and other SEE ey , ae 2,251 567.33 
admitted assets ........ ({ .9%) 384,209.97 _ 
REE nce ae -... .$40,926,189.24 tte a a eee ae $40,926,189.24 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


: SAINT PAUL, MINNESOTA 


aesola 
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That’s the result of efforts made in 1937 
by the 3,500 Shield Men of the Company 
who represent it in twenty one states, from 


the Atlantic to the Pacific. 


We are proud of them, of course. We have 
always endeavored to back them up with 
the sort of organization of which they, too, 
can be proud. But no words of ours could 
replace the satisfaction that is their own 
for a job well done, of value to themselves, 


their clients and their institution. 








The NATIONAL LIFE AND» 
ACCIDENT Insurance Co.,Inc. cma 


2X 
HOME OFFICE, ational Building, NASHVILLE, TENN. Weel 


; ident THE SHIELD 
C. A. CRAIG, Chairman of the Board, W.R. WILLS, President COMPANY 
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Important Report Given 




















G. W. ALLAN 


Important reports were made at the 
annual meeting of the Great-West Life 
of Winnipeg by President G. W. Allan 
and General Manager C. C. Ferguson. 
Its insurance in force is now almost 
$590,000,000. New business amounted to 
over $53,000,000. The assets increased 
$7,000,000 and now amount to $156,805,- 
466. The bonds and debentures consti- 
tute 49.4 percent, city mortgages and 
properties 17, farm mortgages and prop- 
erties 13.8, policy loans 16.6, cash 2. The 
average equity of policyholders is ap- 
proximately $600. 

City mortgages, the report shows, have 
stood up well. Manitoba farm loans 
have reflected a substantial improvement 











FERGUSON 


Cc. C. 


in agricultural conditions. Collections 
in Saskachewan has been poor because of 
crop failures. Although Alberta’s arti- 
trary legislative restrictions on collec 
tion activities were handicapped, pay- 
ments received from borrowers there 
have been reasonably good. Of the pay- 
ments made to policyholders $15,269,831, 
74 percent were received by living ones 

The surplus, contingency reserve and 
capital amount to $6,449,368. Its total 
receipts were $26,643,651 and the excess 
over disbursements was $7,380,052. This 
was the 46th annual report. There wasi 
$3,000,000 increase in new business ant 
$14,000,000 increase in its insurance i 
force. 








Women Elect Chairman 


Women’s Division of Chicago Asso- 
ciation Selects Mrs. Helen M. Thomas 
to Head Group 








Mrs. Helen M. Thomas of the Kemp 
Agency Equitable Society, was elected 
chairman of the women’s division of the 
Chicago Association of Life Underwrit- 
ers at a luncheon meeting. Outgoing 
chairman was Maud I. Dimock, Tracy 
Agency New York Life. Miss Vera 
Reynolds, educational director Conti- 
nental Assurance, headed the nominat- 
ing committee. 

Time control and efficient methods of 
prospecting were cited by members at 
a business meeting preceding the elec- 
tion. “Budgeting Time” was discussed 
by Lillian French Reid of the Hunt 
Agency New York Life, in which she 
stated that definite appointments with 
prospects give a sound means of con- 
serving time in the field. Greater use 
of the telephone was given as a quick, 
efficient method by which this could be 
accomplished. She said that 90 percent 
of her calls were by previous appoint- 
ment and 75 percent during evening 
hours. Evening calls were regarded as 
more effective as they caught the pros- 
pect at a time generally free from in- 
terruption. 


Statistical Data Cited 


Miss Lucy M. de Graff of the Sun 
Life, discussed “Down to Brass Tacks,” 
Very few women are employed after 55 
or 60, she said. Within this age limit. 
out of 100 women, approximately 58 will 
be married, 32 widows and 10 single. 
Of the 32 widows, 5 will live on their 
income, 16 will be supplementing their 
incomes by working, 11 will be depend- 
ent on children, relatives or charity. 
After age 60, fully 9 out of 10 are de- 
pendent on relatives and friends. “How 
many,” she said, “think they will not be 
in that dependent class? The average 
girl things she will not be living or if 





living, married. If married and her hus 
band is near 55 years old, there ar 
three chances out of five that he can 
support his wife, and at 65, only ont 
chance out of five.” Savings, she cor 
tinued, is a matter of character and not 
what 1s earned. 

Various cold canvass ideas were (is 
cussed by Garland Kahle, Kemp Agency, 
Equitable; Clo Rosenfels, Continenti 
Assurance and Vera A. Camp, Hobts 
Agency Equitable Society. Each cited 
her own most effective selling pt 
cedure with all agreeing that cold car 
vassing might become more of a waril, 
human procedure when _ approached 
properly and with a spirit of cheerful- 
ness, 


Reception of Essay Contest 


Miss Joy M. Luidens, executive sectt 
tary of the association, told of the tt 
ception an essay contest was recelvil 
in the Chicago high schools. The work 
meet.ng wiil be held in May at whit 
time members of the membership, pi 
gram and social committees will be a" 
nounced. 





New Columbia Mutual Head 


SIOUX CITY, IOWA — The 
of directors of the Columbia Mutu 
Life of this city has announced th 
resignation of E. B. Dopheide as pits 
dent and election of C. L. Stone ® 
Humphrey, Neb., former general cot 
sel. as president, to serve temporarily. 

Charges of irregularities in handlit 
company funds have recently been matt 
aga‘nst some of the officials of the co 
pany, resulting in at least one cas¢ . 
the filing of a criminal complaint. 


board 





Columbus Managers Meeting 


COLUMBUS, O—The Columb 
Life Managers & General Agents tl 
ciation held its monthly meeting «4 
day. Stanley Coffman, president, el 
on business conditions as they 4 
life insurance. 
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Number of Men Making Living 
Is True Agency Yardstick 





PITTSBURGH—A true measure of 
any life insurance agency is the number 
of men who are making a living and not 
the total volume being written or the 
total number of agents under contract, 
said William P. Worthington, superin- 
tendent of agencies of the Home Life 
of New York, before the Pittsburgh 
Supervisors Club. 

“We have been filibustering on re- 
cruiting for 19 years,” said Mr. Worth- 
ington. “As long as we permit men to 
hang on and starve, we can’t attract the 
right men into our business. 

“How can you hope to have a new 
man make a success if you surround him 
with failures? Are all the men in our 
agencies making a living? Unless the 
supervisor is convinced that the right 
man doing the right thing in the right 
way will make a good living, then the 
supervisor cannot do a good job of 
building an agency. If the supervisor or 
manager is looking only for the excep- 
tional man, he isn’t building an agency, 
he is waiting for one to happen. Unless 
the agent is balancing his budget he is 
on his way out. Only the date is un- 
known. 


Excuse for Vacant Desk 


“You can give a prospective agent a 
good excuse for a vacant desk, but you 
can’t give a successful man a good ex- 
cuse for the unsuccessful agents in your 
agency. 

“If every man in the life insurance 
business paid for $200,000 a year we 
would have plenty of people applying 
for contracts instead of being forced to 
inveigle men into the business with 
vague promises of a great future.” 

The trouble with most supervision, he 
stated, is that it is too casual. He sug- 
gested two ways to discuss properly the 





D. L. Myrick Leads 


the Louisiana Agents 





At a recent sales congress in New 
Orleans the leading producer for each 
company was honored. D. L. Myrick, 
representing the Great Southern Life, 
not only led his company in Louisiana, 
but led all life men in the state in the 
number of lives submitted. He placed 
282 contracts’ during 1937. 

Contracted in December, 1933, Mr. 
Myrick served two years’ apprenticeship 
as a part-time producer. Late in 1935, 
with the encouragement of his wife, he 
went on a full-time basis. ‘Mention is 
made of this circumstance because, even 
though he recognized the possibilities of 
life insurance as a career, he stoutly 
Maintains that his immediate success is 
due largely to Mrs. Myrick’s willingness 
to help him get started. 

On Jan. 1, 1936, he advised his home 
office he had set his quota for the year 
at $300,000. It seemed like an impos- 
sible task for a first year man. The rec- 
ord shows he came within $5,000 of sub- 
Pere his quota. The most remarkable 
fature of his first full time year, how- 
oe is that he delivered and paid for 
wy, Percent of his submitted business. 

at represents work, and plenty of it; 
oa -" means much more. It means he 
asta liked, that he knows life insur- 

ce, and that he fits the needs of his 
Prospects accurately and satisfactorily. 
in ek set his sights for $400,000 
oo As a matter of record the 282 
$556.03" wrote involved a volume of 
det - 7. All of this business was pro- 
fd in and around Lake Charles, 


Where Mr. Myrick resides. 
ie addition to his Louisiana laurels, 
~ 1: Myrick is a member of his com- 
top honor organization, the Presi- 
: Club, and now stands second in 
or volume for the current club 


Pany’s 
dent’s 
Paid- 
Year, 





agent’s shortcomings. One is by intelli- 
gent joint field work, and the second is 
by calling the agent into the supervisor’s 
office some morning for a demonstration 
of the interview he is planning to pre- 
sent to a prospect. 


Organized Plan Successful 


Mr. Worthington advised an organized 
selling plan in which only minor varia- 
tions are made from time to time as 
conditions warrant. The Home Life, he 
reported, has used a simple program 
method of selling, “Planned Estates,” 
for about five years, with gratifying re- 
sults in volume, average case size, and 
reduction of agent turnover. 

In discussion following Mr. Worthing- 
ton’s talk the idea was developed that 
the maximum number of men a super- 
visor could handle properly is nine. It 
was also asserted that a supervisor could 
not be responsible for much personal 
production and do his job in 45 or 50 
hours a week. 

The consensus of opinion expressed 





was that the supervisor should split com- 
missions only where it was necessary 
to cure a “leaner,” or where the talent 
of the supervisor was such as to develop 
a much larger case than the agent could 
get alone. The ideal situation, it was 
agreed, is where the supervisor’s salary 
adequately compensated him, thus mak- 
ing a split commission unnecessary. 





President Aleshire Honored 


Oscar E. Aleshire, national president 
of the Modern Woodmen of Rock 
Island, has been elected an honorary 
member of the Rock Island Fire & Cas- 
ualty Insurance Board. Mr. Aleshire is 
head of the Parker, Aleshire & Co. 
agency in Chicago and is a former presi- 
dent of the Chicago Board of Under- 
writers. 





Occidental Men Promoted 


LOS ANGELES — C. Greg Walsh., 
head of the policyholders’ service de- 
partment of the Occidental Life, and 
Arthur Ward, chief clerk in the agency 
department, have been elected assistant 
controllers of the company. 





A. H. Hopkins of San Antonio, gen- 
eral agent for the Mid-Continent Life of 
Oklahoma City in southwest Texas, died 





in a hospital at the age of 50. He suf- 
fered a gunshot wound several years 
ago. 





Give Business Insurance Play 


Business insurance will be depicted by 
the H. C. Hintzpeter agency of the Mu- 
tual Life of New York at its agency 
meeting next Monday. A play “The 
Vacant Desk,” written by E. H. Stef- 
felin and directed by E. D. Hintzpeter, 
will be put on by an office cast. The 
play shows a solicitation, approach and 
sale of business insurance, with the re- 
sults when a partner of a going concern 
dies and the business is enabled to con- 
tinue because of the insurance. 


N. Y. Housing Bill Passed 


The bill permitting life companies to 
invest in low cost housing developments, 
already approved by the New York sen- 
ate, has been passed by the assembly 
and is expected to be signed shortly by 
the governor. 








D. C. MacEwen, vice-president Pacific 
Mutual, in the agency department, 
underwent an appendectomy in Los An- 
geles Saturday. It was an emergency 
operation, but he reacted favorably. 





The 19388 Little Gem Life Chart will 
get you more sales this year. 








THE 


FRANKLIN LIFE 


INSURANCE COMPANY 
SPRINGFIELD, ILLINOIS 


During 1937 Franklin insurance in force was increased to $175,021,192.00. 


Payments to policyholders and beneficiaries during the year amounted to $3,006,542.74, and 
no death claims upon which proofs were completed remained unpaid. 


Assets were increased from $33,834,912.52 to $35,627,715.84, and an addition to Surplus 
raised Capital and Surplus to $1,277,561.90. 


ANNUAL STATEMENT JANUARY I, 1938 

















“ 
ASSETS LIABILITIES 
Cn oe AN Se eee ees $ 817,182.24 EERO CC EEE EE POTEET $33,504,564.00 
Bonds: Sinking Fund maintained according 
U. S. Government...... $2,959,998.65 Seiten on ae ee aad 
State 00... -scceeeeees 981,340.25 Death Claims Due and Unpaid....... NONE 
Municipal | PRO OO POETS 1,176,925.12 Claims Reported but Proofs not Com- 
Public Utility ......... 3,408,666.22 rs cs ke ue anGaaiiun deen 144,098.36 
Railroad .............. 918,163.72 Reserves for Claims Unreported...... 57,500.00 
pi | ee 660,915.67 Claims which may have been in- 
Federal Land Bank 76,022.74 10,182,032.37 a ee See 
Weegee SCOCME «os 5 ook Seca ccwcncces 156,900.00 Other Reserves and Special Funds.... 206,276.83 
First Mortgage Loans: Premiums and Interest Received in 
Se ee ee ere $5,408,074.64 DO ECE SS SEO Pree 222,402.13 
LOS Se are er ae 3,660,972.99 9,069,047.63 Reserve for Taxes Payable in 1938.... 188,311.34 
WONCGNLOGNE £00060. eae eee oat cass 6,971,903.88 Commissions, Medical and Other Ex- 
Real Estate (including Home Office).. 6,716,257.27 penses Due and Accrued........... 27,001.28 
Collateral’ Lets §. 2.0... cic ce hte cc's 66,200.00 ———— 
Accrued Interest and Rents.......... 604,871.20 Roca mnenttee so oe ee oe cee $34,350,153.94 
Premiums Due and Deferred......... 1,043,321.25 Came Oe Co 5 bikes chine ecees 1,277,561.90 
WEQMMEE o0o oo oe oe ue askwceat aces $35,627,715.84 OMNIS 6. PIS ERR $35,627,715.84 





Established 








Paid to Policyholders and Beneficiaries 
Since Organization $68.188.502.74 
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A 15% GAIN 


in new business in January over January, 1937, 
has sent 1938 off to a flying start for fieldmen of 


Northwestern National Life of Minneapolis. For six 


successive. months, NYNL’s new business has exceed- 


ed that of the same month of the preceding year. 


a $21,500 IN PRIZES e 


j were won by NYNL fieldmen in 1937 in the form of cash and 
gift conservation and production awards—over and above 
their regular commission earnings. How these prize win- 
nings count up over a period of years is shown by the totals 
below, won during the past decade by 10 representative men: 











Frank J. Seibel............................ $5,270 Ben Goldish —......................... $4,402 
Otto W. Veth 5,215 E. E. Moore............. os ‘ 

W. O. Westafer...........................- 5,094 Howard W. Yerxa.. 

E. C. Henkel eS Se .. 3,150 
B. E. Williams ............................ 4,810 R. J. Albacht 3,056 





NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD. pacsioent 


STRON G~> Minneapolis Minn. ~ LIBERAL 




















Life Company Is a Great 
Human Institution 
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from domestic duties and a chance to 
wear the new evening gown. 
Oe Sake 


Training Schools.—No salesman is 
hired by a Bankers Life agency man- 
ager without approval from the home 
office. A rating scale (similar to that 
of the Guardian Life—Sales Research 
Bureau of Hartford scale) is used to 
eliminate the unfit. In 1933 the com- 
pany made 516 full-time appointments; 
in 1937, 252—a decrease of about 50 per- 
cent. But in 1933 the percent of total 
volume of business paid for by new or- 
ganizations was 12 percent, whereas in 
1937 it was 15.3 percent—an increase of 
25 percent. 

The rating chart and the company 
school have reduced the agency force, 
have reduced the turn-over in agents 
during the first year, have increased the 
percentage of business from new sales- 
men. 


Question and Answer 
Correspondence Course 


Recruits are enrolled in a “Question 
and Answer” correspondence training 
course. Those who make a passing 
grade in that course, who do a certain 
amount of direct mail circularization and 
write a certain volume of business, qual- 
ify for a district school. That out of 
the way, men shoot for the advanced 
school held at the home office. In a six 
months’ period the men must get a pass- 
ing grade on the advanced training 
course, use and report on direct mail 
circularizing and pay for $60,000 of new 
‘business. 

Assistant Superintendent of Agencies 
Ben Williams is district schoolman. The 
schools were started in 1934 and to date 
there are 79 advanced school graduates. 
The turn-over is practically nothing, 
there having been nine cancellations or 
resignations and two deaths. Average 
production during the three months of 
district school qualification period has 
been $26,000; average production during 
advanced school qualification period, six 
months, has been $65,000. 


* * * 


Leadership.—In his book “The Art of 
Leadership,” Ordway Tead-says: “Or- 
ganizations, if they are not to rely solely 
upon fear or intimidation ... must have 
morale. Morale is that persuasive atti- 
tude (aroused and sustained by a good 
leader) of voluntary, enthusiastic and 
effective mobilization of a group’s ef- 
forts for the accomplishment of some 
purpose.” 

What is the objective toward which 
Gerard Nollen and his able lieutenants 
are pointing? One way to discover is 
to listen as they talk, in public and in 
private. Constantly you will hear “Can’t 
we do better?” Specifically they want 
a company with a tradition for fair and 
honest dealings, economical manage- 
ment, with the policyholder’s best in- 
terests as the supreme director. They 
seek lower distribution costs and to 
achieve that they seek fewer men and 
better men producing good business 
from good customers. The theme of 
President Nollen’s discussion is “Culti- 
vate the objective viewpoint ... be a 
good servant ... do an honest day’s 
work.” Says he: 


President Nollen Sums 
Up the Company’s Aims 


“We must produce and distribute a 
greatly increased volume of goods and 
services if we are to attain the American 
objective of full employment to all per- 
sons able to work and a reasonable 
standard of living as a universal reward 
for labor faithfully performed. Toward 
that end we strive with intelligent hu- 
mility. The business of life insurance is 
a major contributing factor to Ameri- 
can needs. The slogan of Bankers Life 
is ‘Onward March.’ ” 


Get results by reading The Heart De- 
eides by Bertram Brownold. $1.50. Order 
from The National Underwriter. 








Bank Insurance Guaranty 
Fund Called Preferential 


BOSTON —Commissioner DeCelles 
criticises preferential treatment ac. 
corded newer savings banks connected 
with savings bank life insurance system 
in Massachusetts in a 105 page joint re. 
port issued as an annual report to the 
legislature this week by Mr. De Celles 
and Banking Commissioner Husband, 

The report calls attention to a weak. 
ness in the statute with reference to the 
guaranty fund of these banks due to an 
amendment in 1935, which works “to 
the detriment of the guaranty of older 
banks where the amount of insurance ip 
force is much larger.” 

The general insurance guaranty fund, 
established by the state, is maintained 
as a safeguard for savings bank life 
policyholders, and, although it has never 
been called upon to make payments, Mr, 
DeCelles points out it has not been en- 
larged by contributions since 1921 when 
only four banks wrote life insurance, 
while 20 additional banks have since 
been authorized to write. 

The report recommends the statute 
be amended to require the resumption 
of contributions to the fund by the trus- 
tees at the recommendation of the com- 
missioner of insurance at a rate not ex- 
ceeding that provided for in section 18 
of chapter 178. 

“A requirement for the establishment 
of an insurance department in a new 
bank,” the report states, “is the setting 
up of a special insurance guaranty fund 
by a cash advance of $20,000 procured 
through the issue of certificates of in- 
debtedness of par value of $100 each to 
individuals (guarantors) ... 

“An alternative method of providing 
this special guaranty fund for the indi- 
vidual bank is the contractual obligation 
by the trustees of the general insurance 
guaranty fund to guarantee all the risks 
of such bank until it has a surplus of 
not less than $20,000. Three banks have 
been authorized to write. 

“Prior to 1935 when the law was 
amended the guaranty fund was guar- 
antor until such bank had a surplus of 
not less than $20,000 nor less than 10 
percent of the aggregate insurance re- 
serve. ‘Seventeen banks qualified under 
this former provision of section 19 in so 
far as the insurance guaranty fund was 
concerned. The qualification of having 
a surplus of not less than 10 percent of 
the aggregate insurance reserve would 
place the fund in the position of guar- 
antor for a very long period. 

“By placing the guarantees of new 
banks on the general insurance guat- 
anty fund the contracts entered into 
permit preferred rights to the fund on 
the part of newer banks to the detri- 
ment of the guaranty of older banks 
where the amount of insurance in force 
is much larger and many more policy- 
holders would be affected in case of 
necessity in using the fund.” 


Advisory Group Helpful 

The United Fidelity Life of Dallas 's 
keeping in close touch with agency prob- 
lems and the public’s reaction to life 
insurance through a group of agents 
who meet quarterly. This discussion 
group was formed several years ago t0 
consider problems of life insurance af 
ways and means of improving the serv- 
ice it renders. The group meets inde 
pendently of company officials who at 
tend the meetings only when invited. 

F Waggoner, vice-president an 
general manager, has encouraged the 
organization by paying transportation 
expenses. The company asks and 
ceives advice and suggestions from a 
agency group regarding problems. The 
agents feel it is an honor to comply 
and feel they are taking part in ee 
management. In _ recognition 0 ; 
group’s value, its chairman, G. B. Bagby; 
has been named to the company’s boat 
of directors. 


Leon Gilbert Simon of New Yor 
City addressed the Boston Life 1s 
ance Trust Council Monday evening 
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At Least 13 N. Y. 
Banks Want to Be 


Life Insurers 
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Massachusetts system was supple- 
mented by two savings banks men from 
that state, who talked in general terms 
on the value of the service to depositors 
and while describing it as a safe and 
sound experiment without giving any 
strong reasons why New York savings 
banks should: go into it. 

Deputy Superintendent Paul Taylor of 
the New York department said that the 
central corporation idea, which was dis- 
cussed widely at the meeting, would re- 
move the fundamental objection of the 
insurance department. 


Banks’ Actuary Lauds Agents 


G. B. Buck, consulting actuary re- 
tained by the New York Savings Bank 
Association to make an _ independent 
analysis, said that the savings bankers 
must realize that if they went into life 
insurance they would be in competi- 
tion with legal reserve companies and 
would not be adding to their popular- 
ity with life companies and their agency 
forces. He said that_he considered the 
plan financially safe, especially since if 
there should be any. losses the state 
would be behind the system. 

Mr. Buck pointed out that under the 
bill as drafted the state would be enter- 
ing the life insurance business and that 
if the experiment proved to be a failure 
it would be because of failure. of the 
servants of the state, since the ‘savings 
bank would simply be the state’s agents. 
Saying that people do not buy life in- 
surance voluntarily, Mr. Buck. paid trib- 
ute to the service rendered by life in- 
surance agents. 


Julian Myrick Heard 


J. S. Myrick, manager Mutual Life 
in New York City and past president 
of the state, local and national life un- 
derwriters associations, stated forcefully 
and cogently the position of the life in- 
surance agent in regard to savings bank 
life insurance. He said that agents are 
not opposed to the savings bank going 
into the life insurance business if they 
choose to do so but that he felt they 
should go into it on an equal basis with 
the companies. 

Mr. Myrick called attention to the il- 
lustrious record of legal reserve life in- 
surance and said he hoped that nothing 
would be done to diminish the value of 
life insurance in the eyes of the citizens 
of the state and the nation. Floyd 
DeGroat, general agent at Boston, Mu- 
tual Benefit Life, outlined some of the 
shortcomings of the Massachusetts plan 
as it has worked out in practice. M. G. 
Summers, general agent New England 


Mutual in Boston and president Massa- 


chusetts Life Underwriters Association, 
emphasized the unfairness. of competi- 
tion which has the prestige of the state 
behind it and pointed out that under the 
Proposed bill the state would be run- 
ning the life insurance business of the 
savings banks. ee 


Bill’s Author Speaks 


Senator David Livingston, who intro- 
duced the bill in the senate, ‘tried : to 
show that it would be equitable for sav- 
Ings banks to. compete with life com- 
Paniés on the ground that endowment 
Policies issued by life companies con- 
stitute a’ form of competition with sav- 
ie bank. He also intimated that the 
ue companies are insincere in failing to 
°ppose the savings bank bill. 

Bar A. Benson, president Dime Savings 
oo A oo where the. ag 
, spo : 

doubted est poke in opposition € 
fomings of industrial insurance would 
wi mitigated by savings bank life in- 
ga pointing out that the savings 
the S would not insure children and 
rtd could not take the ‘place of the 
trial oro rouse collectors of the indus- 
said companies, Nothing that had been 

_ Indicated that the Massachusetts 


§ 


any of the alleged short-. 





experiment had been very effective, he 
declared. Other representatives of life 
insurance besides Mr. i 
DeGroat, and Mr. Summers, were W. J. 
Cameron, vice-president and actuary of 
the Home Life of New York and R. B. 
Hull, general counsel National Associa- 
tion of Life Underwriters. 





Annual Figures of Companies 
Show Satisfactory Increase 





(CONTINUED FROM PAGE 3) 


gages $3,901,914, real estate $75,013, pol- 
icy loans $3,229,250, cash $153,781, capi- 
tal $500,000, contingency reserve $277,- 
519, net surplus $1,500,000. For each 
$100 of obligations it has $119.45 in re- 
sources. It has insurance in force $44,- 
156,964. 
* * * 
LINCOLN NATIONAL LIFE 


The Lincoln National Life has in 
force more than $953,000,000, gain $52,- 
000,000 or an average increase of 
$1,000,000 a week. Its new business was 
more than $152,000,000, increase 17.3 
percent. More than $11,800,000 was paid 
to policyholders, bringing the total 
amount to $149,000,000. Its income was 
more than $35,000,000 and the excess 
over disbursements $9,500,000. Its assets 


Myrick, Mr., 





are $139,346,396, of which $2,927,839 is 
cash, $44,899,097 stocks and bonds. It 
has $10,176,703 federal and Canadian gov- 
ernment bonds; $6,483,539 in other gov- 
ernment bonds; $10,521,276 railroad; 
$14,299,100 public utility; $1,451,006 in- 
dustrial-and other bonds; $1,756,386 in 
preferred stocks. Its mortgages are $33,- 
166,605, $29,555,163 being city and $3,- 
605,443 farm. Its policy loans are $22,- 
206,949. Its real estate is $13,253,972. 
Its home office property is carried at 
$2,198,212. Its trusteed assets for pol- 
icyholders of reinsured companies $11,- 
423,444, Its capital is $2,500,000, contin- 
gency reserve $1,071,930 and net surplus 
$3,500,000. 

 & + 
PAN-AMERICAN LIFE 


The Pan-American Life now has in- 
surance in force over $163,400,000, in- 
crease $7,400,000. Its assets are $34,- 
100,000, increase over $2,500,000. Its 
excess of income is $2,500,000. It paid 
policyholders last year $3,100,000. 

ee ee 
OREGON MUTUAL LIFE 


The annual report of the Oregon Mu- 
tual Life shows the establishment of new 
all-time high records both in assets and 
in’ the amount of insurance in force. 
The insurance in force total increased 
$3,966,104, reaching the new high level 





of $59,791,218. Assets now total $16,- 
299,588, gain $1,094,158, another new 
all-time high. Dividends will con- 
tinue through 1938 at the present 
level. The company earned 4.24 percent 
on its investments, after deducting all 
investment expenses. . The institution, 
after meeting every claim in full, was 
called upon to pay to beneficiaries only 
47.3 percent of the amount set aside in 
the mortality fund. Surplus to policy- 
holders was increased to $1,154,310. 


Twenty-six to Seek Big Fish 
Twenty-six agents of Ohio National 
Life have completed production require- 
ments qualifying them to attend the 
Quarter-Million Dollar Club stag fishing 
trip at Miami March 6-10. The Miami 
Biltmore Hotel will be the headquarters 
except for the three days which will be 
spent in deep-sea fishing, when the party 
will be headquartered at Key Largo 
Anglers’ Club. Special cars will take 
members from Cincinnati to Miami. 


New England Sales Congress 


BOSTON—The New England sales 
congress is to be held at the Statler Ho- 
tel, Boston, March 17. Fitzhugh Tray- 
lor, manager Equitable of New York is 
chairman of the arrangements commit- 
tee. 











Cash Loans on Company Policies 
Bonds (less than Market Value Dec. 31, 


1937) « 
U. S. G 





Cc 
131,262.57 


Federal Land Bank. 1,192,751.52 





Assets, December 31, 1937... ... .$40,577,474.08 


LIABILITIES 


Reserve (Full Net Level Premium) 
Death Claims Reported, Proofs Not Com- 


Total o wcccveveseees 


“eevee + -$40,577,474.08 
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Pink’s Industrial Insurance Observations 


THE annual report of the New York 
insurance department always contains some 
pertinent comment on the various classes 
of insurance by the superintendent. Super- 
intendent Pink this year makes observa- 
tions on industrial insurance, stating that 
a very important investigation has been 
made of this class by an accredited exam- 
iner of the department, Max S. WEIN- 
STEIN, who is under civil service. He 
made a special investigation and study of 
the industrial activities of the METROPOLI- 
TAN LIFE in connection with the regular 
examination now in progress, his conclu- 
sions being of great interest. 

Superintendent Prnx finds some fea- 
tures in industrial insurance that need to 
be modified but as a whole in view of its 
vast and tremendous operations and details, 
the special investigation brings out nothing 
of an ominous nature. The changes 


recommended deal largely with a system 
followed. Probably the outstanding recom- 
mendation is that too much business is 
written on the lives of very young chil- 
dren rather than on adults. That is, 
Superintendent Pinx' feels that after all 
insurance is primarily for the bread win- 
ner or that member of the family who is 
responsible for the maintenance of the fire- 
side. He calls attention to the criticism 
as to the cost of industrial insurance and 
yet owing to the fact that it is a retail 
business, that applicants are not examined, 
that premiums are collected weekly and 
that there is much detail in consequence, 
he evidently concludes that little can be 
found awry in this direction. In view of 
the cost price, however, there is not much 
encouragement to the trade union move- 
ment that has one of its objectives more 
income for the agents. 


Pushing the Tax Dagger Too Deeply 


ALL governments are seeking new re- 
sources for taxation. The cost of gov- 
ernment has risen mightily during 
recent years because those in power 
have extended their regulatory and ad- 
ministrative. functions. Therefore, all 
tax ‘levying bodies are endeavoring to 
tax new sources. They seek possible 
tax bases where there will be the least 
complaint. Insurance is always a target 
for taxation. It is made a special basis. 

The city of Philadelphia . therefore 
picked out mutual life companies, which 


caused much commotion, and, in fact, 
the city council passed such a _ tax 
amounting to four mills on assets and 
a 2 percent sales tax. The mayor 
vetoed the measure and it is hoped that 
the council will not try to pass it over 
his veto. The great Philadelphia mutual 
companies threatened to change their 
habitat outside the state and they were 
sincere in this statement. The members 
of the city council evidently did not 
measure the unfortunate effect of this 
tax on thrift. 


Agent’s Work Should Be Well Planned 


Any successful life insurance producer 
realizes that a hit and miss .or inchoate 
program of business getting is not satis- 
factory. Where there is persistent and 
continuous production there must be de- 
veloped a course that is systematic, in- 
telligently planned and which eliminates 
lost motion. There must be a careful 


choice of prospects and they must be cul- 
tivated intelligently and assiduously. 
These‘ definite prospect groups must be 
kept fresh and there must be enough ma- 
terial ahead to keep a man going right 
along. Back of every program well out- 
lined there should be determination and 
grit. 


Anniversaries Are Important Mile-Stones 


THERE have been from time to time 
rather cynical observations made on com- 
pany and agency anniversaries or the 
anniversary of some insurance official or 
production man. As a matter of fact these 
events are very interesting and serve to 
record milestones of progress. As the 
country grows older and insurance becomes 
a greater and greater force in every com- 
munity, it is not unnatural to observe these 
anniversary posts because they do chronicle 
important events. 

We are inclined to take business life in 


a business way and yet there is much sen- 
timent in it and especially in insurance. 
When we find an agency or a company 
that has been in business for 25, 35, 50 or 
75 years or even more it is well to pause 
and pay tribute to a man or an institution 
that has weathered the gales, has overcome 
cbstacles and become planted solidly in the 
rock foundation of business. Age does not 
necessarily mean strength. A man or an 
institution may become so self-complacent 
and satisfied that it allows itself to decay. 
However, age coupled with progressive 


ideas, aggressive management and determi- 
nation means much. A community is inter- 
ested in the length of time a company has 
been in business. It is equally interested 
in the span of years covered by an agency. 

These anniversaries should be com- 
memorated in seeming fashion and proper 
felicitations should be given. There may 


be more or less commercialization of the 
event in the effort to stimulate business 
That is not out of order. People on birth. 
day anniversaries receive gifts. Why 
should not an insurance company or ap 
agency receive gifts on an important anpj. 
versary? It is a real accomplishment to 
survive for many years. 








PERSONAL SIDE OF BUSINESS 





Dr. Arthur B. Bisbee, director of the 
National Life of Vermont and formerly 
for 46 years medical director, died at 
his home as the result of a cerebral 
hemorrhage. Two years ago Dr. Bisbee 
suffered a similar attack, so serious that 
his life was despaired of for a time, but 
he rallied and had lived during the past 
two years quietly at his home, sur- 
rounded by his beloved books and flow- 
ers and visited by his most intimate 
friends. Had the doctor lived until 
_— 22, he would have been 80 years 
old. 


L. M. Cathles of New York City, 
president of the North American Rein- 
surance, is on a month’s trip to the Pa- 
cific Coast. 


A. B. Schuman, Bloomfield, N. J., has 
been awarded a silver cup as leader in 
production among all of the agents of 
the Security Mutual of New York in 
1937. 











H. W. Jones, assistant mathematician 
at the home office of the Mutual Benefit 
Life, has rounded out 15 years of con- 
tinuous service with the company. 





E. B. Harris, superintendent of Dis- 
trict No. 2 of the Prudential in Indi- 
anapolis, has rounded out 25 years with 
that company, all in the district he now 
supervises. He is active in the Indianap- 
olis Association of Life Underwriters 
and has served as vice-president of the 
General Agents Association of In- 
dianapolis. 





B. J. Perry, president, and C. O. 
Fischer, vice-president of the Massachu- 
setts Mutual, with their wives, left for 
Phoenix, Ariz., for a month’s vacation 
following the regional meeting in Kan- 
sas City. En route from the regional 
sales clinic in New York, Mr. Fischer 
visited the St. Louis agency where he 
‘was general agent for a number of years 
before going to the home office. While 
in St. Louis, he also attended the re- 
union of his high school class, of which 
he was president. 





A. J. Irving of Saskatoon, Sask., Can., 
manager Sun Life of Montreal, who be- 
comes president Canada Life Under- 
writers Association, in 1916, after hav- 
ing a considerable amount of success as 
an agent for the Sun Life at Leth- 
bridge, Alta., was appointed manager of 
the Prince Edward Island division. In 
1923 he succeeded W. S. Penny, now 
director of agencies, as instructor of 
agents for western Ontario, later mov- 
ing to the Manitoba division, with head- 
quarters at Brandon, in a similar capac- 
ity. Because of Mr. Irving’s successful 
organization work in that progressive 
community, he was called upon to con- 
tinue this work in western Manitoba in 
1925. In 1928 he took over the man- 
agership of the Saskatoon office of the 








<Tee 


Sun Life, where again he was able t 
demonstrate his organizing ability, 
Towards the end of 1936, while still jy 
Saskatoon, Mr. Irving was elected presi- 
dent of the life underwriters association 
there. 





Louis A. Reilly, treasurer of the Fed. 
eral Trust Company of Newark, just ap- 
pointed commissioner of banking and 
insurance of New Jersey to succeed 
Carl K. Withers, who becomes head oj 
a Newark bank, is well known there 
He is a member of the board of gov. 
ernors of the Essex chapter of the 
American Institute of Banking. He has 
been connected with the Federal Trust 
Company for 27 years but has never 
held public office before. 


Spencer R, Keare of Chicago, special 
home office representative of the Fed- 
eral Life, and Mrs. Keare announce the 
birth of a daughter, Nancy, Feb. 3, at 
Grant Hospital in that city. This is the 
second child. The first, Douglas Ham- 
ilton Keare, was born Jan. 6, 1935, 
Mrs. Keare is the former Miriam Ham- 
ilton, daughter of President Isaac Miller 
Hamilton of the Federal Life. 





In the article concerning the agency 
meeting conducted by Spiller Hicks of 
Richmond, Va., general agent of the 
Provident Mutual, it was stated that his 
territory covered all of: Virginia. C. H. 
Furr of Norfolk is general agent for the 
Tidewater section of the state. 


1s el Rae: ings, vice-president Min- 
nesota Mutual Life, will give the prin- 
cipal address at the annual banquet of 
the Bully Beef Club, an organization of 
— veterans, at Stillwater, Minn., Feb. 








_E. G. Timme, comptroller of the Cor- 
tinental Casualty and Continental As- 
surance of Chicago for a number of 
years, who is retiring from_ office, is 
leaving in a few days for his home neat 
Oakland, Cal. He is now interested in 
candy manufacturing in Oakland, his 
son being associated with him. Mr. 
Timme is a native of Wisconsin, having 
been born in Lyons, Oct. 13, 1881. He 
began actuarial work in 1901 and be- 
came assistant actuary of the North- 
western National Life of Minneapolis 
in 1903, leaving in 1911 to become ac- 
tuary of the Continental Assurance of 
Chicago. He was elected a secretaty 
and director in 1922 and was made sec- 
retary of the Continental Casualty ™ 
1921. 


Charles F. Collins, Boston general 
agent New England Mutual, and ob- 
ert G. Richards, agency secretary At 
lantic Life of Richmond, in charge ° 
publicity and advertising, took prom 
nent part in ceremonies in the latter city 
reviving the Virginia Tau chapter ° 


Sigma Alpha Epsilon, and admitting It 


— 
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into the national college fraternity. The 
Virginia chapter has ‘been dormant on 
the University of Richmond campus 
since 1887. General Agent Collins is 
supreme archon of the national frater- 
nity and Mr. Richards is president of the 
Central Virginia Alumni Association 
which sponsored the ceremony. 





Carl S. Nute, general agent New Eng- 
land Mutual Life at Manchester, N. H., 
was honored with a surprise dinner on 
his 25th anniversary as general agent. 
He was presented a silver tray, silver 
water pitcher, scroll and other gifts. 
President George W. Smith and Vice- 
president George L. Hunt and Com- 
missioner Rouillard were present. R. 
T, Willis of the Manchester agency was 
toastmaster. 


Dr. J. R. Ebersole, first vice-presi- 
dent and medical director of the Illinois 
Bankers Life, Monmouth, Ill, has been 
honored by election to the 50-Year Club 
of the Illinois State Medical Society, to 
which only physicians who have prac- 
tied medicine for a half century are 

I eligible. He was also elected an emeri- 

© tus member of the society in recogni- 

‘tion of having reached the age of 70 
years and been a member for at least 35 
years. Representatives of the medical 
society personally presented to Dr. 
Ebersole certificates and emblems sig- 
nifying these honors. 

' Dr. Ebersole is one of the oldest ac- 

' tive medical directors of any life com- 
pany. He has acted in that capacity 

» since 1897. 








' O. R. Frey, general agent Bankers 
' Life of Nebraska at Lincoln, has been 
' named chairman of the insurance com- 

mittee of the Lincoln chamber of com- 
' merce. Trev Gillaspie, district agency 
' supervisor Woodmen Central Life, is 
| chairman of a committee to arrange 
' civic celebrations this year. 





Charles B. Fitch, 78, associate state 
» agent Mutual Life of New York, at Fort 
» Wayne, Ind., who has been in the in- 
| surance business there since 1892, died 
| after a long illness. He was the first 
| actuary of the Indiana department. 





' Mortimer R. Miller, general agent of 
the Penn Mutual Life in Rochester, N. 


Y,, since 1906, died after a three weeks’ | 


illness following a heart attack. Mr. 
Miller was a former president of the 
Rochester Life Underwriters Associa- 
tion. 

He was born in Rochester and entered 
the insurance business after he was grad- 
uated from Colgate University of which 
he was a trustee. 


J. E. Capps of Norfolk, Va., who won 
leadership of Pacific Mutual Life na- 
tionwide sales organization thereby be- 
coming president of the honorary Big 
Tree Club, produced 274 applications 
during 1937—one for practically every 


working day of the year. Mr. Capps 
Of, his 


average policy size was $2,900. 
Sales, 65 percent, were made to men 
and women on whose lives he had previ- 





WANTED HOME OFFICE 
GENERAL AGENT 
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ously placed protection. He invests 
long hours in field activity, starting with 
his arrival at the office at 7 o’clock. The 
day’s program is supplemented by three 
or four evenings each week devoted to 
study or planning. He is active in civic 
organizations and derives a large share 
of his business from these contacts. Mr. 
Capps is associated with the J. E. Gar- 
land agency. of Farmville, Va. 





M. J. Cleary, president of the North- 
western Mutual Life, will be one of the 
principal speakers in Chicago, Feb. 11, 
commemorating the founding of the 
University of Wisconsin, of which he is 
an alumnus. 





President Arthur F. Hall of the Lin- 
coln National Life is sailing from San 
Francisco, Feb. 12 with Mrs. Hall for 
Honolulu. The Lincoln National Life 
has a general agency there with Thomas 
H. Davies & Co., which represents the 
company in the Hawaiian Islands and 
the Philippines. The firm wrote $750,- 
000 in business last year at semi-tropical 
rates. Mr. Hall will return to San Fran- 
cisco, March 17, when he will conduct 
an agency meeting to be presided over 
by Manager H. F. Sleeper. On the 18th 
he will visit Manager W. T. Shepard and 
his agents at Los Angeles. President 
Hall was in Chicago this week en route 








to the coast stating that he remembered 
the day that he was to sail and the day 
he would return because the first would 
be on Lincoln’s birthday anniversary 
and the next St. Patrick’s Day. 


Gordon H. Campbell, Little Rock, 
Ark, general agent Aetna Life, will sail 
from New Orleans to Panama. 


Dr. Frank B. Cross, 66, medical di- 
rector of the Columbia Life of Cincin- 
nati, died of a heart attack at his home 
there. Dr. Cross had served as medi- 
cal director since the founding of the 
company by his father, the late Dr. F. 
G. Cross, in 1903. His death followed 
that of his brother, Sumner M. Cross, 
who was president by a few weeks. 
Frank B. Cross, Jr., his son, was re- 
cently elected president. Dr. Cross had 
suffered 16 serious heart attacks within 
the past three years. 

Well known as an eye specialist, Dr. 
Cross became assistant professor of 
ophthalmology at the medical college of 
the University of Cincinnati. He had 
been secretary of the college faculty 
since 1915. He was educated at the 
University of Cincinnati, graduating in 
1895, and studied in London, Vienna, 
and Germany. Dr. Cross was associate 
editor of the Cincinnati “Journal of 
Medicine,” and was active in medical 
circles. 











Director Smrha Devises 
New Company File Records 


LINCOLN, NEB.—Insurance Direc- 
tor Smrha has turned inventor. He has 
just installed a compact metal card file 
made according to his specifications. In 
the past the only source of information 
with respect to companies has been their 
annual statements, but under the new 
system all the facts about them, his- 
torical and financial, will be at his fin- 
gers’ ends. 

A double fold card, operated on a 
hinge, contains on the front page the 
history of the company. On the back 
page are spaces for notations as to the 
states in which the company operates, 
last examination, what states partici- 
pated in the examination, orders and 
citations, suits filed, results of suits and 
remarks. 

On the inner second page are spaces 
for names of officers, kind of company, 
where domiciled, when organized, with 
columns covering ten years in which 
will be carried financial, production, ex- 
perience and expense figures on Ne- 
braska and entire business. 








The 1938 Little Gem Life Chart will 


get you more sales this year. 
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AGENCY MAN AVAILABLE 
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SIMPLE ARITHMETIC 


Year after year, for ovér twenty-two years, users of the 
Fidelity Lead service have averaged from two to three dol- 
lars in first year premiums for each eight cents they have 
invested in this direct mail plan operated by the company. 
About half a million people during this period have re- 
sponded to the appeal by sending in a request for informa- 
tion, or 16.7% of all those circularized. 


It becomes a matter of simple arithmetic for agents to 
decide how extensively they wish to use the service. They 
soon learn the percentage of replies they may expect from 
the quality of prospects they circularize and the ratio of 
sales resulting. It is then easy to determine the extent and 
frequency of the mailings they should make to secure the 
results they wish. 


In twenty-two years Fidelity has gained a wealth of 
information on the technique of successful use of its direct 
mail service—all of which is available to its agents. 


In compiling the figures showing the results secured 
by use of the service, Fidelity includes only the direct re- 
turns from the prospects circularized. The collateral returns 
from the contacts made are immeasurable. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
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tered the field, becoming a producer in 
the New York territory. He achieved 
membership in the President’s Club, the 
club of top-ranking salesmen, for the 
period ending December 31, 1937. 

As agency field assistant, Mr. Low will 
participate in recruiting, training and su- 
pervision during assignments to various 
active agencies and becomes one of the 


line of work who are being groomed for 
management responsibility within the 
Home Life. Field assistants have been 
the source of agency appointments for 
the company for a number of years. 
From their ranks within the last three 
years has advanced Vernon Holleman of 


York City, James F. Ramsey of Chicago 
to general agents in their respective 
Cities. John F. Walsh, who was recently 
transferred to Chicago as.resident assist- 
ant superintendent of*‘agencies for the 
mid-west territory, also received his 
‘background. and. training through the 
same process. 


| Lincoln Liberty Will Not 


Contest Reinsurance Deal 


LINE€OLN;: NEB.—The district court 
has taken under advisement: the con- 
tract proffered by the Lincoln Liberty 
Life to reinsure {the life business of 
the Cosmopolitan Old Line Life and to 
service its 40,000 thrift units. Insurance 
Director Smrha informed the court that 
in his judgment the approval of the con- 
tract was in the best interests of the 
policyholders and that its performance 
will bring about a;solution of the prob- 
lems confronting them. He said the 
company is in a position to carry out 
the contract without adversely affecting 
the interests of its policyholders, and 
that the contract is fair and equitable. 
He said the company had not solicited 
the contract but had proffered it at the 
invitation of the department. 


Will Not:Contest Change 


The attorney for the Linco!n Liberty 
Life assured the court that it will not 
enter into any controversy or litigation 
in connection with the approval of the 
contract. It will enter no objections 
if the court award it to another com- 














pany. President Crook issued a state- 


staff of young men now engaged in that |; 


Washington, D. C., Daryl Johns of New |: I; 











was named second vice-president in 
charge of mortgage loans. W. B. F. Hall 
was named assistant manager. Mr, 
Shay has been affiliated with the com- 
pany since 1923. Directly after. the 
world war, Mr. Shay went with the Lin- 
coln Trust & Savings Bank of Minne- 





HARRY J. SHAY 

apolis. In 1923 he joined the Lincoln 
National Life, in charge of its mortgage 
loans in the northwest. Early in 1927 
he was-talled to the home office as as 
sistant manager mortgage loan depart 
ment..,. Before becoming: manager ‘of the 
department, he-had: been in charge of all 
metropolitan loans.” . ie 

Mr. Hall. -has been in mortgage loam 
work for several years. He has had 
mortgage’ experience in the majority of 
the states and has. travelled the enti 
country..and personally. inspected mor¢ 
than $7,000,000 of FHA loans. He has 
completed work in the. advance school 
of the American Institute of Real Es- 
tate Appraisers. He is a graduate of 
Yale and received his master’s degre 
at the University of Michigan. 
M. C. Ledden has been named com 
troller: of Lincoln: National. He has 
been chief accountant and has been with 
the company since -1930. 





H. A. Winters becomes -assistant sec 
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- manager was 
' tary was F. W. White. The officers are 
' no longer connected with the company. 


‘ Washington Companies Merge 
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retary. | 
yisor since 1934. ; 

C. R. Ashman, who has been assistant 
actuary, becomes associate actuary. H. 
F, Rood has been named assistant ac- 
tuary and Miss Margaret Walker, 


mathematician. 





Seek Reinsurance Offers 


LANSING, MICH.—L. R. Sanford, 
second deputy commissioner and active 
custodian Roman Standard Life, Manis- 


‘tee, announced the department is ac- 
‘cepting for consideration proposals for 
‘reinsurance of the company’s business. 
' The company, on petition of Commis- 
' sioner Gauss, was placed in his charge. 
| With capital stock $100,000, it had total 
admitted assets $237,000, total liabilities, 
' exclusive of capital, $250,082. 
| Mr. Sanford said, were evaluated on a 
conservative basis by department exam- 
» iners. 


Assets, 


Business in force at the date of custo- 


' dianship order amounted to $1,197,835, 
- compared with a peak volume in 1925 of 


» $3,260,000. The company was founded 
Fin 1912 and confined its business to 
‘Michigan. The former president and 


D. E. Cole and the secre- 


SPOKANE, WASH.—The Mutual 
Service Life of Spokane is being rein- 
sured by the Sunset Life of Olympia. 
C. H. Easter is president of the Mutual 
Service and James P. Neal of the Sun- 
set. The Mutual Service was estab- 


' lished in 1936 and now has 1600 policy- 
holders with $1,200,000 
| force. Policyholders will vote on merger 
| at a meeting on Feb. 15. 
' staff and office of the Mutual will be re- 


insurance in 
The present 


tained in Spokane. 
The Sunset was organized in May, 


| 1937, and is a stock company owned by 
' the American Underwriters ‘Corpora- 


tion, a Washington company... Its. in- 


| surance in force totals $2,750,000, capital 
' and surplus $300,000. 


New Nebraska Company 





The Times International Life of Lin- 


'coln has been incorporated by Fred K. 


Bricka, Walter M. Herbert, Fred C. 
Ayres, J. M. Calder, Robert H. Van 


» Boskirk, Don E. Frush, Sam C. Zim- 
» merman, 'C. O. Bruce, W. H. Smith and 


Dr. H. B. Mueller, business and profes- 


| sional men, two of whom, Mr. Herbert 
and Mr. Frush are insurance men. The 


capital is $200,000. 





Final Report on Veterans National 


A final report has been filed with the 
Ohio department of insurance in con- 
nection with the liquidation of the Vet- 
erans National Life of Columbus. The 
company discontinued operations several 
years ago. : 





Oklahoma Companies in Merger 


The Santa Fe National Life of Okla- | 


oma City has reinsured the business 
of the Old Line Life of that city, with 
about $1,500,000 on its books. A plan 
Was announced to merge the Santa Fe 
National of Oklahoma City with the 
Santa Fe Life of Albuquerque, N. M 





Caplice Agency Secretary 

John J. Caplice of Spokane has been 
appointed agency secretary of the Ore- 
80n Mutual Life to fill the vacancy 
Caused by promotion of E. A. Phillips 
to general agent of the new Columbia 
ver agency. He -was formerly agency 
officer of the Provident Life of Bis- 
marck, N. D., and later with the re- 
search bureau of the Occidental Life of 
0s Angeles. While in Bismarck he 
Served as president of the North Dakota 
Life Underwriters . Association. 


Southern Life Men Advanced 

Price Cross has been elected assistant 
Secretary of the Southern Life of At- 
anta to succeed E. M. Veatch, who be- 
Comes executive vice-president. C. H. 





He has been reinsurance super- 








Pacific Mutual Names 
New Vice-Presidents 








LAURENCE W. MORGAN 


Laurence W. Morgan, manager of the 
new issue department, and Cary Groton, 
manager of the accident and health de- 
partment, have been elected vice-presi- 
dents of the Pacific Mutual Life. They 
will continue their former duties. 

Mr. Morgan has been with the com- 
pany 35 years, is in charge of under- 
writing and is chairman of the home 
office management committee. Mr. Gro- 
ton has been with the company since 
1910 and is recognized nationally as an 
authority in the field of accident»insur- 
ance. 








Cushman, who has been associated with 
the company since organization, has 
been advanced from agency secretary to 
agency director. Both are well known 
in southern life insurance circles. Mr. 
Cross will continue to keep in close 
touch with the agency organization, 
which last year paid for over $2,000,000 
in Georgia representing a gain of 24 
percent. Its insurance in force ‘in- 
creased $1,000,000 and is now $2,578,- 
000. 





R. C. Stanley, president International 

Nickel Company, New York, has_ been 
elected a trustee of the Mutual Life of 
New York. : 
The Colonial Life Insurance Society of 
Norfolk, Va., a non-stock corporation, has 
been incorporated as an insurance bene- 
ficial society. 








INDUSTRIAL 
Hold Regional Conferences 


Colonial Life of New Jersey Managers 
and Assistants in Meetings with Of- 
ficials 











Several regional meetings of Colonial 
Life of New Jersey managers and as- 
sistants recently were held. One was in 
New York City for members of the 
metropolitan area, another at Mont- 
clair, N. J., for the New Jersey dis- 
tricts, a third at Philadelphia for mem- 
bers’ of the Philadelphia and South 
Jersey areas, and a fourth in Pittsburgh 
for the Pittsburgh area, including Syra- 
cuse, Rochester and Buffalo districts. 

Vice-President C. F. Nettleship at- 
tended the first two meetings and wel- 
comed members. The fourth meetings 
were under direction of R. B. Evans 
and Hugh Matheson, assistant secre- 
taries. 

The conferences were devoted to dis- 
cussions on insurance production in both 
industrial and ordinary. branches. 





Life & Casualty Convention 


NASHVILLE, TENN.—About .150 
field representatives of the Life & Cas- 





ualty attended ‘a three-day meeting here. 
They won the trip to the home office as 
a reward for the greatest volume of 
business, both ordinary and industrial. 

President A. M. Burton presided at 
all meetings except the concluding din- 
ner in his honor. M. B. Oakes, Re- 
search & Review, spoke. 

Reports presented showed $219,088,- 
647 insurance in force, increase $21,- 
000,000, premium income $8,710,955, 
total assets $19,297,562. Guests, other 
than company representatives, included 
Commissioner Britton and Deputy Com- 
missioner Miles of Tennessee, John 
Copeland of the Georgia department 
and W. S. Barney, Jr., of the North 
Carolina department. 

The company will hold another meet- 
ing in October to commemorate its 35th 
anniversary. 





Serves for 48 Years 

George G. Levy, deputy manager of 
the Elizabeth, N. J., office of the John 
Hancock Mutual Life, has completed 48 
years of continuous service. 


Virginia Mail Order Bill 
RICHMOND, VA.—A senate bill has 
been introduced by Senator Parker of 
Appalachia, designed to break up what 
he characterized as the “mail order in- 








surance racket.” tl would give depart- 
ment of insurance authority to advise 
against desirability of taking out such in- 
surance and also has other provisions de- 
signed to curb activities of these compa- 
nies in Virginia. 
Goodpaster Resumes Post 
FRANKFORT, KY. — Sherman 
Goodpaster returned Monday to his for- 
mer post as director of the division of 
insurance. He had been chief clerk of 
the senate since the 1938 legislative 
session started. 
«Vernon DeBerry Rooks, who had 
been director in Goodpaster’s absence, 
has now been appointed deputy com- 
missioner. 


Northwestern Mutual Leaders 


MILWAUKEE—For 1937, the lead- 
ing general agencies of the Northwest- 
ern Mutual Life in new insurance paid 
for are by volume C. L. McMillen, New 
York City; Hobart & Oates, Chicago, 
and Victor Stamm, Milwaukee. In per 
capita production the ranking general 
agencies are. V. M. Stamm, Milwaukee; 
Cameron & Carroll, Oshkosh, Wis., and 
French & Horner, Madison. Leaders in 
the amount of gain are B. S. McGiveran, 
Eau Claire, Wis.; W. K. Murphy, Los 
Angeles, and C. H. Poindexter, St. 
Louis. 
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progress in 1937 . . . New Insurance paid-for in- 
creased 5% over 1936 .. . Insurance in Force made 
a gain to over $193,000,000 . . . Income exceeded 
disbursements by more than $1,300,000 .. . The Bond 
Account increased to $5,550,000—no railroad or 
public utility bonds held, and no bond in default 
. . » Over $2,300,000 new mortgage loans made, 
bringing total to $16,000,000 . . . Mortality again 
favorable—under 58% of the expected . .. Payments 
to Policyholders and Beneficiaries for 1937 over 
$5,000,000—$2,750,000 to living policyholders—and 
total of these payments carried to $116,000,000... 
This Company of Strength, Security. and Progress 
continues to serve faithfully in its Forty-fourth Year 
. . « 1938 offers agency opportunities if qualified. 
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Lectures on Tax Problems 





H. C. White, Connecticut Mutual, De- 
troit, Sponsors Series of Ten Talks 
for His Agency 





DETROIT—Hugh C. White, general 
agent Connecticut Mutual Life, is spon- 
soring a series of ten two-hour lectures 
on tax problems as related to life insur- 
ance and estates by D. P. Kipp, insur- 
ance attorney, with a guest speaker at 
each session. All insurance men will be 
welcomed. 

“Tax Aspect of the Insurance Pension 
Trust” will be the subject on Feb. 10, 
with Messrs. Kipp and White conduct- 
ing; Feb. 17, corporate life insurance and 
taxation, with S. W. Ryan, general 
agent Penn Mutual, as guest speaker; 
Feb. 24, estate tax preparedness through 
life insurance, G. E. Lackey, generai 
agent Massachusetts Mutual, guest 
speaker. 


Vincent Coffin to Speak 


Vincent B. Coffin, superintendent of 
agencies, Connecticut Mutual, will speak 
March 3 on personal income taxes and 
the life insurance problem. C. J. Zim- 
merman, Connecticut Mutual general 
agent, Chicago, will discuss closing tac- 
tics at the session March 10 on the 
transfer of insurance for estate conser- 
vation. 

J. M. Dodge, president Detroit Bank, 
will discuss “Our Changing Banking” 
March 17. That session will be devoted 
to annuities, endowments and insurance 
proceeds and the federal income tax. R. 
H. Berry, Berry & Stevens, attorneys, 
will speak March 31 on conservation 
through gifts. H. E. McCurry, Mc- 
Curry Service, will talk on inspections 





March 24. The discussion subject will 
be business insurance and taxation. 

H Hulbert, vice-president and 
trust officer National Bank of Detroit, 
will speak April 7 on duties in regard 
to taxation, with reference to the appli- 
cation and arrangement of benefits of 
insurance. H. P. Trosper, New York 
Life, will talk at the final session April 
14, which will be given over to study- 
ing and applying the tax approach to 
life insurance solicitation. 





Detroit Agency Celebrates 
Its 95th Anniversary 





DETROIT—Forty-four members of 
the Detroit branch of the Mutual Life 
of New York attended a party celebrat- 
ing the 95th anniversary of the founding 
of the company and of the Michigan 
agency, with Manager J. B. Macken pre- 
siding. Mr. Macken cut a huge birthday 
cake laden with 95 candles. 

The Detroit agency, established the 
same year the company started, wrote 
its first policy on the seven-year term 
plan on the life of W. S. P. Little of 
Saginaw, for $1,000. The policy was 
numbered 292. 

Speakers introduced by Mr. Macken 
were William Powers, assistant cashier 
National Bank of Detroit, on “The 
Bright Spot in the Economic Outlook;” 
A. J. Wellman, Port Huron district 
manager; F. J. Titsworth, Pontiac dis- 
trict manager; W. B. Olin, Detroit pro- 
ducer, and Douglas Custis, supervisory 
assistant, Detroit. 





Complete Sanborn Course 
BOSTON—Paul C. Sanborn, general 

agent Connecticut Mutual, was host at 

a dinner given in honor of the 12 men 
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who have just completed the 10 sessions 
of the 17th Sanborn Sales Course for 
general insurance agents. 

Upon awarding the certificates Mr. 
Sanborn called their attention to the 
fact that their number brought the total 
so presented over a four-year period to 
186. This does not include the other 
men who enrolled in the course but 
who, for one reason or another, did not 
complete the work which is prescribed 
by Ralph Sanborn, associate general 
agent, who conducts each course. 

The next course, which will be given 
between the middle of March and the 
middle of April, is expected to put the 
number of graduates over the 200 mark. 





Newark Agency 20 Years Old 


The Newark agency of the Connecti- 
cut General Life is celebrating its 20th 
anniversary. W. W. Garrabrant, as gen- 
eral agent, started from scratch in 1918 
and paid for $743,000 in his first year. 
Since then the agency has paid for $40,- 
000,000 life insurance. 

Mr. Garrabrant decided last year that 
he would prefer to be relieved of general 
agency duties and devote his time to per- 
sonal production, but still with the title 
of general agent and Frank M. Minnin- 
ger, Jr., was appointed manager. 





Webster Agency Elects 


PITTSBURGH—The Steacy E. Web- 
ster agency of the Provident Mutual 
Life showed a gain of 6 percent in 
January. Officers of the agency’s asso- 
ciation for 1938 are Sidney J. Watts, Jr., 
president; Fred H. Williams, vice-presi- 
dent, and W. A. O’Melia, secretary- 
treasurer. 


Seltzer Ranks High 


DES MOINES — The Martin L. 
Seltzer general agency of the Aetna Life 
ranked fifth among the company’s 76 
agencies in total accident and health 
premiums written in 1937. M. M. 
Thompson, Cedar Rapids, took first 
place, and R. N. Howes of Clinton sec- 
ond among the company’s 50 leading 
salesmen. 


Lyter Talks in Newark 


F. O. Lyter, assistant superintendent 
of agencies Connecticut Mutual Life, 
spoke at the agency meeting of the John 
A. Ramsay agency in Newark on “De- 
pendable Performance.” 











Perry Reliance Life Leader 


Bert A. Perry, Corpus Christi, Tex., 
district manager of the Reliance Life, 
was the company’s leading producer of 
accident and health insurance in 1937. 
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Prouty Gets Good Start 


Phinehas Prouty, Jr., Million Dollz 
Round Table member who opened ; 
new general agency for the Connecticy; 
Mutual Life in Los Angeles on Noy, 1, 
reports his agency force has paid for 
$702,000 of life insurance in its first 
three months, $382,000 of which was 
written in January, while Mr. Prouty 
was at the home office and attending 
the general agents convention. 

George E. Brady has been appointed 
agency assistant. He has made a special 
study of estate, inheritance, gift and 
income taxes and their application jy 
the interests of large policyholders, 

The Prouty agency was a winner in 
the company’s Pace Setters contest, 
writing 212 percent of its quota. 





Beckham Aids Moore 


LOS ANGELES.—To aid General 
Agent Earle M. Moore of the Los An 
geles office of the Minnesota Mutual 
Life, in reorganizing his agency, Horace 
F. Beckham, Dallas manager of Texas 
agencies, will spend a month here. 

Mr. Moore is one of the younger gen. 
eral agents of the company, but in 1937, 
his first complete year, his agency fi- 
ished fourth for the country and he was 
11th in personal production. 

A full-time agency supervisor will be 
sent from the home office to train new 
agents on organized selling. E. A. 
Roberts, vice-president and __ general 
counsel, will be here Feb. 19-23. 


Elect Roberts Chairman 
LOS ANGELES.—Roy Ray Roberts 


has been elected chairman of the life 
insurance committee of the Los Angeles 
chamber of commerce, with A. A. De 
war, Equitable Society, as vice-chait- 
man. Committee members for 1938 


are: 

Clark E. Bell, R. A. Brown, Will 6. 
Farrell, J. H. Cowles, F. C. Hathaway, 
F. M. McMillan, W. K. Murphy, John 
Newton Russell, W. E. Hays, H. D. 
Leslie, J. R. Mage, A. E. Payton, E. 6. 
Saul, W. T. Shepard, L. A. Soper and 
Kellogg Van Winkle. 








“Seeing Eye” Dog Assists Agent 

Howard D. Warner, blind University 
of Washington student, has joined the 
Washington state agency Massachusetls 
Mutual Life, Seattle, under Generdl 
Agent A. H. Challiss. Mr. Warner wil 








American Savings 


R. S. TIERNAN, President 
101 EAST ARMOUR BOULEVARD 


Financial Statement, December 31, 1937 


ASSETS 
Gast in Wanksss osc2% 60 ses $ 106,071.76 
Government, State and Mu-- 


TUGIA) “TOGA: nw o.0.0 «uses: 501,948.72 
First Mortgage Real Estate 

MMAAI, 25 <p lenard 0 bi wtenrs ob ehn oes 461,840.31 
Real Estate (Including Home 

OMe “WRIGINE) «0.0.07 0s.0 0's 636,027.15 
Loans to our Policyholders.. 347,944.33 
Net Uncollected and De- 

ferred Premiums (Life).. 61,731.73 
Premiums in Course of Col- 

lection (Accident and 

Health Under 90 Days)... 6,901,07 
Interest and Rents Due and 

OT | ov cts nb erd ewer ote btw 19,088.45 
Ger: AMNOtE : o) 0. ie sicy vest ses 15,305.39 


LIFE @ ACCIDENT 


Life Insurance Co. 


KANSAS CITY, MO. 


LIABILITIES 
Legal Reserve on Life Poli- 


cies $1,501,515.63 


Reserves on Accident and 

Health Policies .......... 80,193.77 
Death Claims Due and Un- 

OAR: onc cocktails ask eales 0.00 
Death Claims Outstanding. . 500.00 
Reserve for Future Payments 

Under Life Disability and 0 

Supplementary Contracts.. 12,924.0 
Reserve for Future Payments 

Under Current Accident 2 

and Health Claims.......- 58,786.8 
Reserve for Dividends and 

Coupons Left to Accumu- 

late at Interest..........- 189,382.88 
Reserv Payable 

9p 1908 secs econ: 
Premiums and Interest Paid 

fi RAVENS oy oo wc gsc cxe> 11,249.42 
Commissions Payable on Ac- 

cident and Health Pre- 

miums in Course of Collec- 9.97 

BION, oc aa tec eeuee ans 1a 
All other Liabilities........- 985,077.91 
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be assisted in his selling efforts by a 
German shepherd dog, “Dutchy”, a “see- 
ing-eye” dog trained at the Morristown 
(N. J.) Institute of Seeing-Eye. Mr. 
Warner spent a month at Morristown 
learning to use the dog. 


Nourse to Insurance Department 

LOS ANGELES—John L. Nourse, 
Los Angeles attorney, has been ap- 
pointed deputy attorney-general and has 
heen assigned as insurance deputy in the 
Los Angeles office of Commissioner 
Carpenter, succeeding John Flynn, re- 
signed. Mr. Flynn was the commission- 
ers chief counsel during the Pacific 
Mutual rehabilitation. 


Warren in Southern California 


Dr. Louis A. Warren, director of the 
Lincoln National Life Foundation, 
established by the Lincoln National 
Life, delivered a series of addresses in 
southern California, arranged by the 
W. T. Shepard agency in Los Angeles. 


Curtis Dahl in Deal 


It is stated on the very best authority 
that Curtis Dahl, divorced husband of 
President Roosevelt’s daughter, whose 
present husband, John Boettiger, is pub- 
lisher of the Seattle ““Post-Intelligencer,” 
has been interested in the purchase of a 
life insurance company in the middle 
west. Mr. Dahl is an investment man in 
New York City. Associated with him 
was Frank Cohen, who has been inter- 
ested in a number of different kinds of 
insurance companies. Basil O’Connor, 
president Roosevelt’s former law part- 
ner, also is interested in the deal. 


Prescribe Type in Policies 


Every insurance policy would have to 
be printed entirely in type not less than 
cight-point in size, according to the 
tems of a bill introduced in the New 
York assembly. The bill covers prac- 
tically every legal document used in 
trade and commerce. 
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LIFE SALES MEETINGS 





Indianapolis Life Convention 


President Raub Reports Record Gains 
in Insurance in Force and Assets at 
High Mark 


INDIANAPOLIS.—The Indianapolis 
Life held a two-day agency convention 
here of leading agents from Michigan, 
Iowa, Illinois and Indiana. President 
Edward B. Raub reported progress in 
1937 with an increase of $5,310,661 in 
insurance in force, bringing the total to 
$106,077,790, the high point in the com- 
pany’s history. While the company paid 
$1,429,622 to living policyholders and 
beneficiaries in 1937, the assets increased 
by $1,757,918 to $20,407,405, also a new 
high. Since 1929 the company’s assets 
have increased 95 percent. 

A surplus of $1,015,107 was reported 
by Mr. Raub in addition to which the 
company has set aside voluntarily a spe- 
cial fund of $300,000 for investment 
fluctuations. The statement also shows 
cash of $656,404; government bonds, 
$1,168,948; state, county and municipal 
bonds, $2,159,504, with other liquid 
bonds and legal investments, all total- 
ing $6,287,556. “The future never looked 
brighter than it does today,” Mr. Raub 
declared. 

Vice-President A. L. Portteus wel- 
comed the agents. Irving Palmer, dis- 
trict supervisor, reported on production 
records for 1937. E. G. Driscoll, follow- 
ing a review of conservation records, 
announced prizes based on renewal ex- 
perience of individual agents. “Under- 
writing Problems” was discussed by Dr. 
J. B. Young, medical director. 

A talk on “Prospecting and Motiva- 
tion” was given by A. R. Jaqua, associ- 
ate editor “Diamond Life Bulletin.” 
Other speakers were “Prospecting Made 
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Easy,” C. H. Gill and Ivan F. Keefer; 
“Endless Chain — Prospecting,” E. F. 
Kepner; “A New Presentation,” L. L. 
Snyder; “‘See’ing and Selling,” Frank 
See, general agent New England Mutual 
Life, St. Louis. 

“Announcing a New Policy” was dis- 
cussed by W. H. Huehl; “Building Suc- 
cess with Original Ideas,” G. W. Ana- 
walt; “How Tax Knowledge Can Help 
your Business,” N. C. Munson; “Prof- 
iting by Death Claim Settlements,” J. 
W. Schwab; “Work Habits and Rec- 
ords,” F. C. Adams; “The Art of Clos- 
ing,’ C. C. Robinson, editor “Insurance 
Salesman”; “Company Clubs,” Doyle 
Zaring; “The Company’s Goal for 1938” 
and “Opportunities in 1938,” W. 
Eickhoff. 

At the banquet President Raub, as 
toastmaster, presented a number of 
guests including prominent local bank- 
ers, professional and business men, 
patrons of the company and _ several 
who are members of the board of direc- 
tors. Some twenty-odd prizes were 
awarded to districts and agencies by 
A. L. Kahler, superintendent of agen- 
cies. An attractive chorus of 33 girls 
from the home office staff sang a num- 
ber of songs, the words of which were 
written by Mr. Kepner and brought in 
cleverly the names of the agents and 
others present. 


Three-Day Drive Nets $64,000 


LANSING, MICH.—The Michigan 
agency force of the Wisconsin National 
Life held a luncheon meeting terminat- 
ing a three-day drive in honor of Vice- 
president Arthur James’ birthday, Feb. 
4. Forty-four agents and their wives at- 
tended with 37 applications, totalling 
$64,000 received. The drive will be ex- 
tended to last throughout February. G. 
A. L’Estrange, superintendent accident 
and health department of the home office, 
spoke with M. S. Kirkpatrick, Michigan 
superintendent of agents, presiding. <A 
discussion on prospecting was given by 
A. G. Hambaum, Michigan field super- 
visor. E. L. Pollard was awarded the 
prize for the largest volume written, 
$10,000. 


Reliance Life Alabama Rally 


The agency force of the Alabama de- 
partment of the Reliance Life held a 
one-day sales conference in Birmingham, 
with about 40 salesmen in attendance. 
The agemcy wrote more business in 
1937 than any year since 1929. In addi- 
tion to the Alabama personnel, 15 rep- 
resentatives from middle Tennessee, in- 
cluding Manager Barnett Kenimer of 
Nashville, attended. 

T. Burnett, vice-president in 
charge of agencies; G. G. Lamar, super- 
intendent of agencies of the southern 
division, and A. D. West, assistant sec- 
retary, were present. N. S.. Tomlinson, 
local manager, presided. 


Life of Virginia Convention 

More than 200 district representatives 
of the Life of Virginia from 14 states 
and the District of Columbia attended a 
two-day convention in Richmond. J. A. 
Nelson, Research & Review, spoke on 
“Education Leads to the Best in Qual- 
ity and the Greatest in Quantity;” John 
W. Murphy, supervisor ordinary agency 
department, on “The Other Half of 
Your Commissions,” and John A. Zieg- 
ler of Detroit, on “Michigan Merchan- 
dising.” The sessions concluded with 
a motion picture, “How to Win a Sales 
Argument.” I. T. Townsend, vice-presi- 
dent, presided. 


Push New Life Department 


DALLAS—Expansion -plans of the 
T. A. Manning & Sons general agency 
received impetus at recent meetings in 
Dallas and Fort Worth in the interest 
of its new life and, health and accident 
department. The meeting at Dallas was 
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attended. by 60 agents and 65 at Fort 
Worth> The agency recently’ was ap- 
pointed general agent for Texas by the 
Continental ‘Assurance. 

E. M. Armitage, manager of the life 
department, was in charge. The prin- 
cipal speakers were D. Miley Phipps, 
educational director, and. Frank E. 
Mueller, agency secretary of the Conti- 
nental Assurance. 


U. S. Attorney Is Speaker 


J. R. Fleming, U. S. district attorney, 
was the guest speaker at the February 





luncheon meeting of northern Indiana 
salesmen of the Lincoln National Life 
at Fort Wayne, discussing, “Why I Be- 
lieve in Life Insurance.” J. L. Mueller 
spoke briefly-on- “Closing Sales.” -V: J. 
Harrold, Fort Wayne general agent, 
presided. 





Wisconsin Agents Meet 

The. Equitable Society held an agency 
meeting for north central and_ north- 
eastern Wisconsin at Wausau, Wis., ar- 
ranged by E. F. Kleinheinz, district 
manager at Marshfield, Wis. 








LIFE AGENCY CHANGES 





Herman Cincinnati General 
Agent Northwestern National 





Thomas M. Herman, for the past five 
years agency supervisor for the State 
Mutual in Cincinnati, has been ap- 
pointed general agent in that city by 
Northwestern National Life. A grad- 
uate of the University of Michigan, he 
entered life insurance in Detroit with 
the Penn Mutual as a personal producer. 
He went to Cincinnati with the State 
Mutual in 1933. Although ‘his work 
there has been chiefly supervisory, he has 
continued to write a substantial volume 
of personal business as well. Mr. Her- 
man’s agency will be located at 530 
Chamber of Commerce building. 


Paul W. Kistler Appointed 


Paul. W. Kistler has been appointed 
general agent of the American United 
Life at Cincinnati, succeeding. J. C. 
Johnson, who resigned to go into the 
advertising business. Mr. Kistler started 
with the American Central Life in 1922 
as a file clerk at its home office in In- 
dianapolis, After filling a number of po- 
sitions in the home office and field, he 
joined the United Mutual Life of In- 
dianapolis as educational director in 
1933. He-had led the field force of the 
American Central in consecutive weekly 
production, and also edited the com- 
pany’s field publication “Items.” When 
the two companies were consolidated, 
Mr. Kistler retained his position until 
his present appointment. He received 
the C. L. U. designation in 1932 and was 
the first secretary-treasurer of the In- 
dianapolis chapter. He attended Car- 
negie Tech and Wabash College. R. P. 
Hartley, formerly supervisor, for the 
Conservative Life of Wheeling at Cin- 
cinnati, has joined Mr. Kistler’s agency. 


Imperial Life Shifts 


C. H. Armstrong, Imperial Life of 
Toronto, who has managed the group 
business since it commenced to write 
this kind of insurance and who will re- 
main in charge of the enlarged depart- 
ment, is made assistant actuary. H. 
Hunt, former manager at Hamilton, 
Ont., is taken to the head office and will 
assist agents in closing group cases. M. 
V. McDonald, northwestern Ontario 
manager, is made manager ‘at: Hamilton. 
J. R. Halls, who has been in the north- 
west Ontario office as agent, becomes 
manager. 

R. J. Henry, who for 20 years has 
been manager of the Imperial Life of 
Toronto at Windsor, Ont., is retiring 
and is succeeded. by ‘H. G. Knowlton, 
ah agent at.Windsor, who for the last 
two years has been.assisting in recruit- 
ing and training new men. 











Names Moss in North Carolina 


The..Ohio State Life has appointed 
J. M. ‘Moss manager for eastern North 
Carolina, with offices at Greenville. He 
has been with the Aetna Life and Min-' 
nesota Mutual. He now resides at Nor- 


folk, Va., but .will remove to Greenville. 


Francis Made Windsor Head 


W. H. Francis has. been appointed 
agency manager of the Continental Life 
of Canada in Windsor, Ont. He served 
the Metropolitan Life for 12 years at 





Windsor, having a good persistency 
record. He was connected with the 
Mutual Life of Canada for a few 
months and then went into farming. 
However, he returned to his old field 


that he enjoys much better. 


Lahey District Manager 

James Lahey, who has been an agent 
at South Milwaukee, Wis., has been ap- 
pointed district- manager of the Wash- 
ington National for Milwaukee county 
south of the Milwaukee city limits. 


Copeland to Retire 


C. F. Copeland, after nearly 28 years 
of service, is resigning as general agent 
of the National Life of Iowa at Indian- 
apolis. He will continue as a personal 
producer. For some time he has given 
much attention to the conservation of 
business, with exceptional success. 








Joins Minnesota Mutual 


J. H. Snyder, vice-president of the 
Commonwealth Life of Louisville has 
gone with the Minnesota Mutual Life as 
state manager in Dallas, Tex., effective 
March 1.: He has been in Louisville 
since 1915. His ‘son J. R. Snyder, for- 
merly with the Metropolitan Life, will 
go with him to Texas. 


Roberts to Lincoln National 


L. B. Roberts, formerly manager of 
the Trenton, N. J., office of the Sun Life 
of Canada has been appointed manager 
in southern New Jersey territory for the 
Lincoln National Life. .He has been in 
life insurance work. nearly 14 years. 





W. H. Masterson, Newark manager of 
the Equitable Society, has ,appointed 
Justin Warbasse manager for develop- 
ment of Somerset, Hunterdon, Sussex and 
Morris counties, * 





'The 1938 Little Gem Life Chart will 
get you more sales this year.. 
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News oF LIFE ASSOCIATIONS _ 





Lecture Courses Sponsored 


Hartford Association Has _Distin- 
guished Speakers on Series of 13 
Talks 








HARTFORD—A series of 13 after- 
noon lectures will be sponsored by the 
Hartford Association of Life Underwrit- 
ers starting Feb. 18 and terminating 
March 25. Prominent company officials 
will discuss all phases of underwriting. 
Meetings will be held each Friday from 
4 to 6 p. m. in the Connecticut General 
auditorium. The schedule of meetings 
is as follows: 


Feb. 18: “Opportunities for the Life 
Underwriter,” by Commissioner Black- 
all; “Prospecting,” J. H. Jamison, direc- 
tor of managers schools, and ‘“What’s 
Ahead for 1938,’ J. M. Holcombe, Jr., 
manager Life Insurance Sales Research 
Bureau. P. I. Holway, president Hart- 
ford Life Underwriters Association, will 
act as chairman. 

Feb. 25: ‘“Buymanship,” R. B. Cool- 
idge, superintendent of agencies Aetna 
Life; “A Practical Sales Formula,” J. A. 
Giffin, assistant agency manager Phoe- 
nix Mutual Life. E. H. May, manager 
home office agency Phoenix Mutual, is 


chairman. 
March 4: “Finding the Problem,” Reid 
Hartsig, assistant supervisor agency 


field service, and “Its Honest Solution,” 
J. E. McNeal, assistant supervisor agency 
field service Travelers. J. H. Thomp- 
son, general agent Connecticut Mutual, 
is chairman. 

March 11: “Motivation,” Gordon Kueh- 
ner, superintendent of agencies Travel- 
ers, and “The Closing Process,” C._P. 
Dawson, New England Mutual, New 
York. W. W. House, general agent New 
England Mutual, is chairman. 

March 18: ‘“What’s in a Policy,” C. O. 
Fischer, vice-president Massachusetts 
Mutual; “The Optional Modes of Settle- 
ment,” L. O. Kinne, assistant secretary 
Aetna Life. O. S. Spencer,-general agent 
Massachusetts Mutual, is chairman. 

March 25: “Life Insurance Taxation 
Principles,” R. L. Sengle, attorney; “The 
Life Insurance Trust,” speaker to be an- 
nounced. F. O. H. Williams, manager 
Hartford branch office Connecticut Gen- 
eral, is chairman. 





Kansas—The annual sales congress 
and meeting will be held May 138-14 at 
Salina. President Hugo Mataust of the 
Salina association has appointed Roy G. 
Denison, Metropolitan manager and state 
executive committeeman, program chair- 
man. Speakers will include O. Sam Cum- 
mings, president of the National asso- 
ciation, and Grant Taggart, Cowley, 
Wyo., former chairman of the Million 
Dollar Round Table. 





Head Home"Office Agency 














JACK PASCHALL 











WOOSTER GIST 


'' Jack ‘Paschall’and Wooster Gist of the Paschall-Gist Company agency in 


Pacific Mutual. Life, 
up one of its biggest agencies. 


‘Los Angeles, which is taking over the management of the home office agency of 
have long been identified with that company and have built 
It has rather specialized in accident and health 


insurance, but also has written a large volume of life business. 





Stephenson Talks on Trusts 





Author of “Living Trusts” Outline 
Basis of Cooperation at Cincinnatj 
Association Meeting 





CINCINNATI.—G. E. Stephenson, 
Wilmington, Del., author of “Living 
Trusts” and widely known trust expert, 
outlined the basis of lasting life insur. 
ance trust cooperation between agents 
and trust officers of banks at the recent 
meeting of the Cincinnati association, 
The subject must be approached by 
both groups in a profesional spirit, Mr, 
Stephenson said, as “professional men 
engaged in a _ business enterprise.” 
Trusts must be handled by experts, both 
in the field of estate analysis and in the 
field of estate organization, such as the 
physician and the surgeon meet on com- 
mon ground over a common patient. 
“Should a life insurance trust council 
be organized?” he asked, and “How can 
it be organized and made worthwhile.” 

‘Mr. Stephenson said that he had been 
asked to talk on the subject of life in- 
surance trusts as a means of selling more 
life insurance some time ago. He stated 
that at the annual meeting of trust of- 
ficers they got in the habit of reporting 
the amount of life insurance trusteed an- 
nually. In 1931 the figure was $1,500, 
000,000 and four billions had been trus- 
teed prior to that year. The bottom 
dropped out of the business during the 
depression years, but even if it had not 
been for the depression, life insurance 
trusts would have fallen into disfavor 
anyway because the trust was over- 
played, he said. The question of estab- 
lishing life insurance trusts must be ap- 
proached from the angle of how the re- 
quirements of the individual’s estate can 
be filled. 

He answered the question, “How can 
the trust officer unearth the needs that 
can be satisfied only with life insur- 
ance?” by the following examples: The 
young man who lacks an estate; the mid- 
dle aged man whose estate lacks cash; 
and the business man who lacks liquidity. 

Trust men need to be taught the fun- 
damentals of life insurance, and agents 
need to be taught the fundamentals of 
the trust business, Mr. Stephenson said. 
Here is where a trust council is found 
helpful. A series of lectures and dis- 
cussions may be arranged mutually ad- 
vantageous to both groups in which the 
activities and problems of one group may 
be explained and described to the other. 
The purpose of such councils, he said, 
is entirely educative and they are not 
formed for the purpose of propaganda 
or to act as sales agencies. 


Cleveland Plans Big Rally 
to Be Held April 8-9 


CLEVELAND—Plans for the first 
annual convention of the Ohio Associa- 
tion of Life Underwriters here, April 
8-9, are under way. Sessions will be in 
Hotel Statler. At noon company repfe- 
sentatives will hold private luncheons. | 
second full session, with speakers, w! 
be held in the afternoon and a banquet 
in the evening. : 

On the second day breakfast meetings 
will be scheduled for supervisors, gen 
eral agents, women agents, C. L. U.S 
cashiers and office managers. Nationally 
prominent speakers will be heard. 

Vivian Anderson, Provident Mutual, 
Cincinnati, is general convention chait- 
man. The convention executive commit- 
tee is headed by Fred Zweifel, Equitable 
of Iowa, Toledo, president Ohio ass0 
ciation. 

Warren H. Smith, Northwestern Na- 
tional, is general chairman, Clevelan 
convention committee. 











Los Angeles—At the forum meeting 
with L. S. Roscoe as chairman, the po 
was “The Life Underwriter at the Cro 
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roads.” Questions brought up were: 
“are life men gaining or losing favor 
with the public? Will the life salesman 
of tomorrow command more respect than 
he does today? What are the real facts 
and reasons behind the public unwilling- 
ness to grant life men interviews? Have 
$ we made a mistake in the use of the 
‘packing up the hearse’ appeal? What 
undignified acts do certain agents com- 
mit that react unfavorably on their fel- 
low life men.” 


1B ll 








Columbia, S. C.—R. M. Cooper, collec- 

tor of internal revenue and president of 

) the Columbia chamber of commerce, 
ng MH guest speaker, praised the part played 
py the institution of life insurance in 
the development of Columbia and South 


its ' Carolina. 





Pontiac, Mich.—Victor Hersey, inspec- 





by tor of agencies for the Prudential in 
f. ' Michigan, Ohio and Indiana, spoke on the 
si ethics of the profession and loyalty to 
€n J policyholders and the company. 

e. 4 

th South Bend, Ind.—The association 
he honored 22 agency leaders at its third 
he [© anniversary meeting. Each spoke briefly 
m- on the various plans that he had used in 
nt | 1937, as well as his solution for increas- 


ing his production in 1938. 

















” Cleveland—Herster Barres, successful 
agent of the Northwestern Mutual in 
en New York, will speak Feb. 11 on “A 
n- Young Man Looks at Life Insurance.” 
re aie 
ed [ wichita, Kan.—The program Feb. 12 
f- J isin charge of the Farmers & Bankers 
ig — Life on “Make Good Plans and Then Go 
n- Into Action” or “What to Do to Start 
),- Selling.” 
s- 
m Sheboygan, Wis.—It has been voted to 
he change the fiscal year from Jan. 1 to 
ot July 1. Present officers whose terms 
' were extended are Joseph F. Hinkes, 
ce ' president; William Patzer, vice-president 
or and G. J. Crikelair, secretary-treasurer. 
E> It was decided to cooperate in the Na- 
b- tional association essay contest. 
D- ; 
e- — Pittsburgh—Joseph M. Gantz, Cincin- 
in nati general agent of the Pacific Mutual 
_ Life, will speak Feb. 25. 
; Fort Wayne, Ind.—An educational con- 
_ ference was conducted by Dr. B. E. 
Wyatt, educational director of the 
le ' American College of Life Underwriters. 
l- He addressed the weekly session of the 
1; ' CL U. class and the educational com- 
y. | mittee of the life underwriters’ associa- 
ba ' tion, 
q : : 
if Waukegan, Ill.—Roy Davis, assistant 
1 Illinois insurance director, was the prin- 
d cipal speaker at the meeting of the Lake 
County association. é 
. 
|- Columbus, O0.—R. C. Gaugh, Mutual 
e Benefit, president, announced that the 
y » annual sales congress will be held March 
7 19 Arrangements are being made for 
1 five speakers. Robert K. Zimmer, vice- 


President is chairman. of the sales con- 
gress, 





North Dakota—Carl Peterson, super- 
visor of agencies for the Northwestern 
National Life, spoke at the meeting of 
the association at Fargo. He discussed 
What’s Ahead for 1938” and showed 
that the life man who planned his work 
and worked his plan during the big de- 
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pression in the 30’s was able to come 
through with flying colors and that dur- 
ing the present recession, if such it be, 
the same type of planned program will 
carry the agent through to success. He 
spoke of the big amount of money paid 
out by the companies which will help 
relieve distress and the amount of ac- 
tual security which is bought through 
the medium of life insurance. 

Jonesboro, Ark.—A double feature pro- 
gram was arranged by President Powell 
Stamper for the February meeting. P. 
C. Sadler, manager of the Memphis 
branch of the Retail Credit, spoke on 
inspection reports. James Stewart, vice- 
president Farmers & Bankers Life, 
Wichita, Kan., spoke from the stand- 
point of the home office executive. 








Macon, Ga.—Members listened to a 
paper on “Savings Bank Life Insurance” 
by Mrs. Hazel Schofield, association sec- 
retary. 


CHICAGO 


FEBRUARY MEETING OMITTED 


The February meeting of the Chicago 
Life Insurance Lawyers club has been 
omitted due to the fact that two of 
those who were to have“appeared on the 
program were unable to “attend, they 
being Henry S. Moser and George T. 
Evans. The next meeting will be 
March 8. 


BROKERAGE SCHOOL STARTED 


The second brokerage school started 
by the John Dingle agency, Massachu- 
setts Mutual Life, in Chicago, has 25 
enrolled, and ten brokers have regis- 
tered for the third school to start in 
April. Both schools will continue eight 
weeks. Mr. Dingle and J. S. Braunig, 
assistant general agent, have recruited 
six agents since Dec. 1 who are experi- 
enced salesmen. The agency staff of 
ten which Mr. Dingle had when he 
opened his new office last July, has been 
increased to 20, and a substantial vol- 
ume of new business is being done. 

















BEHR AGAIN A MILLIONAIRE 


Louis Behr, assistant manager of the 
Lustgarden agency Equitable Society in 
Chicago, passed the million mark for 
his fifth consecutive year in production 
last year, his total being $1,845,289. In 
1936 he paid for $2,174,170. From 1931 
to 1937 inclusive he paid for 717 cases, 
the policies average being $13,000. The 
company says that “Sound prospecting 
and. underwriting practices account for 
his consistent and outstanding success.” 
Mr. Behr’s latest book, “My Program- 
ming System” shows in clear detail his 
method of arranging a complete estate. 
It is sold by THE NATIONAL UNDERWRITER 
for $2. It is one of the most useful 
books published. 


ADDRESS WOMEN EXECUTIVES 


C. J. Zimmerman, Chicago general 
agent of the Connecticut Mutual, was 
one of eight men executives in different 
business lines who addressed. the Altrusa 
Club this week. -This club is composed 
of leading business women holding high 
places. The speakers spoke on the sub- 
ject, “What Is Expected of the Execu- 
tive Woman in Business?” . Two insur- 
ance women who are leading members 
are ‘Miss Nan S. Clithero, insurance 
broker, and Mrs. Lillian L. Herring, 
secretary Illinois Insurance Federation. 

Mr. Zimmerman stated that a business 
woman should not neglect her personal 
appearance. Her clothes, he said, should 
be smart, neat. and feminine but not 
loud. - Next, she should know the: busi- 
ness in which she is engaged thoroughly. 
In her dealings with the office and cus- 
tomers he said she should be business- 
like but not social. She should~ avoid 
the usual small talk and transact her 
affairs in a businesslike way. Then the 
woman, he said, should be thoroughly 
absorbed in her business and it should 
be her main concern rather than her 
home or love affair. She should be a 
diplomat, said Mr. Zimmerman. 
should know how to meet people and to 
avoid unpleasant episodes. Next, she 








She } 





should know how to get cooperation 
from those that she is supervising. She 
should not be the “bossy” type. She 
should not give orders but she should 
ask for and expect cooperation from her 
associates. Mr. Zimmerman laid stress 
on the fact that a woman executive 
should know how to take criticism, sug- 
gestion and instruction the same as a 
man. Mr. Zimmerman advised the 
woman executive to be herself at all 
times and not try to become artificial. 
She should think for herself and lastly 
he said she should have initiative and 
be resourceful. 

In dwelling on some of the positive 
virtues he also had a list of “Don'ts.” 
In the first place, he objects to the 
business woman who tries to be coy and 
something of a “vamp.” Also he is op- 
posed to the gossipy, talkative woman 
in business. .A woman executive, he 
said, certainly should avoid emotional 
outbursts and should not create scenes. 
Very often he thinks that women try 
to play the role of martyr and claim 





they are misunderstood. This, he says, 
has no place in a business office. The 
woman who tries to be too clever and 
assumes a superior air soon becomes 
unpopular. 

There are certain advantages, he finds, 
that women executives have over men. 
He believes that their mental alertness 
is keener, they have a greater intuition, 
they may have perception however with- 
out reasoning. Mr. Zimmerman stated 
there is a place in the sun for women 
executives. 

C. ‘M. Cartwright of THE NATIONAL 
UNDERWRITER was another speaker at the 
meeting. 





LUSTGARTEN AGENCY LEADS 

Paid volume of $1,391,000 in 170 cases 
was reported by the Samuel Lustgarten 
agency, Equitable Society, Chicago, in 
January. The agency led all other Chi- 
cago agencies of the Equitable for the 
month. This large volume resulted 
from substantial business from the rank 
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and file, plus exceptional production by 
several large producers. Three mem- 
bers were credited with over $100,000 
each for the month. This group in- 
cluded Louis Behr, assistant agency 
manager, who led with $423,000, I. S. 
Stein $125,000, and Harry Steiner $117,- 
500. 





Seven New Directors Named 


by Central States Life 


ST. LOUIS—Seven new directors 
were elected at the annual meeting of 
the Central States Life and six members 
reelected. New directors are: A. G. 
Stifel, Stifel-Nicolaus, investment house; 
A. B. Elias, chairman Southwestern 
Bell Telephone Company; Phelix Gun- 
ter, former vice-chairman First National 
Bank, St. Louis; Sidney Maestre, presi- 
dent Mississippi Valley Trust Company; 
O. F. Richards, vice-president Mercan- 
tile-Commerce Bank & Trust Company, 
and W. O. Armstrong, attorney, all of 
St. Louis, and Eugene Burget, president 
People’s Life. 

President McCormack announced he 
would not be a candidate for reelection, 
as he wished to devote his entire time 
to his position as president of the Crane 








insurance agency. He was elected presi- 
dent Central States Life two years ago. 

The new board, it is reported, was 
intended to represent the banking and 
business interests of St. Louis and the 
southwest rather than simply the views 
of the majority of the stock. 

The new board met Wednesday and 
adjourned subject to call without elect- 
ing new officers. Mr. Elias who has 
been mentioned as the probable suc- 
cessor to Mr. McCormack has declined 
to comment on the report. 





W. H. Jurgensen on Trial 


LINCOLN, NEB.—W. H. Jurgensen, 
Omaha agency manager, former presi- 
dent of the Western Union Life of Lin- 
coln and lieutenant governor of Ne- 
braska, is on trial in district court on 
the charge of embezzlement. When 
head of the Western Union he operated 
the Western Union Agency, and the 
state claimed that an agent negotiated 
a trade of bonds with a client at Potter 
which resulted in the client getting only 
a $900 note of Jurgensen in return for 
building and loan stock. The note has 
not been paid. Mr. Jurgensen denied 
that he had authorized the transaction 
or that he profited by it in any way. 
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Chester Nash Goes to 
Cone Advertising Agency 





Chester C. Nash, editor of the life 
insurance department of the “Weekly 
Underwriter” of New York, is resigning 





CHESTER C. NASH 


to join the Andrew Cone Advertising 
Agency in that city. Mr. Nash con- 
nects, therefore, with a very enterprising 
and high grade organization. The head 
of the advertising agency is Hayes Cone 
and associated with him is his son, Fred- 
erick. Another prominent factor in the 
agency is Raymond Parker. Mr. Nash 
is trained in insurance newspaper work 
and also advertising. He is a graduate 
of Northwestern University of Evanston, 
Ill. He had a short career in another 
line of business when he joined the Chi- 
cago editorial staff of THe NATIONAL 
Unprrwriter, Later he was shifted to 
the New York office specializing on life 
insurance but having a well grounded 
education in all lines of the business. 
He inaugurated later on a special adver- 
tising and publicity service and then 
joined the Home Life of New York as 
advertising and publicity manager where 
he did a remarkably fine piece of work. 
Mr. Nash is a thinker. He is original 
in his ideas and will add much to the 
Cone agency. The Cone agency already 
handles some excellent insurance ac- 
counts and is extending its insurance 
service. 

The Andrew Cone agency is one of 
the few agencies having special insur- 
ance departments manned by men of 
practical insurance experience. The de- 
partment is headed by Raymond D. 
Parker, vice-president of the agency, 
who has a background of 25 years in 
nearly all branches of insurance. 





Equitable’s First Year Claims 


Last year the Equitable Society paid 
$656,250 in death claims on 205 ordinary 
policies that had been in force for less 
than a year. They were on the lives of 
182 people. Fourteen of these were in 
force less than a month. Of the total, 
78 for a total of $238,632 were the re- 
sult of accidents or homicides and 35 
were caused by automobile mishaps. 
During this period $107,310 was paid un- 
der double indemnity provisions. 


Davis Has Two New Unit Men 


Joseph V. Davis, general agent Equi- 
table Society at 450 Seventh avenue, 
New York City, states that in January 
his agency paid for $539,000, which was 
| its first month of operation. Louis 
Antin and H. V. Cohen have been ap- 
pointed unit managers. Mr. Antin 
joined the Equitable Jan. 20, 1928, and 











VIEWED FROM NEw YorK 


By R. B. MITCHELL 








has qualified each year in the production 
clubs and has been a member of the 
Quarter Million Club. He is a graduate 
of the Equitable training courses. 

Mr. Cohen has been connected with 
ths company since 1931. He studied 
law. He has taken special courses jy 
business administration and sales map. 
agement. 


Knight Agency’s Paid-For 

The Charles B. Knight agency of the 
Union Central Life of New York City 
paid for $1,225,710 in January as com. 
pared with $2,936,130 for the same 
month last year. 








Reveals N. Y. Superintendent 
Wanted Insurers to Support 
Stock Market in 1929 





President Thomas I. Parkinson of 
the Equitable Society, in his address a 
the agency leaders banquet in Cincin- 
nati, revealed an interesting incident 
that took place following the stock mar. 
ket crash in 1929. 

The New York insurance superinten- 
dent called the presidents of the five 
leading New York companies into his 
office, Mr. Parkinson declared. He re- 
quested that they create a $50,000,000 
pool to buy certain specified stocks in 
an endeavor to sustain the market. 

One of the company presidents 
pointed out that life companies were 
not permitted to invest in common 
stocks. “That is all right,” the superin- 
tendent replied, “I’ll rule that in view of 
the emergency, life companies may bu 
common stocks.” 

“What will happen to us if the district 
attorney of the Bronx indicts us fora 
misdemeanor?” another president asked. 
The companies did not put up the money 
and Mr. Parkinson said it is obvious 
how much of the $50,000,000 would have 
been left in 1932. 

Mr. Parkinson said he respects the 
extraordinarily competent administra- 
tion of the insurance departments and 
the companies benefit continually from 
their guidance. However, he observed 
that if liberty and freedom are to exist, 
policies must be determined and laws 
made by representatives of the people 
rather than by experts chosen by others 
than the people. 

Commissioners’ Committee Shifts 

Jess G. Read, Oklahoma, secretary 0 
the National Association of Insurance 
Commissioners, announces the following 
changes in committees made by Pres 
dent George A. Bowles: J. W. Brittot, 
new Tennessee commissioner, succeeds 
J. M. McCormack on the accident and 
health, fraternal and workmen’s compe! 
sation standing committees and on the 
interstate liquidation and reorganizatio!, 
unallocated premium, automobile financt 
companies special committees and 
the sub-committee of the fraternal com 
mittee. 

M. V. Pew, who succeeds Ray Mut 
phy as Iowa commissioner, will replact 
Mr. Murphy on the examinations, ft 
ternal, taxation and valuation of secu 
ties standing committees and on the sa 
form code sub-committee of the frater@ 
committee. Ernest Palmer, Illinois ¢ 
rector of insurance, will succeed Mr. 
Murphy as chairman of the uniform 
code committee. Superintendent Bowe? 
of Ohio is named chairman of the aul” 
mobile finance committee. 


Canadian Officers to Meet 


The annual meeting of the Canadian 


Life Insurance Officers Association 2 
be held in London, Ont., June yr 
G. W. Geddes, general manager he 
actuary of the Northern Life of London, 
is president and will appoint th 
mittee to develop a program an 
range for details. 
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~ LEGAL RESERVE: FRATERNALS 


Pink Studies Fraternal Trend 





‘Tells Legislators Societies Must Ex- 
pect to Assume More Nearly Obliga- 
tions of Life Companies 





Superintendent Pink of New York in 
his annual report to the legislature, re- 
fers to developments in the fraternal 


eld. 
ie While the local lodge, which still is 
the major characteristic of the fraternal 
movement, he said, continues to have 
some helpful and desirable functions, the 
fact cannot be ignored that its appeal 
is lessening with the many other attrac- 
tions of modern life. 

The ability of fraternals to increase 
ther adult business by the direct en- 
listment of adults would seem to depend 
substantially upon the maintenance of a 
net cost for insurance comparable to 
life policies issued by old line compa- 
nies. Accordingly, some of the larger 
societies are competing with life com- 
panies for business in the larger com- 
munities at a high expense rate. In 
this movement, the usual agency system 
and methods for securing new business 
used by life companies are employed. If 
this is indicative of the future trend of 
fraternal insurance generally then, he 
said, it would seem that such societies 
must expect to assume more nearly the 
obligations and requirements of life 


> companies. 


Mr. Pink said that members of the so- 
cieties should have a more active voice 
in the management, particularly in re- 


spect to effecting measures of economy 
_ where a high expense rate exists. I 
| majority of delegates voting at the legis- 


The 


lative conventions should be other than 
salaried officers or paid agents or repre- 
sentatives. 

The minimum reserve basis for the 


; contracts should be strengthened. With 
| the decline in interest return an assumed 


yield of 4 percent on invested assets is 
too optimistic, he contended. The Na- 
tional Fraternal Congress table of mor- 
tality is obsolete as a suitable minimum 
standard for valuation. 

According to Mr. Pink, the proposed 
revision of the insurance law attempts 
to offer remedies. 





N. F. C. Committee Drafting 
N. Y. Code Changes 


Since the hearing in Albany, N. Y., 
efore a special legislative committee on 
the fraternal section in the proposed in- 
surance code, a special committee of the 
National Fraternal Congress has been 
busy drafting changes to recommend in 
line with the conclusions at the hearing. 
his work is being conducted under 
direction of Chairman Rainey T. Wells, 
general counsel Woodmen of the World. 
It is to be prepared in printed form and 
to be filed in a few days. 

There was a large contingent of fra- 
ternal leaders at the Albany hearing, 
in addition to the members of the spe- 
- . F. C. committee previously men- 
toned. Among those attending were 
oster F. Farrell, executive secretary- 
manager N. F. C., Chicago; D. D. 


——— 








Macken, actuary Woodmen of the 
World, Omaha; Russell Mathias of 
Ekern & Meyers, Chicago insurance 


law firm; Frank Hand of the Independ- 
ent Order of Foresters, Toronto, and 
Sidney Pipe, chief actuary, and Norman 
Sommerville, K. C., chief counsel, both 
of the I. O. O. F.; E. W. Dillon, gen- 
eral counsel United Commercial Trav- 
elers; Mr. Philips of the Travelers Pro- 
tective Association; R. . Taylor, 
actuary Royal Neighbors; George G. 
Perrin, general counsel Modern Wood- 
men; Miss Frances D. Partridge, Wo- 
man’s Benefit, member executive com- 
mittee N. F. C.; President E. R. 
Deming of the New York Fraternal 
Congress, connected with the Unity Life 
& Accident in New York; Warren 
Benedict, New York City, New York 
state manager Modern Woodmen, and 
Fred W. Service, general counsel Pro- 
tected Home Circle, Sharon, Pa. Walter 
Basye, editor “Fraternal Age,” Roches- 
ter, N. Y., attended as an observer. 





Arkansas Congress Hears 
Address by Bradshaw 


LITTLE ROCK—Harmony in com- 
mercial and social relationships was 
urged by De E. Bradshaw, president 
Woodmen of the World, Omaha, at the 
annual meeting of the Arkansas Fra- 
ternal Congress here. He explained 
benefits to be derived from a harmoni- 
ous relationship between the various 
fraternals as “conducive to a_ better 
practical and economic adjustment and 
a more harmonious relationship between 
all organizations.” 

Mrs. Lillie Bailey, Ben Hur Life, 
Jonesboro, was elected president. Other 
officers elected were: Vice-president, E. 
A. Gwinner, Hot Springs, state manager 
Modern Woodmen; second vice-presi- 
dent, Mrs. Tressie Goldsticker, state 
manager Woodmen Circle; third vice- 
president, Mrs. Lillian Mason, Jones- 
boro, Woman’s Benefit; secretary-treas- 
urer, Miss Alta Lundy, Little Rock, 
state manager Maccabees; sergeant-at- 
arms, C. H. Sturgis, Little Rock, state 
manager Praetorians; chaplain, Mrs. 
Virginia Burnside, Little Rock, Degree 
of Honor Protective; delegate to Na- 
tional Fraternal Congress, B. B. Rag- 
lin, Little Rock, retiring president. 

Farrar Newberry, member executive 
committee N. F. C. and secretary Wood- 
men of the World, spoke in lieu of Mrs. 
Dora Alexander Talley, N. F. C. presi- 
dent, head of the Woodmen Circle, who 
was unable to appear. 








Vote to Grant Licenses 


The Oklahoma fraternal insurance 
board reversed its previous act of Octo- 
‘ber, 1937, and voted unanimously to 
issue 1937 licenses to all societies that 
had filed application, or 26 licenses for 
the calendar year of 1937. It also was 
agreed to grant 1938 licenses as soon 
as the annual statements and support- 
ing papers are received, which will be 
about March 1. A board meeting is sect 
for March 15, to take formal action on 
issuing the licenses, bringing to an end 
the stubborn fight against officially per- 
mitting fraternals to operate in Okla- 
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homa. Commissioner Read _ consist- 
ently opposed the fight against the 
societies. The board’s action was based 
on an opinion from the attorney-general. 





N. F. C. Program Additions 


There have been two additions to the 
program for the mid-winter meeting of 
the Press Section of the National Fra- 
ternal Congress to be held in the Mor- 
rison hotel, Chicago Feb. 21-22. Mrs. 
Vivian Watkins, Royal League, Chi- 
cago, will speak on “Cooperation with 
Local Lodges.” Robert McCain, Ben 
Hur Life. also is to address the section. 





Seek to Tax Fraternals 


A bill is pending in the Virginia leg- 
islature, S. B. 129, providing that any 
fraternal society which issues insurance 
contracts designed to accumulate profits 
for benefit of members or to pay divi- 
dends to them shall be deemed to be 
doing a general life insurance business 
and shall pay taxes under Chapter 17 
of the state tax code. The measure was 
on the senate calendar this week, re- 
ported favorably by the finance com- 
mittee. : 


C. I. O. Fails in Texas 


DALLAS—Texas industrial life in- 
surance agents have failed to respond to 
C.I.O. organizers with the result that. no 
organization has been effected and. all 
but one of the organizers have retired 
from the field, the one remaining being 
B. M. Egan who makes his headquarters 
in Houston. 


Provident L. & A. Conference 


COLUMBIA, S. C—A dinner cli- 
maxed a successful business session of 
the Provident Life & Accident. Among 
those attending the dinner were Robert 
L. Maclellan, vice-president; Sam E. 
Miles, Greensboro, N. C., agency man- 
ager of the life department, and F. R. 
Quinn of Greensboro. 
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What Is Legal Reserve 


Fraternal Life Insurance? 


(This is the fourth of a series of advertise- 
ments outlining briefly a few characteristics 
of this type of protection—points that may 
not be generally understood by the other- 
wise well informed and intelligent fraternity 
of life insurance executives and salesmen.) 


4. Social activities and charitable work are 
made available for those members who 
wish to take part. Many fraternals oper- 
ate homes for aged members or hospitals. 
Rapidly growing juvenile departments pro- 
vide excellent opportunities for children to 
take part in lodge work and social events. 


Like the record made by the legal reserve fraternals as a 

whole, it was never necessary for the Ben Hur Life Asso- 

ciation to borrow money from the government or any 
other source to meet all cash demands. 


BEN HUR LIFE ASSOCIATION 


Established 1894 
Home Office: Crawfordsville, Ind. 


Edwin M. Mason, 
Secretary 
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News Asout LIFE POLICIES 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
in Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Has New Scale of Dividends 


Owing to Continued Low Interest 
Level, the Metropolitan Life Will 
Make Readjustments as of May 1 








NEW YORK—Because of the con- 
tinued low interest level the Metropoli- 
tan Life is adopting new scales of divi- 
dends as of May 1, the beginning of the 
dividend year for ordinary, intermediate, 
and special class policies, Chairman F. 
H. Ecker announced at the annual man- 
agerial conference here. On the 3% 
percent policies issued prior to 1935, 
when the company went to a 3 percent 
basis, the dividend reduction will aver- 
age about 15 percent, being greater or 
less than this average according to the 
importance of the interest factor in any 
particular dividend. 

The new dividends are based on a net 
interest rate of 3.6 percent and provide 
for larger contributions to the contin- 
gency reserve. Reductions are somewhat 
larger than the 15 percent average on 
policies with large reserves, such as sin- 
gle premiums, endowments and all poli- 
cies of long duration, while the cut on 
policies with small reserves will be 
lower than the 15 percent average. 


Proceeds Rate is 314 Percent 


For outstanding 3 percent policies, ex- 
cept single premium policies, any re- 
ductions will be very small because of 
short duration, such policies - having 
been issued only since Jan. 1, 1935. In 
most cases the policyholder will actually 
receive more than he received last year. 
Excess interest on 3 percent supple- 
mentary contracts and on dividends left 
to accumulate at 3 percent will be at the 
rate of one-half of 1 percent while on 
the 314 percent contracts no excess in- 
terest will be paid. 

Pointing out that participating compa- 
nies in general have made substantial 
reductions in dividends since 1929, Mr. 
Ecker said the Metropolitan has made 
smaller reductions except for policies 
containing the disability income benefit. 
He said it would very likely have been 
possible to realize the hope of maintain- 
ing higher dividends if it had not been 
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for the present recession which has re- 
sulted in the continuation of a decreased 
interest rate, making it necessary as a 
sound and conservative policy to de- 
crease dividends. Mr. Ecker said that 
even taking the present reduction in 
dividends into consideration the com- 
pany’s competitive position is still favor- 
able, particularly in view of its mortu- 
ary, maturity, and supplement dividends. 





New Aviation Instructions 





Metropolitan Life Stresses Importance 
of Special Information Concerning Ap- 
plicants Taking Unscheduled Flights 





To safeguard against the aviation haz- 

ard, the Metropolitan’s new agency in- 
structions emphasize the importance of 
special information on a supplementary 
aviation application and a mercantile re- 
port for any applicant who has at any 
time in the past, flown other than as a 
fare-paying passenger, or who is likely 
to fly in the future, or is connected di- 
rectly or indirectly in any capacity what- 
soever with aviation even to the extent 
of manufacture or repair of aircraft or 
aircraft accessories. 
_ It is obvious that many people com- 
ing under one of these classifications 
would not consider themselves in the 
extra hazard class and would not real- 
ize that sooner or later they might be 
drawn into aviation more actively. On 
the other hand, without such safeguard 
as the Metropolitan now has it would 
be easily possible for a life company 
to take on a number of risks which in 
a short time would become extremely 
hazardous. The company is not attempt- 
ing to shut out those who are engaged 
in aviation as is shown by the fact that 
the company has prepared a special five- 
year renewable, non-convertible. term 
plan for use where some of the standard 
policy forms cannot be issued. 

There is no reason why aviation risks 
should not be accepted at adequate pre- 
miums but it is quite common for ap- 
plicants of this class to under -estimate 
the dangers of their occupation and to 
complain that the extra premium is out 
of proportion. 


Provides Three Riders 


For such applicants, the Metropolitan 
provides three riders excluding the avi- 
ation hazard from the company’s lia- 
bility in varying degrees. The first, 
which is allowed in all states and in 
Canada limits the liability to the reserve 
in event of death during the first two 
policy years, as result of services, travel 
or flight in any species of aircraft, ex- 
cept as fare-paying passenger. 

The second rider carries the same 
provisions except that the restriction is 
carried throughout the life of the policy 
and not during just the first two years. 
This rider is not allowed in Michigan, 
North Dakota, South Dakota, Texas and 
Wyoming. 

The third rider permanently and with- 
out exception limits the company’s lia- 
bility to the reserve in event of death 
as a result, directly or indirectly, of 
service, travel or flight in any species of 
aircraft, as fare-paying passenger or 
otherwise. This rider is not allowed in 
Illinois, Michigan, North Dakota, Okla- 
homa, South Dakota, Texas and Wyo- 
ming. . 

In states where these riders are not 
allowed, the applicant is accepted only 
by payment of the extra premium com- 
mensurate with the risk involved. 

If the annual extra premium per 
$1,000 of insurance is $50 or more the 
limit of insurance which will be accepted 
is $2,000; extra premium $35-$49, limit 
$5,000; extra $25-$34, limit $10,000; extra 





$10-$24, limit $25,000; extra $9, limit 
“Special Class B;” extra $5-$8, limit 
“Special Class;” extra $1-$4, limit “In- 
termediate.” 


Bankers Life, Ia., Brings Out 
New Juvenile Contract 


The Bankers Life of Iowa _ has 
brought out a new juvenile endowment 
at age 18. The general provisions are 
the same as for the juvenile 20 payment 
life and 20-year endowment policies, ex- 
cept that since the policy will mature 
when the insured is still a minor it is 
provided the maturity value shall be paid 
to the original beneficiary, if living, 
otherwise to the first named contingent 
beneficiary, if living, otherwise to the 
insured. ; 

The limit is $5,000. This policy is 
intended as a medium whereby the 
father may create and amortize a col- 
lege education of $5,000 for the child, 
payable starting at age 18, at the rate of 
$100 a month for four years, and then 
paid $500 in cash to give the child time 
and money to secure a good position. 
Rates for the new form are: 








Age Prem. Age Prem. Age Prem. 
ear ee eee 70.6 ae $99.29 
» ears. Bi00) © Bens 75.9 Dis asses 111.06 
61:00 6.5%.% S815 10.0654 125.92 
- ae Bot | Cswws 89.8 





Annuity Option Offered 
by Security Mutual Life 





A special annuity option is offered by 
the Security Mutual, N. Y., to be at- 
tached upon request to any policy, other 
than term, providing under certain con- 
ditions that the net cash value may be 
applied to purchase a life annuity at net 
rates. The option reads as follows: 

“Tf there is no existing assignment of 
this policy, the insured, upon surrender 
of this policy for its net cash value as 
provided in said policy and upon filing 
with the company at its home office of 
a proper written request, may elect to 
have such net cash value used to pur- 
chase a life annuity with or without a 
guarantee period at the net rates cor- 
responding to the published gross rates 
of the company in effect at the time 
of such surrender. 

“Provided, however, that no annuity 
shall be available hereunder unless the 
policy shall have been in force for a 
period of at least ten years and unless 
the total cash surrender value of this 
and of any other policy or policies under 
which this option is concurrently elected 
equals at least $900. The policy shall 
be surrendered to the company in ex- 
change for a supplemental agreement 
providing for the annuity.” 


Whole Family Policy Being 


Issued by Pioneer Reserve 








The Pioneer Reserve Life of Okla- 
homa City has brought out a 20-pay- 
ment life whole family policy, similar 
to family group policies now written by 
a number of other companies. This in- 
sures the members of a family under 
one form in varying amounts and with 
various beneficiaries designated, as de- 
sired, at a single premium. This pre- 
mium is arrived at by setting certain 
premiums for each of the insured per- 
sons. 


Set Up Separate Values 


In the policy the nonforfeiture values 
are set up separately for each insured. 
There is an automatic premium loan fea- 
ture, waiver of premiums in case of 
total and permanent disability before 
age 65, and special provisions for partial 
disability such as loss of both eyes, 
hands or feet, one hand and one foot, 
one eye and one foot or one eye and one 
hand, for which the principal sum allo- 
cated to the particular insured is pay- 
able; loss of one hand or one foot, one- 
fourth the principal sum, and loss of 
one eye, one-fifth the principal sum. 
This clause requires severance at or 
above wrist or ankle joint, or entire 








Agency Leaders of — 
the New York Life 
for the Last Year 


I. Benjamin Leven of Hollywood 
Cal., led all the New York Life agent; 
last year in paid for business, his volume 
being $1,102,000. Howard G. Jones of 
Pipestone, Minn., led in number of ap. 
plications, there being 286. Leaders jn 
paid for business are I. S. Kibrick of 
Brockton, Mass.; A. Homer Vipond, 
Montreal, Can.; Harry Siegel, New 
York City; Samuel Soforenko, Proyj. 
dence, R. I.; H. W. Hughes, Kansas 
City, Mo.; K. C. Fitch, Wichita, Kan, 
Abraham Melnek, New York City: 
Charles Anchell, New York City; L. K 
Sims, Los Angeles; Ben Sekt, Sioux 
City, Ia.; Jack Manfield, Chicago; S. D, 
Einstein, Vineland, N. J.; J. E. Baker, 
Jr., St. Louis; H. J. Talman, Worcester, 
Mass.; Alexander Dumas, New Rochelle, 
N. Y.; J. C. Smith, Oklahoma City; 
Bennie Hirschfield, Pittsburgh; J. M. 
Thorsen, New York City; E. S. Mc 
Coach, Philadelphia; R. A. McGowan, 
Appleton, Wis.; Jacob Serody, Philadel. 
phia; Trosper, Detroit; W. H. 
Kelly, San Francisco, and N. R. Com- 
sweet, Cleveland. 


Leaders as to Applications 


The leaders in number of applications 
are H. G. Otis, Beloit, Wis.; Eugene 
Kendall, Norman, Okla.; D. S. J. Brand, 
Oklahoma City; W. E. Wadhams, Aus- 
tin, Minn.; H. G. Mickle, Homer, Mich, 
J. P. Stein, Jamestown, N. D.; E. L 
Vinyard, Highland Park, IIl.; H. A. 
McColl, Colorado Springs, Colo.; H. F. 
Austin, Patchogue, N. Y.; R. W. Schell- 
bach, Nashawauk, Minn.; H. C. Johr- 
son, Long Pine, Neb.; B. H. Mason, 
Evansville, Ind.; Harry Maybrook, Chi- 
cago; L. K. Sims, Los Angeles; Howell 
Wadsworth, Tallahassee, Fla.; E. T. 
Golden, San Francisco; F. A. Hammer- 
quist, Rapid City, S. D.; M. O. Molstre, 
International Falls, Minn.; J. R. Rout: 
song, Los Angeles; Coy Jay, Johnstown, 
Pa.; J. E. Watkins, Lake Charles, La; 
M. H. Brinton, Idaho Falls, Idaho; A. 
W. Meens, Grand Junction, Colo., and 
G. A. Sutherland, Fairmont, Minn. 











irrecoverable loss of sight of one or 
both eyes. 

A typical set-up shows annual pre 
mium $42.41, or monthly $3.76 for six 
insureds; father, age 35, wife his bene- 
ficiary, amount of insurance $500, 
monthly premium $1.45; wife 34, hus- 
band as beneficiary, $350 insurance, 
monthly premium 98 cents; three chil- 
dren, 12, 9 and 4, with father as bene: 
ficiary, amounts of insurance, respec 
tively, $200, $150 and $100, and monthly 
premiums 38 cents, 27 cents and 18 
cents. 


Ohio State Rate Revision 
Revised nonparticipating rates have 

been announced to agents by the Ohio 

State Life. The changes largely are 





‘found in more popular forms, such 4% 


ordinary life, endowment at 85 and 2) 
payment life, and in the juvenile depatt- 
ment. Some adjustments have beet 
made, there being some decrease # 
younger ages and increase at older ages. 
No changes were made in settlemet! 
options. 


Brings Out New Rate Book 


The Republic National Life of Dallas, 
formed by the merger of the old a 
public Life of Dallas and the Public Ne 
tional of Little Rock, has brought out é 
new rate book with completely revamp¢? 
policy contracts. Featuring the “se 
equipment is a series of intermediate 
policies written for insured amounts © 
less than $1,000 on both individual a" 
family group forms. 
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PINK GIVES IMPORTANT SUGGESTIONS 


(CONTINUED FROM PAGE 1) 





speculative purposes. However, if in- 
terest is lower, it is easier to pay off 
S. 

the companies, he declared, should 
continue to do all they can to educate 
seople not to borrow unnecessarily. The 
remedy, he contended, is education 
rather than attempting to prevent bor- 
rowing by charging the maximum rate 
of-interest at all times and under all 
conditions. 


Effect on Investments 


Another argument that was presented 
by the companies, Mr. Pink declared, is 
that the drain of policy loans prevents 
investment in desirable securities when 
the market is down and that, therefore, a 
higher interest rate is justified on bor- 
rowing. 

Mr. Pink incorporates in his report 
some comments on this point by Presi- 
dent James A. Fulton.of the Home Life. 
Mr. Fulton points out that in 1932 pol- 
iyholders borrowed money to such an 
extent that little money was available for 
investment. At that time investment 
could be made in long term securities at 
most favorable rates. In the last year or 
two those same policyholders have exer- 
cised their option to repay those loans 
and that money has been invested on a 
basis which contrasted with the basis of 
1932 represents a definite and substan- 
tial loss to the policyholders as a whole. 

He points out that in 1932 government 
bonds could have been purchased for 
$820.95. Instead of buying that bond, 
policyholders borrowed that thousand 
dollars. Currently they repaid the $1,000. 
The company goes out and buys the 
same bond and pays $1,037.50 for it. The 
difference is $216.55. The result to the 
owns policyholders has been a 
Oss. 


Pink Gives His Answer 


Mr. Pink states that Mr. Fulton’s ar- 
gument is against the liberal policy of 
making loans and granting cash surren- 
der values rather than against fixing a 
fair rate of interest on loans. A fair rate 
of interest, he said, is one thing and the 
danger from an excess of policy loans is 
another. Borrowing policyholders, ac- 
cording to Mr. Pink, should not be 
charged unfairly merely as a deterrent to 
the exercise of rights which they are 
Promised and given under their con- 
tracts. 

Mr. Pink said he has come to the con- 
clusion it would be unwise to curtail sub- 
stantially either loan or cash surrender 
privileges. The companies themselves, he 
said, are entirely responsible for the lib- 
eralization of policy loans and surrender 
values. The companies should not rely 
upon an unfair interest rate to discour- 
age liquidity. If they believe they have 
gone too far and that loan and surrender 
privileges should be curtailed they should 
tankly say so. 


Problem of Real Estate 


As a natural sequence to the invest- 
Ment in real estate mortgages on a very 
large scale, life companies and fraternals, 
according to Mr. Pink, have acquired 
tile to an enormous amount of real 
‘state by foreclosure during the past 
seven years of depression in the real 
state market. The greatest rate of ac- 
eemtion occurred during 1933 and 


Pros Pink includes this exhibit which 
a na net real estate holdings after de- 
iaeiae Sales for the years 1929 and 1936 
Clusive, and the ratio of real estate 


holdings to total assets. 


Percent of 
Real Estate 
Holdings to 
Total Assets 
rr 





8.01 
we 1929 most of the real estate hold- 
consisted of home office buildings. 








During the seven years investments have 
increased more than 500 percent. The 
return, he pointed out, is very small, 
being in the aggregate less than half that 
provided for in the mortgages which 
were foreclosed. Much of the real es- 
tate that was taken over was non-pro- 
ductive before foreclosure and that is 
usually the reason why the interest fell 
in arrears and foreclosure became neces- 
sary. 


Disposal of Real Estate 


The disposal of. this real estate pre- 
sents a big problem, he said. Most com- 
panies are not disposed to push sales at 
this time. Those that have been mak- 
ing a sales effort have succeeded in dis- 
posing of much real estate, mostly small 
dwellings. Most of the companies do 
not have any definite plan for disposing 
of this investment. -There is a disin- 
clination on the part of the management 
to dispose of the real estate without a 
profit or at least unless a loss may be 
avoided. “This is a selfish and danger- 
ous attitude,’ Mr. Pink declared. 

The properties are becoming older 
and even though they may be kept up 
fairly well physically many of them will 
become suddenly affected by obsoles- 
cence. If there is a natural improve- 
ment in conditions, there might be a 
sudden desire on the part of all large 
holders of real estate to sell. That 
would bring a setback in the market 
with a lowering of prices and a partial 
discontinuance of new building. Some 
concentrated effort should be made to 
liquidate the real estate at the earliest 
possible time without sacrifice. 


Very Little Cash Involved 


Some companies have made special 
efforts to dispose of the least desirable 
of their real estate. Sales have usually 
been made for very little cash, with pro- 
portionately large purchase money mort- 
gages at low interest rate. The effect 
of this upon the buyer, according to Mr. 
Pink, is that his interest charges are no 
greater than if he had bought the prop- 





erty for a lower price with a small mort- 
gage at the usual rate of interest. Con- 
cessions have resulted in a number of 
sales. There have so far been few, if 


any, foreclosures of these proportion-., 


ately large mortgages, “hazardous as 
they may be,” Mr. Pink declared. 

Mr. Pink declared that competition for 
real estate mortgages in New York is 
very keen. Investors are coming to the 
New York mortgage market with sur- 
plus funds for investment. New York 
real estate is becoming mortgaged to 
foreign ifisurance companies in increas- 
ing amounts. Abnormal amounts of cash 
had accumulated because of reluctance 
to buy other forms of investment. The 
loss of interest on this uninvested money 
may easily excéed the losses resulting 
from the sale of real estate. Mortgage 
interest rates are lower than they have 
been in anytime in the past ten years. 


Reluctant to Foreclose 


There is a reluctance on the part of 
many large institutional lenders to fore- 
close loans on properties which have 
been found are undesirable to own and 
operate, such as theaters, hotels, one- 
tenant buildings, golf courses, club build- 
ings, churches, and other special. pur- 
pose property. 

In order to avoid foreclosing such 
mortgages, lenders sometimes advance 
money for the payment of taxes, increas- 
ing the principal by the amount of the 
advance and frequently interest rates are 
reduced. All of this is done so that the 
mortgagees will not have the responsibil- 
ity that goes with the ownership. How- 
ever the mortgagees almost invariably 
are obliged to take over the properties 
eventually. Then they resell them as 
quickly as possible, taking back pur- 
chase money mortgages in very’ large 
proportions at extremely low rates of 
interest. There is also a tendency on the 
part of some to sell fairly good proper- 
ties, on very easy terms. This accord- 
ing to Mr. Pink holds up prices by the 
sacrifice of security and fair interest 
rates. 

With an excess of money looking for 
investment and a shortage of loan appli- 
cations has come a tendency toward 
optimism by appraisers, Mr. Pink said. 
In the final analysis, he pointed out, val- 





Washington National’s Move 








H, R. KENDALL, Chairman 


The Washington National has pur- 
chased 24,360 square feet fronting on 
Chicago avenue in Evanston, IIl., on 
which it will erect a four-story office 
building, being an annex or “L” adjacent 
to its present building at 610 Church 
street. The two structures will be con- 
nected by bridges on each floor. The 
Washington National took a long term 
lease on the Church street office build- 
ing and its name was changed to the 
Washington National building. 

Chairman H. R. Kendall states that 
the growth of the company has been so 





GEORGE R. KENDALL, President 


rapid that the present building is en- 
tirely inadequate and more space had to 
be provided. The increase in premium 
income last year was $762,704, the total 
being $8,476,507. It has $78,000,000 of 
life insurance in force. The Washington 
National has 400 employes at its home 
office in Evanston. It is an Illinois 
company that has enjoyed a splendid 
growth along substantial lines. George 
R. Kendall, brother of Chairman H. R. 
Kendall, is president. James F. Ramey 
is secretary. All the officials are well 
known to the fraternity. 








ues are governed by income returns. In- 
crease in rents so far has been small, 
Real estate is selling today on the basis 
of its present earnings and if it is to be 
sold higher, the future must be. dis- 
counted. Optimism can be carried too 
far. Appraisals should be based on facts 
with less stress on hope and expectation. 
Estimates of rent should be made and 
compared. with those of similar proper- 
ties in the same neighborhood. Expenses 
cannot be calculated at so much a room 
but must be estimated on the premises 
with an understanding of all conditions 
as they exist. Short cuts by the use of 
factors for calculating these items are 
dangerous as an _ over-optimistic ap- 
praiser is likely to select the wrong 
factors. 

Mr. Pink expresses the hope that in- 
surers will continue to use caution and 
good judgment in making their invest- 
ment. 


Annual Meeting 
of Metropolitan 
Hits High Points 


(CONTINUED FROM PAGE 1) 


than demoralizing the market by dump- 
ing foreclosed properties at any price 
obtainable. 

“Our experience in the past has fully 
demonstrated the wisdom of our proce- 
dure both in our own interest and that 
of the whole real estate field. I think 





there is little doubt that the views con- 


trary to ours are those of the brokers 
and actuated by self-interest. The fact 
remains that when we sell, we get our 
money out and better and, in the mean- 
time, receive a fair income on our hold- 
ings. 

“In relation to total assets, real es- 
tate foreclosed by all the life insurance 
companies throughout the period of de- 
pression has not been as great percent- 
age-wise as in the ’80s and ’90s of the 
last century. Now 8 percent of assets; 
then about 12 percent. Unquestionably 
some allowance should be made for 2 
probable greater leniency shown to bor- 
rowers throughout this period than in the 
’80s and ’90s. 

“We can testify, however, to many 
situations that have been saved and by 
giving time, the borrowers have been 
able to save their properties, as well as 
in many instances having made friends, 
instead of enemies, to the company.” 


President Lincoln’s Talk 


President L. A. Lincoln announced 
that the managerial convention next year 
would be held the latter part of May, 
permitting the managers and others at- 
tending the convention to take in the 
New York world’s fair. The fair opens 
in April and the Metropolitan will have 
an extensive and well located exhibit. 

The exhibit will include many gadgets 
which the public can operate, Mr. Lin- 
coln explained. For example, there will 
be figures on a moving belt represent- 
ing the various occupational classifica- 
tions insured. A visitor wanting to know 
how many policyholders the Metropoli- 
tan has in a certain line of employment 
can push the appropriate button and the 
figure will show a flag with the data con- 
cerning that occupation. There will also 
be a map of the United States and Can- 
ada dotted with colored lights showing 
where the Metropolitan is represented. 

Dealing with the 1937 records, Mr. 
Lincoln said that the Metropolitan’s 
business was 5.7 percent greater than in 
1936 as compared with a 3.3 percent in- 
crease for the other companies of the 
Life Presidents Association. He said 
that the industrial lapse rate was 17.44 
percent in 1937, the best since 1923. 

The death rate among weekly premi- 
ium policy holders was 8.2 per 1000, the 
lowest in the company’s history and 1.9 
percent less than the 1935 rate which was 
the previous low. Mr. Lincoln said that 
if the death rate of 1911 had prevailed in 
1937 the company would have had 237,- 
693 claims instead of the 139,618 claims 
it actually had. 

Commenting on the company’s scope 
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of service, Mr. Lincoln said that the sink- 
ing of the U. S. “Panay” in China had 
resulted in a claim and that there have 
been several death losses as a result of 
the war in Spain. 

Early lapses of industrial insurance 
showed an improvement in 1937, being 
11.91 percent as against 14.33 percent for 
1936. 





Support Pink in 
His Position on 
Bank Insurance 


(CONTINUED FROM PAGE 1) 


In the mistaken notion that savings 
bank life insurance could ever be an im- 
portant substitute for industrial insur- 
ance, the author supports the proposal 
for New York state, and writes of the 
demand for authorization of savings 
bank life insurance as a “yardstick of 
fairness and cost.” 








WOULD AMEND BILL 





ALBANY, N. Y.—A decision to sup- 
port Superintendent of Insurance Pink 
in his recent stand on savings bank life 
insurance was reached at a meeting of 
the New York State Association of Life 
Underwriters. The group, while not at- 
tacking the general idea of savings bank 
life insurance, voted to endorse Super- 
intendent Pink’s opposition to the bill as 
now drafted, and pledged cooperation in 
amending it. 

Delegates from every one of New 
York state’s 18 local associations’ rep- 
resenting nearly 4,000 life men operat- 
ing in the state, attended the special 
meeting. Association officals were pres- 
ent from: Adirondack, Albany, Bing- 
hamton, Buffalo, Elmira, Hornell, Ithaca, 
Jamestown, New York City, ‘Northern 
New York, Poughkeepsie, Rochester, 
St. Lawrence, Schenectady, Syracuse, 
Troy, Utica and Westchester. 


E. W. Murphy Presided 


E. W. Murphy of Rochester, presi- 
dent of the state body, presided at the 
meeting, and the technical aspects’ ‘of 
the impending bill were outlined by S. 
L. McCarty of Albany, chairman of the 
general committee. Albert Hirst, coun- 
sel for the state association, and Roger 
B. Hull, general counsel of the National 
Association of Life Underwriters, also 
interpreted the proposed legislation. 

In a resolution unanimously adopted; 
the representatives anounced their inten- 
tion of cooperating with the sponsors 
of pending bills, and with other inter- 
ested parties, in the development of 
amendments to ensure that the bill, as 
finally presented, would comply in so 
far as possible with the recommenda- 
tions, advocating equal taxation, tthe 
banning of direct state assistance, $1,000 
per person policy limit and avowed con- 
centration on the poorer class of buyer. 
The association pledged itself to sup- 
port the enactment of the bill if thus 
amended, so that a practical test might 
be made in New York to determine 
whether or not lower-cost life insurance 
can be furnished without state subsidy 
and with adequate safeguards. 


Soundness Is Stressed 


Emphasizing that the association “by 
no means opposes the idea of any re- 
sponsible organization attempting to do 
a life insurance business, with or with- 
out the use of salesmen, nor does it op- 
pose any plan or project which will offer 
and supply low-cost life insurance to the 
low-paid wage-earners of this state,” the 
group stressed the need for concrete ac- 
tuarial soundness and taxation parity in 
comparison with existent life insurance 
organizations. 

Sharply criticizing the bills now pend- 


ing before both houses of the legisla-. 


ture, the delegates declared that such 
legislation will “create the impression 
that the state of New York is liable 
under the contracts to be issued there- 
under, and that the state is itself con- 





ducting a life insurance business through 
the savings banks.” They also stated 
that the bills imply that the savings 
banks would be liable for obligations 
under the policies they issued, “while, 
as a matter of fact, not a single dollar 
of savings bank assets will be liable 
therefor.” 


Technical Setup Faulty 


Other criticisms of the proposed bill 
put forward were that the technical 
set-up was faulty, and that certain pro- 
visions ef the state constitution would 
be violated. That the savings bank sys- 
tem had proved inadequate in the one 
state where it had been tried—Massa- 
chusetts—was the final point emphasized 
by the state association. “There is no 
evidence .. . that it has solved the prob- 
lem of furnishing low-cost life insurance 
to the underprivileged classes,” the res- 
olution stated. “Furthermore, under the 
proposed bills, this desired objective will 
not be accomplished, if adequate safe- 
guards are to be maintained and state 
subsidy avoided.” 








IC.L.U.NEWS 





PLANNING IS KEY TO RESULTS 


PITTSBURGH, PA.—R. L. Koehler, 
Jr., Mutual Benefit Life, laid down prin- 
cipals for successful life insurance sell- 
ing at the C. L. U. meeting here. 

Pointing out that 80 percent of the 
life. insurance written in 1937 was writ- 
ten. by 16 percent of the men in the 
business; he asked: Why? Planning 
made.: the: difference in sales results, 
agents should have an organized pres- 
entation: and selling process, and should 
establish a reservoir of prospects, then 


plan the best use of both. 


“No man has a right to expect suc- 
cess unless he is willing to do those 
things known to produce success,” he 


: said. 





BOSTON C. L. U. COURSE 


‘'The Boston C. L. U. chapter has an- 
nounced a 15 ‘weeks review course in 
govetnment and sociology to be held 
Wednesday evenings, beginning this 
week, at the Boston university’s college 
of ‘business administration under In- 
structor James R. Warren, supervisor 
of the Massachusetts Mutual Life’s Bos- 
ton agency. 





‘RICHMOND CHAPTER APPROVED 


Application of the Richmond, Va., 
C. L. U. chapter for a charter has been 
approved by the national chapter. John 
B. Cary is present of the Richmond 
chapter. This makes the 38th chapter 
to be affiliated with the national organ- 
ization. 





PLANS FOR 1938 


The American College of Life Under- 
writers has put out instructions for 
Cc; U. examinations this year. Ap- 
plications should be filed at once. The 
examinations will be held June 9, 10 and 
11. . All applications and correspondence 
pertaining to them should be sent to the 
Registration Board, American College 
of Life Underwriters, N. E. corner 36th 
and Walnut streets, Philadelphia. Dr. 
David McCahan, N. E. corner 36th and 
Walnut streets, who is dean, answers 
other correspondence than that relat- 
ing to the examinations. 





REESE AT PITTSBURGH 


Joseph H. Reese, manager of the home 
office agency of the Penn Mutual Life, 
will speak at the Pittsburgh C. L. U. 
meeting Feb. 14. He is an expert on 
taxation and a vice-president of the na- 
tional chapter. 





SEEFURTH CLEVELAND SPEAKER 


The Cleveland C. L. U. chapter will 
hear Nathaniel Seefurth, Seefurth Serv- 
ice, Chicago, trust and tax consultants, 
Feb, 24. Trust officers of ‘Cleveland 
banks and local attorneys will attend and 





all Cleveland agents are invited. There 
will be morning and afternoon sessions, 
registration fee being $5, including lunch. 
E. R. Small, Aetna Life, 633 Leader 
building, is in charge of registrations. 
Mr. Seefurth will answer questions sub- 
mitted in writing. 


Halts S. D. Mutual Benefit 


Commissioner Dunn reports’ the 
termination of business of the Mutual 
Benefit Society of Madison, S. D., by 
order of the department. It was formed 
in 1935, operating on the mutual assess- 
ment plan. That same year it was di- 
rected to cease writing policies in South 
Dakota. A recent complaint resulted in 
a new investigation. 








The Chicago C. L. U. will meet Feb. 16. 
Attorney B. C. Bentley will be the 
speaker. 








RECORDS 





Northwestern National—A 15 percent 
increase in January new business is re- 
ported. Territories showing the largest 
gains were California, Missouri and ‘Min- 
nesota, with the White & Odell, Harold 
D. Leslie and Albachten-Strudell agen- 
cies leading the way. 

Lincoln Liberty Life—Insurance in 
force increased $1,500,000 in 1937 and in- 
cluding annuities, more than $2,000,000. 
Assets increased $774,000 to more than 
$7,000,000. Mortality was higher and 
lapsation less. Total income was $1,612,- 
000, increase $57,000. 

Yeomen Mutual—A 15 percent gain 
in new busines for January over the av- 
erage of the previous three months is 
reported. Yeomen Mutual agents 
throughout the country devoted the en- 
tire month to a special drive for busi- 
ness to honor the birthday of Secretary 
George Wall Jan. 12. The Des Moines 
agency, under the direction of P. H. 
Luin, placed first among all agencies for 
volume of business produced. The 
Cedar Rapids agency ranked second, 
Chicago third, and Kansas City fourth. 
R. M. Threlkeld, general agent, Cedar 
Rapids, was highest individual producer; 
B. F. Provol, general agent, Chicago, 
placed second; W. A. Hinshaw, inde- 
pendent producer, Des Moines, third; 
and J. P. McMahon, general agent, 
Waterloo, Ia., fourth. 


Illinois Bankers Life—All previous 


records for new business were broken 
in January, when new life business ran 
67 percent ahead of a year ago and 
topped the ‘best previous month, Novem- 
ber, 1937, by 6 percent. The month was 
climaxed by a special campaign in honor 
of the birthday anniversary of Karl B. 
Korrady, vice-president and director of 
agencies, Jan. 28. Mr. Korrady was 
away from his office for three weeks, 
following up a business trip to the south- 
west with a winter vacation trip to Cen- 
tral America. Total business on the 
birthday campaign alone reached $439,- 
500, compared with $269,000 on a sim- 
ilar drive a year ago. 

Franklin Life—Business received in 
January increased 21 percent, business 
issued increased 27 per cent and _ busi- 
ness paid increased 10 percent, as com- 
pared with January, 1937. 

Occidental Life, Los Angeles — Set 
new record for production in January, 
with a total of $10,258,000 compared to 
$6,695,000 for the same month last year, 
a gain of more than 53 percent. 

Cooperative Life, O.—Increase of 
$4,000,000 in 1937, bringing the insurance 
in force to approximately $20,000,000. 
New insurance in 1937 amounted to 
$6,465,649. Surplus to policyholders is 
$431,338 and total assets are $2,356,734. 

Northern Life, Seattle — President 
Morgan month competition in December 
was the most successful ever staged. 
Fresno, in a close race with Tacoma and 
Seattle, emerged victorious to receive 
the Morgan trophy and $50 to be di- 
vided among its members. The leading 
agent for the entire field was H. W. 
McMillan, Tacoma, who wrote 40 appli- 





‘its total life insurance in force la 
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William Shakespeare 
-and Advertising Copy 





ey 


William Shakespeare has been addej 
to the advertising department of the III. 
nois Bankers Life of Monmouth, ]j 
And this means the famous Bard o 
Avon, not a namesake of his. Quotatioy 
from his writings were used exclusively 
on the company’s large calendars this 
year, with some interesting repercy. 
sions. 

Two professors in the English depart. 
ment of Monmouth College, upon not 
ing this use of Shakespeare as an adyo. 
cate for a business scarcely thought of 
in his day, voiced hearty approval. Dr 
Luther E. Robinson, who will retire in 
June after 38 years as head of the col. 
lege English department, said: “The 
wonder to me is Shakespeare is not mor 
generally used for commercial purposes 
The world has been admiring his » 
gacity for 300 years and his power js 
certainly not diminished.” 


Dr. Owen’s Opinion 


Dr. Archibald Owen, also of th 
Monmouth College English department, 
called the quotations “particularly apt’ 
and suggested that “life insurance 
salesmen might well study Shakespeare 
for directness, clarity, and telling pres 
entation.” 

Among the quotations which gare 
rise to these comments are: 

“We are such stuff as dreams ar 
made on, and our little life is rounded 
with a sleep.”—The Tempest, Act IV, 
Scene I. 

“Life’s but a walking shadow; a poor 
player, that struts and frets his how 
upon the stage, and then is heard nm 
more.”—Macbeth, Act IV, Scene V. 

“Thou knowest, ’tis common; all that 
live, must die, passing through nature 
to eternity.”—Hamlet, Act I, Scene Il 

“O, gentlemen, the time of life 
short; to spend that shortness basely 
were too long.”—Henry IV, Act J, 
Scene II. 

“Thou by thy ‘dial’s shady stealth 
may’st know time’s thievish progress t0 
eternity.”—Sonnets No. 78. ; 

“Time’s the king of men, for he’s ther 
parent, and he is their grave, and gives 
them what he will, not what they crave. 
—Pericles, Act II, Scene 3. 








cations. Special mention was made 0 
J. D. Trousdale, Seattle, who wrote 16 
combination life, accident and _ healt 
applications, thus winning! the distine- 
tion of having written the greatest num 
ber of “3-in-1” policies. 

Bankers Life, Neb. — Insurance if 
force increased $1,153,000 and now totals 
$124,314,000. Death claims paid wert 
$880,000 and payments to living policy: 
holders $3,307,000. Insurance 1ssU 
and revived totaled $15,513,000 as com 
pared with $13,697,000 in 1936. 

California-Western States Life — It 
crease of $4,556,075 in business in force 
brings total figure to $218,893,161. New 
business and revivals during 1937 totale 
$25,500,000. Combined production of the 
life, group and accident and health & 
partments was slightly greater with 1 
ity of business showing a marked * 
provement. The company also pave 
enced a 3 percent improvement in its i 
renewal ratio with mortality ratio of ' 
percent. Income was $2,800,000 in ex 
cess of disbursements. 


Aetna Life—With only 3.4 percent 
psed or 
surrendered in 1937, the company pt 
its lowest lapse rate for 15-years Peder’ 
This record reflects the policyhow 
greater appreciation of life inne 
a protective and investment ~ey 
and is significant of the more = wocal 
evident striving of men for 1 
isecurity. 

Robert L. Hesse, general agent rio 
coln National Life at Madison, Ii "(veat- 
cussed “The Secret of Lincoln a Madi- 
ness” at a dinner meeting of the ons 
an Business & Professional 

ub. 
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LIFE COMPANIES LIST 1937 SALES LEADERS 


(CONTINUED FROM PAGE 11) 











Newark, N. J., $371,600. AGENCIES: 
(i) M. J. Lauer, New York, $2,048,- 
599; (2) M. J. Hancel, New York, 


$1,991,612; (3) R. W. Horn, Wilmington, 
$1,585,405. 


STATES: (1) N. Y., $7,332,- 
99; (2) Dela., $3,103,441; (3) Penn., $3,- 
062,322; (4) Md., $2,798,590. 


ONTINENTAL LIFE, WASH., D. C. 


























AGENCIES: 

















PJ. A, Fedmik, Scranton; (5) L. C. Hall, 









PRODUCERS: (1) M. C. Stephenson, 


Richmond, Va., $98,616; (2) W. L. Pool, 
Norfolk, Va., 


$51,000; (3) L. C. Smith, 
Richmond, Va., $50,500; (4) G. W. Ward, 
Elizabeth City, N. C., $50,500; (5) W. A. 
Livingstone, Charlotte, N. C., $50,000. 
(1) H. T. Adkins, Suffolk, 
Va; (2) H. M. Baggett, Alexandria, Va.; 
(3) A, O. Sullivan, Charlotte, N. C. 





DURHAM LIFE 


PRODUCERS: (1) C. J. Harrington, 
Wadesboro, N. C.; (2) F. M. Rose, Gas- 
tonia, N. C.; (3) J. D. Shields, North 
Wilkesboro, N.-C.; (4) W. D. Chandler, 
Flizabeth City, N. C.; (5) W. W. Hamil- 
ton, Charlotte, N. C.; (6) A. E. Spivey, 
Lincolnton, N. C. AGENCIES: (1) C. C. 
Coley, Charlotte; (2) W. L. Anderson, 
Raleigh; (3) A. M. Rire, Salisbury. 





EMPIRE LIFE & ACCIDENT, IND. 


PRODUCERS: (1) L. L. Mingus, Muncie, 
$40,320; (2) R. Kuhnheim, Muncie, 
$29,000; (3) R. Prewette, Anderson, 
$28,500; (4) H. Thomas, Richmond, 
$27,760; (5) V. McKelski, South Bend, 
$25,245; (6) D. Bailey, New Albany, 
$22,500; (7) J. Macy, Muncie, $22,480; (8) 
H. W. Hand, South Bend, $22,000; (9) 
E. L, Moore, Gary-Hammond, $21,100; 
(10) I. Grasshoff, Gary-Hammond, $21,000. 
DISTRICTS: (1) E. C. Miller, Mer., 
Muncie, $183,705; (2) J. Fuller, Mgr., In- 
dianapolis, $159,820; (3) V. J. Park, Mer., 
South Bend, $135,750; (4) H. M. Riggin, 
Mgr., Richmond, $128,802; (5) W. A. Phil- 
lips, Asst., Hammond, $119,750; (6) H. A. 
Coyle, Mger., Gary, $118,164; (7) H. A. 


© Young, Mgr., Marion, $105,505; (8) W. E. 


Fike, Mgr., Kokomo, $102,100; (9) R. E. 
Ringham, Mgr., Vincennes, $93,392; (10) 
W. M. White, Mer., Columbus, $92,500. 


EQUITABLE LIFE OF IOWA 


PRODUCERS: (1) G. W. Randall, Brad- 
ford, Pa. $1,505,973; (2) C. P. Spahn, 
Chicago, $552,424; (3) R. H. Sheldon, Los 
Angeles, Cal., $517,731; (4) J. H. Hilmes, 
Des Moines, $403,749; (5) R. O. Clay- 
poole, Philadelphia, $362,573; (6) E. J. 
Faltysek, Chicago, $362,471; (7) G lL. 
Maltby, Kansas City, Kan., $341,458; (8) 


J. A, Mason, New York, $338,683; (9) 
A. R. Crawford, Chicago, $320,721; 
(10) C. J. Boex, Cincinnati, $317,773. 


AGENCIES: (1) R. G. Lauer, Williams- 
port, Pa., $2,510,849; (2) Griffin, Ingram 
& Pfaff, Chicago, $2,401,076; (3) P. B. 
Rice Agency, Harrisburg & Washington, 
D. C., $2,317,324; (4) H. A. Hedges, Kan- 
Sas City, Mo., $2,109,541; (5) L. T. Boyd, 
Kokomo, Ind., $2,019,152; (6) Grady V. 
Fort, Des Moines, $1,883,654; (7) J. B. 
Moorman, Cincinnati, $1,812,945; (8) W. F. 
aan Chicago, $1,734,906; (9) Rus- 
is L. Hoghe, Los Angeles, $1,733,088; 
pw. Hugh §. Bell, Seattle, 
Pt en (1) Ia. $8,267,570; (2) Penn., 
<i (3) Ohio, $6,671,478; (4) IIL, 
836,043; (5) Ind., $3,993,413; (6) N. Y., 


He prog (7) Cal. $3,555,340; (8) Mo., 
Colo 189; (9) Mich., $2,658,118; (10) 
on $1,821,371. Figures include annuity 


usinéss representing $11,065,445, 
EUREKA-MARYLAND ASSUR. 


delpe DUCERS: (1) F. P. Sisson, Phila- 
(3) . (2) R. R. Seshan, Wilmington; 
. A. Figlear, Bethlehem, Pa.; (4) 


tone eon (6) C. N. Garner, Washing- 
Stores Arnold Augustine, Reading; (8) 
Krupko, Hazleton, Pa.; (9) D. J. 


Cammar : 
Braddock, ‘Pat ns: (10) Samuel Katz, 


A 4. AGENCIES: (1) Sisson 
Prod Be ladelphia; (2) DeCusatis 
» Hazleton, Pa.; (3) Gwyn Agency, 


§ ; 
Pittstenn 34) Eureka-Md. Assur. Agency, 
ing: (8) Hay: (5) Reading Agency, Read- 

3%) abt. Agency, Wilkes-Barre, 
(8)’ Arline’ ABency, Bethlehem, Pa.; 
Va.; —o Inc. Agency, Arlington, 
(10) Dobkowski Aeon: Washington; 


8ency, Nanticoke, Pa. 
FEDERAL LIFE 


PR 

Mich; (yeeeS: (1) R. S. Pope, Bay City, 

Channa a - H. Birgel, Chicago; (3) C. E. 
va. alicin, N. C.; (4) Tom Hagen, Chi- 

en OS. T. Pepper, Lawton, Okla.; (6) 
. air, Houston; (7) W. C. Hard- 


8Tove, ; 
envers (oy Heche (8) H. M. Simpson, 


- J. Cameron, Little Rock; 


$1,707,839. | 





(10) E. F. Faner, Peoria, Ill. AGENCIES: 
(1) H. C. Voorhies, Chicago; (2) E. G. 
Chouteau, Los Angeles; (3) R. S. Pope, 
Bay City, Mich.; (4) R. C. Davisson, Detroit 
(5) H. D. Corwin, Lawton, Okla.; (6) S. 
H. Hirgel, Chicago; (7) Loop Agcy., Chi- 
cago; (8) C. L, McNulty, Dallas; (9) P. M. 
Edge, Charlotte, N. C.; (10) H. M. Simp- 
son, Denver. STATES: (1) Ill, (2) Mich., 
(3) Cal., (4) Okla., (5) Tex., (6) Fla., (7) 
Ia., (8) N. C., (9) Mo., (10) Colo. 


GREAT SOUTHERN 


PRODUCERS: (1) T. B. Reed, Okla- 
homa City, Okla., $904,164; (2) D. L. 
Myrick, Lake Charles, La., $460,747; (3) 
E. L. Williams, Houston, $339,246; (4) 
oO. S. Carlton, Jr., Houston, $331,943; 
(5) N. C. Blair, Houston, $326,630; (6) 
J. B, Adams, Houston, $304,387; (7) Carey 
Selph, Houston, $277,958; (8) Alva Carl- 
ton, Houston, $277,840; (9) J. J. Brous- 
sard, Abbeville, La., $266,000; (10) Her- 
aan O’Bannon, San Angelo, Tex., $244,- 


GREAT-WEST LIFE 


PRODUCERS: (1) S. J. Cohn, Detroit; 
(2) Louis White, Toronto; (3) F. 
Ritchie, Brantford, Ont.; (4) A. Meunier, 
Montreal; (5) A. H. Thorndycraft, Win- 
nipeg; (6)Barney Duff, Saginaw, Mich.; 
(7) M. Seigler, Montreal; (8) J. S. Moreau; 
Quebec; (9) F. F. Smith, Vancouver; (10) 
J. R. Ratte, Quebec. AGENCIES: (1) 
Winnipeg; (2) Detroit; (3) Chicago; (4) 
Toronto No. 1; (5) Minn.; (6) Vancouver; 
(7) Montreal No. 1; (8) Quebec City; 
(9) Central Ontario; (10) Brandon. 
STATE: Michigan. PROVINCE: On- 
tario. 


GUARDIAN LIFE, N. Y. 


PRODUCERS: (1) W. C. Ross, Mil- 
waukee, Wis.; (2) S. F. Green, Brooklyn, 
N. Y.; (3) J. J. Jerome, Sr., New York; 
(4) J. C. Gregsamer, Chicago; (5) Jack 
Leventhal, New York; (6) J. Dorman, 
New York; (7) Max Gurevich, New York; 
(8) R. M. Loeb,, New York; (9) W. R. 
Eavenson, Buffalo, N. Y.; (10) H. C. 
Johnson, St. Louis, Mo. AGENCIES: (1) 
Leyendecker-Schur, New York; (2) Julius 
Eisendrath, New York; (3) Doremus- 
Haviland, New York; (4) James Elton 
Bragg, New York; (5) Jack Warshauer, 
Brooklyn; (6) H. O. Snyder, Pittsburgh; 
(7) Brust and Von Breton, Los Angeles; 
(8) H. C. Rhyan, Milwaukee, Wis.; (9) 


George Hoffman, Chicago; (10) E. N. 
Oistad, St. Paul, Minn. STATES: (1) 
N. Y.; (2) Penn.; (3) Mo.; (4) Ill; (5) 


N. J.; (6) Ohio; (7) Minn.; (8) Cal.; (9) 
Ind.; (10) Ga. 


GULF LIFE 
PRODUCERS: (1) S. E. Fink, Miami, 
$514,500; (2) B. B. Verplanck, Tampa, 


$168,250; (3) Leila Mae Fitzgerald, 
Tampa, $144,050. AGENCIES: (1) Lowry- 
Miami Agcy, Miami, $910,142; (2) Lowry- 
Tampa Agcy., Tampa, $708,346; (3) John 
R. Castine Agcy., Jacksonville, $608,351. 
STATES: (1) Fla., (2) Ga., (3) Ala. 


GULF STATES LIFE 


PRODUCERS: (1) M. E. Mansell, 
Houston, $377,568; (2) B. A. McPhail, 
Tyler, $346,500; (3) C. T. Woods, Hous- 
ton, $275,371; (4) Mrs. M. F. Briggs, 
Dallas, $269,684; (5) C. L. Moore, San 
Antonio, $266,500; (6) W. N. Crosthwaite, 
Abilene, Tex.; $255,000; (7) C. B. Erwin, 
San Antonio, $242,910; (8) E. B. Win- 
born, Alice, Tex., $232,750; (9) R. H. 
Holmes, Houston, $223,800; (10) S. F. 
McBroom, Ft. Worth, $217,850. 


IMPERIAL, N. C. 


PRODUCERS: (1) E. B. Roberts, 
Asheville, $60,000; (2) T. G. Slate, Fay- 
etteville, $55,930; (3) R. H. Clayton, 
High Point, $48,150; (4) Jett Lanier, Gas- 
tonia, $40,000; (5) J. A. White, Charlotte, 
$39,000; (6) R. A Lassiter, Charlotte, 
$37,750; (7) W. C. Surratt, $35,750; (8) 
D. M. Hooper, $35,000; (9) E. P. Roth- 
rock, $34,000; (10) M. K. Horner, $32,- 
500. AGENCIES: (1) Asheville, $280,- 
500; (2) High Point, $227,019; (3) Fay- 
etteville, $210,609; (4) Hickory, $145,500; 
(5) Gastonia, $142,421; (6) Burlington, 
$140,000; (7) New Bern, $135,500; (8) 
Charlotte, $122,500; (9) Salisbury, $107,- 
500; (10) Durham, $105,000; (11) Wins- 
ton-Salem, $105,000. 


MIDWEST LIFE 


PRODUCERS: (1) W. C. Buckley, Jack- 
son, Miss., $301,501; (2) J. E. Foster, 
Jackson, Miss., $261,750; (3) W. E. Watts, 
Brookhaven, Miss., $213,400; (4) R. B. 
Schlater, Greenwood, Miss., $208,000; (5) 





E. W. Inmon, Pontotoc, Miss., $200,400; 
(6) W. H. Turner, Shelbyville, Tenn., 
$183,500; (7) Brady Bartlett, Houston, 
Tex., $168,550; (8) R. O. Hardy, Colum- 
bus, Miss., $162,779; (9) Mrs. J. S. Turner, 
Martin, Tenn., $161,750; (10) H. C. Allen, 
Meridian, Miss., $150,750. AGENCIES: (1) 
Buckley, Jackson, Miss., $896,773; (2) 
Schlater, Greenwood, Mis., $859,960; (3) 
Phillips, Lebanon, Tenn., $752,900; (4) 
Scott, Laurel, Miss., $536,101; (5) Long, 
Hazlehurst, Miss., $484,438; (6) Inmon, 
Pontotoc, Miss., $404,533; (7) Hardy, Co- 
lumbus Miss., $381,529; (8) Webb, Dal- 
las, Tex., $374,250; (9) Allen, Meridian, 
Miss., $300,123; (10) Bartlett, Houston, 
Tex., $257,408. STATES:* (1) Miss., $5,- 
071,760; (2) Tex., $1,196,688; (3) Tenn., 
$936,650; (4) Ala., $657,006; (5) Ark., 
$441,842; (6) La. $373,240. *Miscel- 
laneous, brokerage and home office busi- 
ness not included. 


LINCOLN NATIONAL 


PRODUCERS: (1) H. C. Lawrence, 
Newark; (2) F. M. Moore, Lafayette, Ind.; 
(3) O. F. Helvie, South Bend, Ind.; (4) 
Dennis Radford, Jr., Omaha; (5) L. J. 
Lattimore, Charlotte, N. C.; (6) E. M. 
Crandall, Salt Lake City; (7) L. C. Mas- 
cotte, Fort Wayne; (8) J. L. Mueller, 
Fort Wayne; (9) W. B. Kibler, Akron, O.; 
(10) G. F. Lofthouse, Detroit. AGEN- 
CIES: (1) O. D. Douglas, Texas; (2) 
Northern Indiana, Fort Wayne; (3) 
Southern California, Los Angeles; (4) 
S A. Bardwell, Cleveland; (5) W. W. 
Scott, Minn.; (6) H. C. Lawrence, Newark; 
(7) Green-Parr, Grand Rapids; (8) 
Sleeper-Webber, San Francisco; (9) 
Southern Michigan; (10) Freeman J. 
Wood, Chicago. STATES: (1) Ohio; (2) 
Mich.; (3) Ind.; (4) IL; (5) Calif.; (6) 


Texas; (7) Pa; (8) W. Va.; (9) Mo.; 
(10) Wis. 
MANHATTAN LIFE 

PRODUCERS: (1) Louis Gartlir, New 


York, $771,477; (2) J. G. Ranni, New 
York, $415,781; (3) E. L. Woodruff, San 
Francisco, $324,866; (4) Charles Edwards, 
New York, $289,860; (5) A. A. Ebenstein, 
Beverly Hills, $235,000; (6) Clarence 
Spencer, Hightstown, $208,000; (7) C. W. 
Hollinshead, Marshall, $201,250; (8) F. V. 
Gilbert, New York, $181,000; (9) G. J. 
Gibas, New York, $164,278; (10) N. B. 
Woodruff, Belvedere, $153,250. AGEN- 
CIES: (1) Louis Gartlir, New York, $1,- 
629,638; (2) J. G. Ranni, New York, $1,- 
114,143; (3) G. F. Peters, Los Angeles, 
$595,486; (4) E. L. Woodruff, San Fran- 
cisco, $593,616; (5) C. V. Cromwell, New 
York, $576,525; (6) J. A. Campbell, New 
York, $429,500; (7) Charles Edwards, 
New York, $420,366; (8) A. E. Green, 
Westwood, $410,250; (9) Brooks, Watkins 
& Co., Inc., New York, $359,750; (10) 
Floyd West & Co., Dallas, $343,306. 
STATES: (1) N. Y., $6,760,042; 2. Cal., $1,- 


238,602; (3) N. J., $860,250; (4) Texas, 
$626,550; (5) Tenn., $253,418; (6) Colo., 
$248,262; (7) Ohio, $219,413; (8) N. C,, 
$216,000; (9) Ky., $97,500; (10) Mich., 
$85,000. 


MASSACHUSETTS MUTUAL LIFE 


AGENCIES: (1) N. Y., $12,787,454; (2) 
Los Angeles, $6,393,859; (3) Keane, N. Y., 
$6,151,280; (4) St. Louis, $5,662,754; (5) 
Cleveland, $5,148,897; (6) Detroit, $5,088,- 
324; (7) Peoria, $3,542,621; (8) Rochester, 
$3,359,288; (9) Atlanta, $3,165,561; (10) 
Boston, $3,112,212. STATES: (1) N. Y., 
$28,169,858; (2) Ill., $11,437,727; (3) Ohio, 
$10,730,971; (4) Mich. $8,494,376; (5) 
Mass., $7,137,820; (6) Penn., $7,111,293; (7) 
Cal. $6,729,817; (8) Mo., $5,843,281; (9) 
N. J., $5,745,308; (10) Tenn., $3,998,785. 


MIDLAND LIFE, MO. 


PRODUCERS: (1) D. G. Colwell, Dal- 
las, $469,621; (2) C. H. Watkins, Fort 
Worth, $244,223; (3) F. D. Savage, Dallas, 
$223,804; (4) C. J. King, Kansas City, 
Mo., $209,910; (5) E. J. Spencer, Kansas, 
$140,034; (6) R. C. Hart, Sherman, Tex., 
$138,564; (7) E. F. Hord, St. Joseph, Mo., 
$136,048; (8) W. J. Willoughby, St. 
Joseph, Mo., $128,170; (9) W. C. Krauss, 
Wichita Falls, Tex., $126,008; (10) W. C. 
Huckabee, Waxahachie, Tex., $109,791. 
AGENCIES: (1) D. G. Colwell, Dallas, 
$914,173; (2) E. J. Spencer, Kansas, $483,- 
128; (3) Ft. Worth, Ft. Worth, $375,066; 
(4) Home Office Agency, Kansas City, 
Mo., $361,888; (5) St. Joseph, St. Joseph, 
$283,218; (6) R. J. Stone, Parsons, Kan., 
$215,939; (7) R. C. Hart, Sherman, Tex., 
$138,562; (8) W. C. Huckabee, Waxa- 
hachie, $137,567; (9) W. C. - Krauss, 
Wichita Falls, $131,008. STATES: (1) 
Tex., $1,994,962; (2) Mo., $960,026; (3) 
Kan., $820,559. 


THE MIDWEST LIFE 


PRODUCERS: (1) W. J. Kness, Car- 
roll, Ia., $321,000; (2) C. E Porter, Salina, 
Kan., $195,000; (3) G. A. Ethridge, 








Hutchinson, Kan., $161,000. AGENCIES: 
(1) J. T. Maillie Agecy., Oelwein, Ia., 
$647,000; (2) W. J. Kness Agcy., Carroll, 
Ia., $606,000; (3) C. R. Logan Agcy., Lin- 
coln, Neb., $556,000. STATES: (1) Iowa, 
$1,451,000; (2) Neb., $1,391,000; (3) Kan., 
$981,000. 


MINNESOTA MUTUAL LIFE 


PRODUCERS: (1) R. H. Pearson, Ft. 
Worth, $16,857;* (2) N. F. Winter, St. 
Paul, $15,296; (3) H. B. Victor, St. Paul, 
$14,976; (4) John Boyle, Chicago, $8,998; 
(5) R. V. Waln, Cheyenne, $8,592; (6) E. 
F. Brooks, Florence, S. C., $8,591; (7) J. 
B. Clark, Oakland, Cal., $8,301; (8) L. C. 
Furniss, Grand Rapids, Mich., $8,187; (9) 
Mrs. G. A. Ralls, Houston, $8,144; (10) 
Cc. L. Hoon, Denver, $7,879. AGENCIES: 
(1) Victor- Winter Agency, St. Paul, 
$92,162;* (2) P. D. Williams, Minneapolis, 
$26,787; (3) C. L. Hoon, Denver, $23,528; 
(4) E. M. Moore, Los Angeles, $19,447; 
(5) R. H. Pearson, Ft. Worth, $19,427; 
(6) Boyle & Boyle, Chicago, $18,499; (7) 
Roy V. Waln, Cheyenne, $18,324; (8) E. 
F. Brooks, Florence, S. C., $14,820; (9) 
D. O. Johnson, San Antonio, $14,632; (10) 
A. B. Sylvanus, Chicago, $14,190. 
STATES: (1) Minn., $3,822,817; (2) Tex., 
$3,293,133; (3) Ill, $1,839,062; (4) Cal., $1,- 
799,675; (5) Iowa, $1,276,729; (6) Mont., 
$1,117,288; (7) Mich., $1,108,683; (8) Kan., 
$1,085,768; (9) Wash., $1,009,942; (10) 
Colo., $979,133. 

*Figures for producers and agencies 
are paid premiums. 


MONTANA LIFE 


PRODUCERS: (1) H. C. Terwilliger, 
Los Angeles, $270,904; (2) A. R. Wager, 
Los Angeles, $264,500; (3) B. E. Baird, 
Seattle, $255,398. AGENCIES: (1) B. E. 
Baird, Seattle, $574,398; (2) S. H. Cox, 
Portland, $508,567; (3) Home office, 
Helena, $465,032. STATES: (1) Mont., 
$1,800,755; (2) Cal., $1,274,182; (3) Wash., 
$1,558,511. 


NATIONAL LIFE OF VT. 


PRODUCERS: (1) F. E. Baker, New 
York; (2) D. O. Slater, Detroit; (3) J. T. 
Bryson, Manchester; (4) H. V. Haas, 
Cleveland; (5) R. P. Burroughs, Man- 
chester; (6) E. J. Tyler, Cleveland; (7) 
H. N. Gaspard, Detroit; (8) L. J. Bair, 
New York; (9) R. C. Meadows, Bingham- 
ton; (10) W. O. Comstock, Montpelier. 
AGENCIES: (1) New York—wWells, (2) 
Cleveland, (3) Detroit, (4) Boston, (5) 
Binghamton, (6) Chicago, (7) St. Louis, 
(8) Manchester, (9) Cedar Rapids, (10) 
Los Angeles. STATES: (1) N. Y., (2) 
Ohio, (3) Mich., (4) IL, (5) Mass., (6) 
Mo.. (7) Penn., (8) Cal. (9) Iowa, (10) 
Vt. 


NEW ENGLAND MUTUAL 


PRODUCERS: (1) (Tied) L. D. Crandon 
and H. C. Stockman, New York; (2) R.C. 
Newman, St. Louis; (3) W. T. Earls, 
Cincinnati; (4) J. M. Stokes, Philadel- 
phia; (5) J. H. Prentiss, Jr., Chicago; 
(6) J. J. Polachek, Pittsburgh; (7) G. A. 
Culver, Philadelphia; (8) E. L. Goodrich, 
Boston; (9) N. G. Caputi, Providence; 
(1@) H. F. Ellwood, Detroit. AGENCIES: 
(1) Moore & Summers, Boston; (2) Edgar 
Cc. Fowler, Chicago; (3) A. C. Utter, De- 
troit; (4) Allen & Schmidt, New York; 
(5) Wm. H. Beers, New York; (6) Isa- 
dore Freid, New York; (7) A. H. Curtis 
& Co., Boston; (8) Albert W. Moore, 
Philadelphia; (9) Stuart D. Warner, New 
York; (10) E. B. Thurman, Chicago. 
STATES: (1) N. Y.; (2) Ill; (3) Mass.; 
(4) Ohio; (5) Cal.; (6) Penn.; (7) Mich.; 
(8) Mo.; (9) N. J.; (10) Conn. 


NORTH AMERICAN LIFE, CHICAGO 


PRODUCERS: (1) R. M. Feely, (2) G. 
W. Payne, (3) Louis Roth, (4) Bonnie 
Weaver, (5) Freeman Alford, (6) G. B. 
Wells, (7) Alfred Blanke, (8) Joseph 
Moore, (9) A. F. Wanta, (10) M. S. Hunt. 
AGENCIES: (1) Illinois Boosters, (2) 
MeNitt-Schaefer, (3) Ohio Soeiety, (4) 
Southwestern Div., (5) Eastern Div., (6) 
Green Bay, (7) California, (8) Northern 
Illinois, (9) Muncie, (10) Champaign. 
STATES: (1) IIL, (2) Wis., (3) Ohio, 
(4) Mich., (5) Mo., (6) N. J., (7) Cal. (8) 
Ind., (9) Kan., (10) Ia. 


OHIO NATIONAL LIFE 


PRODUCERS: (1) Ray Hodges, Cin- 
cinnati; (2) E. W. Millholland, Columbus; 
(3) H. R. Lindenberger, Harrisburg; (4) 
O. G. Norton, Toledo; (5) Guy Chiesman, 
Spokane; (6) E. B. Seidel, Omaha; (7) 
E. C. Davis, Yakima; (8) G. P. Fritts, 
Erie; (9) T. L. Barnes, Des Moines; (10) 
G. W. Weitzel, Harrisburg. AGENCIES: 
(1) F. E. Kramer, Erie; (2) McGregor & 
Wade, Harrisburg; (3) Lansing Agcy., 
Lansing; (4) Ray Hodges, Cincinnati; (5) 
Guy Chiesman, Spokane; (6) R. C. Lieber, 
Denver; (7) J. W. Millholland, Columbus; 
(8) C. M. Johnson, North Platte; (9) L. 
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A! Wood, Mansfield; (10) Wyoming Agen- 
cies, Cheyenne. STATES: (1) Ohio, (2) 
Penn., (3) Ia., (4) Neb., (5) Cal., (6) Tex., 
(7) “Mich:, -¢8) Wash., (9) Mo., (10) N.'C. 
OREGON MUTUAL ' LIFE 

PRODUCERS: (1) Wm... J. Sheehy, 
Portland, $288,229; (2) W. R. Lewis,,Port- 
ljand, $275,414; (3) A. B. Evans, Salem, 
Ore., $235,550. AGENCIES: (1) Spokane, 
$2,075,550; (2) Portland, $2,064,153; (3) 
Eugene, Ore., $1,808,980. STATES: (1) 
Ore., $4,839,000; (2) Wash., $1,869,000 (3) 
Idaho, $680;000. 


PACIFIC NATIONAL LIFE 


PRODUCERS: (1) F. E.'Dunton, $332,- 
848; (2) J. M.. Olsen, $261,518; (3) W. E. 
Hibbard, $203,587; (4) A. M: Jacobs, $172,- 
675; (5) Reuben Anderson, $148,262; (6) 
G. G., Ripley, $146,593; (7) E.R. Gustaves, 
$146,000; (8) C, G. Baker, $143,346; (9) 
L. T.: Ellsworth, $142,475; (10) Othello 
Hickman, $141,832. AGENCIES: (1) J.” 
M. Olsen, $714,749; (2) F. E. Dunton, 
$526,253; (3) ‘Insurance Salés, $447,500; 
(4) Ogden Agency, $421,831; (5) W, E. 
Hibbard, $242,525; (6) Gene’ Hickman, 
$239,779; (7) R. W. Evans, $210,964; (8) 
E.. R. Gustaves, $204,750; (9) Othello 
Hickman, $191,457; (10) G. .G. Ripley, 
$188,693. STATES: (1) Utah, $1,727,117; 
(2) Idaho, $1,151,030; (3) Wyo., $796,750; 
(4). Cal., $619,200; (5) Wash., $375,200; 
(6) Ore., $367,000; (7) Mont., $248,500; 
(8) Colo., $187,000; (9) Ariz., $85,750; (10) 
Nev., $54,500. F 


PENINSULAR LIFE, FLA. 


PRODUCERS: (1) E. W. Barrett, 
Miami; (2) J. A. Arnau, Miami; (3) Henry 
Bandel, Miami; (4) H. E. Knowles, West 
Palm Beach; (5) L. L. Nelson, West Palm 
Beach; (6) Ray Lax, West Palm Beach; 
(7) C. L. Fain, Tallahassee; (8) C. M. 
Barrow, Miami;* (9) A. N. Revell, Talla- 
hassee;* (10) R. N. Hartsfield, Talla- 
hassee.* *Tied. AGENCIES: (1) Miami, 
(2) Tampa, (3) Jacksonville, (4) Talla- 
hassee, (5) West Palm Beach, (6) Gaines- 
ville, (7) Orlando, (8) Pensacola, (9) At- 
lanta, (10) Key West. 


PENN MUTUAL LIFE 


PRODUCERS: (1) G. W. Stewart, Pitts- 
burg, $1,068,833; (2) L. L. Newman, Ft. 
Wayne, $1,039,500; (3) Samuel Kahl, Chi- 
cago, $888,449; (4) F. U. Levy, New York, 
$858,311; (5) S. F. Transue, Philadelphia, 
$856,602; (6) H. E. Wuertenbaecher, St. 
Louis, $847,685; (7) T. M. Scott, Philadel- 
phia, $806,931; (8) W. N. Hiller, Chicago, 
$778,218; (9) F. D. Simon, Chicago, $686,- 
105; (10) O. J. Neibel, Kansas City, 
$651,790. AGENCIES: (1) Home office, 
Philadelphia, $29,153,606; (2) H. J. John- 
son, Pittsburgh, $9,499,730; (3) Osborne 
Bethea, New York, $9,004,074; (4) Stumes 
& Loeb, Chicago, $6,260,317; (5) R. G. 
Engelsman, New York, $5,939,123; (6) J. 
C. Elliott, Newark, $5,483,755; (7) J. M. 
Royer, Chicago, $5,424,797; (8) E. R. 
Eckenrode, Harrisburg, $5,066,879; (9) W. 
A. Alexander & Co., Chicago, $4,688,790; 
(10) J. E. Hall, New York, $4,525,827. 
STATES: (1) Pa., $38,562,576; (2) N. Y., 
$29,803,976; (3) Ill., $20,160,991; (4) N. J., 
$14,407,997; (5) Cal., $10,231,605; (6) Ohio, 
$8,110,302; (7) Mich., $7,873,571; (8) Mo., 
$5,349,855; (9) Iowa, $5,157,864; (10) Ind., 
$4,109,352. 


PILOT LIFE 


PRODUCERS: (1) C. R. Webb, Shelby, 
N. C.; (2) J. W. Underwood, Charlotte, 
N. C.; (3) R. O. Browning, Burlington, 
N. C.; (4) W. S. Jones, Gaffney, S. C.; 
(5) J. M. Howard, Gastonia, N. C.; (6 
B. L. Williams, Sumter, S. C.; (7) C. Ray 
Webb, Shelby, N. C.; (8) H. G. Gaw, San- 
ford, N. C.; (9) R. E. Lawrence, Brevard, 
N. C.; (10) W. H. Bagley, Sr., Bennetts- 
ville, S.C. AGENCIES: (1) C. R. Webb, 
Shelby, N. C.; (2) Charlotte Agency, 
Charlotte, N. C.; (3) A. C. Stuart, Wins- 
ton-Salem, N. C.; (4) O. Henry Agency, 
Greensboro, N. C.; (5) R. C. Simpson, 
Greenville, S. C.; (6) H. D. Waldrop, 
Goldsboro, N. C.; (7) Knoxville Agency, 
Knoxville, Tenn.; (8) L. N. Dalton, Gale 
City, Va.; (9) W. H. Baxley, Sr., Ben- 
nettsville, S. C.; (10) Hamrick & Jones, 
Gaffney, S. C. STATES: (1) N. C.; (2) 
S. C.; (3) Va.; (4) Tenn.; (5) W. Va.; 
(6) Ky.; (7) Dist. Col. 


PRUDENTIAL 


PRODUCERS: (1) Frankel Bros., Cleve- 
land; (2) C. N. Samons, Newark; (3) 
Samuro Ichinose, Honolulu; (4) W. S. 
Blizzard, New York; (5) F. W. Fooshe, 
St. Louis; (6) C. S. Cohen, Boston; (7) 
Q. L, Ching, Honolulu; (8) Morris Shultz, 
New York; (9) J. H. McCutcheon Agcy., 
Pittsburgh; (10) J. H. Kaplove, Newark. 
AGENCIES:* (1) G. A. Eubank, Down- 
town, N. Y.; (2) A. Kakoyannis, Stuy- 
vesant; (3) P. R. Garrison, New York; 





(4) J. A. MeNulty, Times Square; (5) A. 


Van Goldman, La Salle; (6)..H,.-L. Wof- 
ford, Manhattan; (7) E. N. Van Vliet, 
Newark; (8) Stewart, Henchen & Will, 
Knickerbocker; (9) C. W. Campbell, 
Jacksonville; (10) W. H. Brown, Cleve- 
land. *Ordinary agencies only. 


PROVIDENT LIFE, N. D. 


PRODUCERS: (1) J. A. Fylpaa, Devils 
Lake, N. D.; (2) Elmer Helgeson, Red- 
wood Falls, Minn.; (3) Ed Heidenreich, 
Colfax, Wash.; (4) O. G. Hanson, Grand 
Forks, N. D.; (5) Ben Olson, Glasgow, 
Mont.; (6) H. W. Taylor, Jamestown, 
N. D.; (7) W. J. Rickert, Medford, Ore.; 
(8) Alfred Shirley, Minot, N. D.; (9) G. 
R. Thompson, Bismarck, N. D.; (10) 
Frank E. Williams, Cashmere, Wash. 


SEABOARD LIFE 


PRODUCERS: (1) C. W. Jander, 
Houston, $242,417; (2) R. -S. Dorsett, 
Austin, $216,866; (3) Joe Smith, Abilene, 
$214,665; (4) W. F. Munnerlyn, College 
Station, $188,276; (5) H. E. Burgess, 
College Station, $182,208; (6) I. P. Rus- 
sell, Nacogdoches, $182,045; (7) E. O. 
Anglin, Harlingen, $174,872; (8) R. L. 
Nauts, Houston, $170,761; (9) R. L. Mc- 
Clung, College Station, $169,544; (10) S. 
R. Davis, Houston, $165,662. AGENCIES: 
(1) Houston, $1,224,453; (2) Nacogdoches, 
$850,056; (3) College Station, $830,654; 
(4) Austin, $518,949; (5) Valley Harlin- 
gen, $512,000. 


SECURITY MUTUAL LIFE, NEB. 


PRODUCERS: (1) Paul Schlichtemier, 
Scottsbluff, Neb., $227,875; (2)'C. BE. Ran- 
dolph, Edmond, Okla., $181,997; (3) E. C. 
Muncell, Lebanon, Kan., $174,500. AGEN- 
CIES: (1) Oklahoma agency, $732,872; (2) 
Scottsbluff, Neb., agency, $701,000; (3) 
Central Nebraska agency, $618,155. 


STATES: (1) Neb., $2,398,447; (2) Okla., 


$732,872; (3) Kan., $547,598. 
UNITED BENEFIT 


PRODUCERS: (1) G. M. Fuller, Hast- 
ings, Mich., $458,150; (2) J. R. Salsa, 
Visalia, Cal., $339,500; (3) Nathan Lang- 
berg, Newark, N. J., $333,500; (4) E. G. 
High, Yreka, Cal., $289,000; (5) K. C. 
Kaplow, Burlingame, Cal., $276,250; (6) 
A. H. Creutz, Detroit, $273,000; (7) A. J. 
Lipschultz, Chicago, $251,000; (8) W. A. 
Parham, Fort Worth, $220,300; (9) Sam 
Koslow, Chicago, $206,800; (10) G A. 
Bates, Detroit, $203,846. AGENCIES: (1) 
Ernest Hundahl, Dallas, $5,613,300; (2) 
H. K. Coffey, Portland, $4,890,600; (3) E. 
B. Brink, Detroit, $3,452,150; (4) D. M. 
Brovan, Oakland, Cal., $2,116,950; (5) 
Walker-Hiner, Salt Lake City, $1,664,150; 
(6) D. S. Walker, Philadelphia, $1,429,- 
500; (7) Frank L, Stephens, Newark, $1,- 
379,000; (8) Redfield Associates, Chicago, 
$1,304,750; (9) J. B. Lambert, Phoenix, 
$1,269,500; (10) John McGurk-Ind., Indian- 
apolis, $1,226,450. STATES: (1) Mich., 
$5,695,300; (2) Texas, $3,258,200; (3) Ill, 
$3,168,350; (4) Cal., $3,091,500; (5) Pa., 
$3,075,450; (6) Wash., $2,721,150; (7) N. J., 
$2,176,000; (8) Ore., $1,952,550; (9) Iowa, 
$1,849,750; (10) Ohio, $1,785,500. 


UNION CENTRAL LIFE 


PRODUCERS: (1) W. McLean Stewart, 
Davenport, $1,123,087; (2) A. A. Eben- 
stein, Los Angeles, $865,400; (3) John C. 
Sebastian, Cincinnati, $850,692; (4) Her- 
man Stark, New York, $834,102; (5) L. 
A. Rosen, New York, $782,495; (6) W. B. 
Monroe, New Orleans, $706,227; (7) D. 
H. Ward, New York, $690,173; (8) Mrs. 
I. P. Monfort, Cincinnati, $618,773; (9) 
C. P. Shelby, Memphis, $516,441; (10) C. 
I. Flipse, Los Angeles, $511,268. AGEN- 
CIES: (1) C. B. Knight Agency, New 
York, $20,094,395; (2) J. C. Benson, Cin- 
cinnati, $6,473,897; (3) H. A. Zischke, 
Chicago, $4,008,352; (4) Paul Hommeyer, 
Minneapolis-St. Paul, $3,852,028; (5) T. 
H. Daniel, Atlanta, $3,653,844; (6) M. S. 
Trueblood, Los Angeles, $3,341,938; (7) 
H. S. Baketel, Jr., Philadelphia, $3,136,- 
462; (8) B. A. Wiedermann, San Antonio, 
$2,901,211; (9) M. E. Brooks, Memphis, 
$2,835,677; (10) J. W. Smither, New Or- 
leans, $2,636,402. STATES: (1) N. Y., 
$20,847,676; (2) Ohio, $11,626,248; (3) IIL, 
$7,006,335; (4) Tex., $6,519,504; (5) Cal., 
$5,708,566; (6) Penn., $5,543,524; (7) Minn., 
$3,721,892; (8) Ga., $3,489,761; (9) N. J., 
$2,705,322; (10) Mass., $2,546,423. 





G. J. Kotzenmeyer, assistant superin- 
tendent of agencies of the Confederation 
Life at Toronto, died suddenly from a 
heart attack Sunday at the age of 54. 
He had been with the company 25 years. 
He was born at Port Sanalac, Mich. For 
a number of years he was principal of 
the Rodney, Can., public schools. Later 
he was mathematical instructor at the 
St. Thomas high school and Chatham 
high school. 











Agency Secretary 
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MISS MARY R. TAYLOR 


Miss Mary R. Taylor, who has acted 
as secretary to Julian Price, president 
of the Jefferson Standard Life, has been 
appointed agency secretary of the com- 
pany. While Mr. Price was vice-presi- 
dent and agency manager, Miss Taylor 
became closely identified with the com- 
pany’s field representatives. She wil! 
continue as editor of the Jeffersonian, 
the company’s agency paper. 








Establish Four-Year Life 
Insurance Course in Texas 





DALLAS—A full four-year course on 
life insurance is being started at the Uni- 
versity of Texas school of business ad- 
ministration. 

Arrangements were made by J. An- 
derson Fitzgerald, dean of the business 
school, and a special committee of the 
Texas Association of Life Underwriters 
which had been campaigning for the es- 
tablishment of an endowed chair of life 
insurance at the university. The com- 
mittee, with the endorsement of the 
Texas association, urged the financial 
support of the Texas life companies in 
the endowment campaign. However, 
pending a trial of the full four-year 
course, the committee decided to post- 
pone further effort toward the establish- 
ment of the endowed chair plan. By 
correlating and concentrating various 
courses, and by calling upon experienced 
life insurance men for expert advice and 
assistance, the university finds it can 
offer a complete course immediately. 





Kentucky Position Stated 


FRANKFORT, KY.—A. E. Funk, 
assistant attorney-general of Kentucky, 
advised the executive director of Ken- 
tucky unemployment compensation com- 
mission, that insurance companies which 
become members of the Federal Home 
Loan Bank are not exempt from the 
Kentucky unemployment compensation 
act under the provision of the act re- 
lating to the exemption of instrumen- 
talities of the United States govern- 
ment. 


Wants American Men Table 


BOSTON. —Judd Dewey, deputy 
commissioner of savings bank life in- 
surance, has filed a bill in the legisla- 
ture to permit the state actuary to use 
the American Men mortality table in 
computing reserves on policies issued by 
savings banks handling life insurance. 
Commissioner DeCelles has refused per- 
mission to use this table in the past. It 
would produce lower rates, according to 
Deputy Dewey. 

A bill bearing the name of John M. 
Hughes, secretary of the Boston Life 
Underwriters Association, has been filed 























in the legislature making life insurang 


departments of savings banks subject y 
the same taxation as life insurance cop, 
panies. These departments now cop 
under the banking department, whi 
uses a lower rate of taxation than th 
insurance department, to the benefit ¢ 
savings bank life insurance. 





New Assistant Actuary 


G. Price Thompson has been » 
pointed assistant actuary of the Exc¢ 
sior Life of Canada... Mr. Thoms 
joined the actuarial staff in Septembe, 
1926, following his graduation fro 
Queens University. He is a fellow ¢ 
the American Institute of Actuaries ap 
an associate of the Actuarial Society ¢ 
America. A. W.-: Johnston is also g 
assistant. The department is headed 
7. A,-Dark. 


Two Mutual Benefits Are Cited 


The Illinois attorney-general’s offic 
has cited for liquidation the Lawyes 
Mutual Benefit of Chicago. This is the 
organization that was promoted ai 
managed by Darby A. Day, at one tine 
Chicago manager of the Mutual Life d 
New York and one of the best know 
insurance men in the country. 

The attorney-general has also aske 
for the liquidation of the Railways Mai 
Mutual Benefit of 343 South Dearbom 
street, Chicago. 


Canada Gains in 1937 

New ordinary business in Canat 
gained 74 percent in 1937 according t 
the Canadian Life Officers Association’ 
figures, which cover 18 companies har 
ing 87 percent of the business in fore 
in the Dominion. Sales totaled $38; 
870,000 exclusive of group, annuitie, 
and pension bonds. Except for Se 
katchewan, every province showed a 
increase. 











Clarke to Zurich 


C. C. Clarke has resigned as regiond 
group manager of the Sun Life of Ca 
ada in Chicago to become group supt 
intendent with the Zurich. 
Weaver, agency assistant in Canton, 0, 
will replace Mr. Clarke in Chicago wit 
the title of district group managt 
around March 1. 





Reports Record Increase 


The accident and health department d 
the Wisconsin National Life, Oshkosh 
Wis., which showed a 15.3 percent It 
crease in volume and 27 percent in nt 
business for 1937, went on to a new hi 
in January, which was 72 percent aheat 
of the same month last year in nf 
business. 


| Los Angeles Agency Meeting 


An agency meeting was held by tit 
Northwestern Mutual Life’s Los Angels 
office, the session being conducted by 
L. J. Evans, assistant director of agtt 
cies, who talked on organizing age 
time for balanced effort. 

General Agent J. K. Murphy of 1 
Angeles was the host and toastmasttt 
at a dinner given at which Mr. Eva 
was a speaker. John O’Melveny 
the law firm of O’Melveny, Tuller 
Myers, a member of the policyholdet 
examining committee of the compath 
also spoke. J. W. Simpson of pe 
waukee, a trustee of the company, ¥ 
a guest. ; bs 

Awards for accomplishments we 
year were given to John R. Mage, I 
in paid-for business; Wesley = 
greatest number of lives; L. I. vag 
child, greatest increase over quota, 4 d 
H. H. Mickley, largest percentag¢ 
prepaid business. 





Prager Miller, president of the West 
ern American of Albuquerque, “aah 
was severely bruised and shaken vit 
the automobile in which he was ™ wel 
overturned eight miles north of Ros he 
Bob Daniels, district managet 
company, suffered a_ fracture 
bone. 
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ALES IDEAS AND SUGGESTIONS 














or Large Sales 





-W. Stewart Gives Formula 









G. W. Stewart of the Holgar J. John- 
son Agency of Penn Mutual in Pitts- 
burgh, the No. 1 ranking salesman in 
si Penn Mutual field forces in 1937, 
spoke at the company convention at 
Miami Beach on “How to Increase Pro- 
juction Through Better Personal Or- 









eo 
ited sanization and More Lives.” 
sweBiAppreciates Value of Time 

is the Mr. Stewart emphasized as the foun- 
d al Station of his personal activity his appre- 
1¢ tit ciation of the value of time and spoke 
Life (fon the following points: 
























A. Lay out for yourself each day 
ore than you can possibly get done, 
and make yourself finish the most im- 
portant things first. The less impor- 
tant things will have to be done in odd 
moments, or after working hours. 

B. Avoid wasting time in the office or 
elsewhere in unproductive conversation. 
A solution to the first is to keep out 
of the office as much as possible. 

C. Route yourself in your calls. It 
seems almost ridiculous to make this 
statement, and yet much time and 
money is lost by reason of long dis- 
tances between calls. 


How to Develop Confidence 


He then explained the necessity of 
having confidence.and urged all sales- 
men to develop confidence in five ways: 
A. Sell yourself first on the recom- 
mendations you are going to make to 
your customer, and be sure that yon 
know exactly what you are going to say 
to your customer. 

B. Kill your fear of the prospect by 
knowing that you are doing him a real 
favor by going to see him. If you had 
© $1,000 bill to give him, you would not 
hesitate to get him out of bed at 1 
oclock in the morning. If you are the 
right kind of an underwriter, you are 
doing even more for him than if you 
Were giving him a $1,000 bill. 

C. Make at least one sale each week. 


SALES SHORTS 


_ The successful men have an air which 
18 more than self-confidence and not 
quite cocksureness. It is an air of ex- 
Pectancy. They expect to close the case. 
Ost of them, before they even go in 
© see their prospect, are willing to bet 
they will close the case. But their day 
va ruined nor their morale hurt in the 
tast if they don’t sell him. The value 
of such a spirit in a salesman cannot 
© overestimated.—Pelican. 
} * * 
vt “" - will I use for money, you say, 
veil rospect. It is child’s play to 
Swer that question when you ask it, 











v, ° . 

Mi ee to what it will be to answer the 
“ Fi question when your wife and chil- 
to n ask it. If you do not take steps 
ust ao the answer now, some day 
“frst HE are A ig are not here to listen, they 
Cast, rood Ing to be putting that same ques- 
otht HR give he sneer. Wouldn’t you rather 
aad them the right answer, yourself?— 
oy tudential Record 

eo E * ok 

Quality business pays dividends. 

Vests People wi Nl les 

i, “ace with breaks in their wall of 
het Be you 4 be ef are only waiting for 
ing ell them how life insurance ‘is 







vd he me method of repair. And magi- 
wr in hd = doing, you repair the breaks 
alt } n—E. W. Hughes. 





Sal Ne 
aes do not happen—they are caused. 









D. Build up in your own mind your 
own importance by associating with 
important and worthwhile people. This 
can be done by selecting the proper or- 
ganizations in which to be active. A 
trip like this one to Florida should have 
an important effect upon your morale. 

E. See that your own financial pro- 
gram is in order and so far as you are 
able, be what you want your prospect 
to be. 


Million Dollar Round Table Man 


Under the subject of “Organization” 
he talked at length on prospecting, plan- 
ning and the actual selling, according to 
the specific needs which he has devel- 
oped as being peculiar to the man to 
whom he is talking. 

Mr. Stewart is well qualified to speak 
on this subject, because during his 
fourth year in the life insurance busi- 
ness he qualified for the Million Dollar 
Round Table of the National Associa- 
tion of Life Underwriters in October, 
1937, and by the end of December, 1937, 
he had become the leading salesman in 
the entire Penn Mutual field forces by 
paying for 102 lives for over $1,000,000. 
This record is rather unique also in that 
all of Mr. Stewart’s business was placed 
in the Penn Mutual. 





One Day in Another Job Is 
Enough for This Agent 


Sometimes the grass looks greener on 
the other side of the fence, especially 
when a regular salary is dangled before 
a life agent’s eyes. “Field - Service,” 
house magazine of the State Mutual 
Life, carries an interesting story about 
such a case. 

The writer, whose name was with- 
held, had been with one of State Mu- 
tual’s offices since 1930. He enjoyed 
selling, and had written an average vol- 
ume each year. His income was not 
large, but it was comfortable. He left 
the business one morning for another 
selling job and reentered it that eve- 
ning a wiser man. 

“T suppose every life insurance sales- 
man has had a client offer him a posi- 
tion in which he should be a huge suc- 
cess,” said the agent. “This happened 
to me and it almost upset seven years 
of hard effort to establish myself in my 
own business.” 

The new job offered $1,300 more a 
year than his earnings in the life insur- 
ance business. This net gain was based 
on car allowance, on his salary, and a 
moderate estimate that in his first year 
he could earn a 10 percent bonus. His 
employer had said he could earn as 
high as 25 percent. 


Learns the Ropes 


One morning he started out on his 
new job accompanied by a salesman 
who was to show him the ropes. He 
learned that his routing would keep him 
working early and late; that his vaca- 
tions could be taken in winter only, 
when the accounts he serviced were 
under peak operation; that car allow- 
ance, in practice, would not pay his 
expenses; that no man in the territory 
had earned more than one-fifth the 
promised bonus; and that an intricate 
system of checks insured that the sales- 
man literally covered every account. 

“You leave home at 7:50 a. m. and 
if you get home by 8 p m. you have 
had just an ordinary day.” He contin- 
ued, “When you get through this must 
routine and have made out your reports, 





State Mutual’s time control 
looks like a sleigh ride.” 

When he returned from his first day’s 
work and applied to his general agent 
for reinstatement in State Mutual, he 
told him of the day’s experience, and 
concluded, “Now, what did all this ex- 
perience teach me? Well, it taught me 
that if I worked at life insurance like 
I had to work at the other job, in a 
year’s time I’d be able to buy that 
other damn business.” 


system 





Prospecting for Young Men 
Termed Very Profitable 


Prospecting for young men is most 
profitable because more insurance cases 
are sold in the 20s than in any other ten 
years, C. C. Cooper, Jr., of the J. E. 
Rutherford agency, Penn Mutual, Des 
Moines, comments in the company’s 
“News Letter.” He says the income of 
younger men will increase with the 
years and they will require additional 
protection and places for safe invest- 
ment. They will naturally give this 
business to agents who have served 
them well. He finds also young men 
are hopeful, optimistic and enthusiastic 
about their future, an attitude which 
facilitates sale of policies. They are not 
afraid to start out on instalment ‘pur- 
chase of life insurance. 

Life insurance especially fits the needs 
of young men, Mr. Cooper said, such as 
marriage, children, home, business and 
retirement. If they are correctly sold 
they will appreciate the life insurance 
service and build around it, whereas if 
they are not sold early in life they may 
miss the vision of a well arranged life 
insurance estate and join the group that 
figures it can “beat life insurance.” 

Another important factor in such 
business is that the expenses of young 
men are low, therefore generally provid- 
ing more surplus with which to buy life 
insurance. Young men also are keenly 
conscious of the economic hazards of old 
age and are thinking more about the 
benefits of life insurance since they have 
seen it in action in the last few years. 
Finally, Mr. Cooper says, young men are 
good centers of influence. They get 
around among many people. 

‘Mr. Cooper takes from his own file 
220 cases sold in three years, 61 being 
first policies to young men, 15 repeat 
business from these 61 and four repeat 
business lost through competition from 
the 61. 

He gives advice on prospecting for 
young men, such as the “Hi-Y” or Y 
M. C. A. groups, sons of older policy- 
holders out of college, younger men in 


business organizations referred by 
higher officials, junior chamber of com- 
merce, country clubs, lesser firms, 


especially out on the fringes of cities 
that are probably contacted less fre- 
quently by other life insurance men; 
fraternity brothers, leads through older 
men as well as young men, college 
alumni. Direct solicitation in businesses 
on which greater emphasis is placed on 
young men in the executive or respons- 
ible capacities, such as radio, theater, 
newspapers, publishing, department 
stores, advertising, hotel managing and 
purchasing, and finance companies, is 
profitable, he says. The founder and 
son type of business is well worth so- 
liciting. 


Beating the 1937 Record 


R. M. Williams, general agent for 
John Hancock at Little Rock, advises 
agents to set down the weeks in which 
they failed to write an application last 
year and resolve during the coming year 
to improve that record. Even though 
an agent would get an application for 
$1,000 only during the scoreless weeks, 
it would amount to an appreciable vol- 
ume during the entire year, Mr. Wil- 
liams observes. 
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Determine Prospect’s Needs 
Before Attempting Sale 


As a buyer of insurance, Dr. F. E. 
Held, Ohio State University’s school of 
commerce, gave some pertinent selling 
advice in a talk to the Cleveland Life 
Insurance Executives Club. 

There is no sales appeal in any prod- 
uct by itself, said Dr. Held. Products 
may have characteristics of appeal but 
they need more than that to be sold. To 
make a product applicable there must be 
something in the nature of a person to 
make him a prospect. Salesmen should 
determine the wants of a prospective 
customer before outlining the character- 
istics of a product. The same product 
may be sold to another on the basis of 
other characteristics. 

It is unprofitable and unethical to try 
to sell an individual without first know- 
ing his needs. The salesman who makes 
the mistake of trying to force himself 
onto a person only hurts the reputation 
of himself and company. ; 

Salesmen should use some tact in 
their approach. The one who asks such 
a blunt question as “Have you ever 
thought of providing for the future of 
your child?” is insulting. Naturally, any 
parent expects to provide for his or her 
child. 

It is not sufficient to know policies 
and personality types, although impor- 
tant. Still more important is a knowl- 
edge of salesmanship. The good sales- 
man will not attempt a sale until he has 
discovered the needs of his prospect and 
can then meet him on his own ground. 
Ask yourself what will be for the best 
interest of the prospect. Get all infor- 
mation possible and then present a pro- 
gram. 

Dr. Held said he had a horror of the 
term, “wearing down sales resistance,” 
and deplored the use of such methods. 
The salesman may often forget. that he 
is in the same boat with those he tries 
to sell—all are buyers of something. 





Whimsical Humor Assures 
a Friendly Reception 


George Barnes, Bethea agency Penn 
Mutual Life, New York City, has a 
simple yet effective system for those 
first critical seconds of the initial call. 
He says: “I am George Barnes—I’m also 
from the Penn Mutual Life Insurance 
Company, so I know you're glad I came 
in to see you.” The pause indicated is 
essential and should be timed effectively. 
Mr. Barnes winds up his statement with 
a natural, friendly smile which the pros- 
pect almost invariably returns. In fact, 
only once in all Mr. Barnes’ career as 
an agent has a prospect refused to re- 
spond to this approach. 

Mental attitude has a lot to do with 
the success of this approach, Mr. Barnes 
believes. The smile must be genuine 
and friendly, not forced. The agent 
must have confidence in himself and 
really believe that Mr. Prospect should 
be glad to see him. When Mr. Barnes 
first entered the life insurance business 
he rebelled against the strategy of an 
agent’s concealing from the prospect the 
fact that he was in the life insurance 
business. He evolved the formula given 
above and it worked so well that he 
has made it a routine part of his sales 
strategy. It tells the prospect right off 
the bat that the agent is in the life in- 
surance business but does so in such a 
way as to break the ice rather than 
freeze it more solidly. 
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Gives Recruiting Advice 


Robert E. Wilkins, Prudential Super- 
visor, Tells Managers to Bring 
Younger Men into Their Offices 








NEWARK, N. J.—Robert E. Wil- 
kins, supervisor of ordinary agencies of 
the Prudential, urged that recruiting 
efforts be concentrated on young men 
between 21 and 23, in his talk at this 
week’s meeting of the General Agents & 
Managers Association of Northern New 
Jersey. “The recruiting question is 
one of the most perplexing in the make- 
up of any general agent or manager,” 
said Mr. Wilkins, “but if we are to have 
career salesmen we must build up from 
the younger generation. Newark is one 
of the best recruiting markets in the 
east. The obtaining of young men in 
the life insurance field may not mean 
an immediate financial result, but with 
careful training and encouragement on 
the part of the general agent or man- 
ager, will result in some good material 
in the very near future. 


Advantages of Young Man 


“The young man in an agency has an 
inspiring effect on the older men, who 
may be slipping and in some instances 
start the older men on an upward trend. 
Another interesting factor of the younger 
generation is that they sell to the 
younger people. In a recent test made 
by one of the life insurance companies, 
three clerks in the office felt that they 
wanted to sell in the field. Their ages 
ranged frora 21 to 23, and after a year’s 
work in the field showed that the 
greater part of the cases sold were un- 
der the age of 32.” 

In conclusion, he stated that the col- 
lege graduate and the high school grad- 
uate was the proper material to obtain 
for future men in the life insurance field 
and, with proper training and discipline, 
should prove to be the best material 
for life underwriting. 

Prior to Mr. Wilkins’ talk, a commit- 
tee consisting of Arthur Derr, William 
H. Masterson and Howard C. Lawrence 
were appointed to make arrangements 
for a life insurance course with the Uni- 
versity of Newark, where two men from 
each agency will be sent, the cost to 
be underwritten by the general agents 
and managers of the association. Ernest 
C. Hoy, vice-president of the associa- 
tion, presided in the absence of Presi- 
dent Orien L. Gooding. 





Factors in Manager’s Job 


Told by W. L. Baldwin 


DENVER — Agency management 
problems were discussed by W. L 
Baldwin, vice-president in charge of 
agencies of the Colorado Life, in a talk 
to the company’s managers. 

“The relationship between a life com- 
pany and a manager or general agent is 
built upon confidence, he said. The 
company must have confidence in the 
manager, and the manager in turn, must 
have confidence in the company—and, 
above everything else, he must have con- 
fidence in himself. The manager must 
have ‘that something’ that makes men 
like him and trust him and want to be 
associated with him. A _ short-cut to 
failure in a manager’s job is to be ‘small’ 
with your men. If you are going to do 
something for a man—do it graciously 
or.not do it at all. If you can’t do what 
he wants, do not haggle with him but 
tell him so definitely, firmly and re- 
spectfully, 

“We cannot all be what is sometimes 
referred to as a ‘natural,’ but we may 








develop those traits that endear us to 
others, and which we must have if we 
are to succeed as leaders. 

“The old idea that a general agent 
must either write personal business or 
organize—has been completely exploded. 
Agents respect and follow the leader- 
ship of a general agent who is a good 
personal producer. He is never in the 
awkward position of telling others to do 
something that he himself is not doing. 

“A manager must stay in balance. His 
job is managing men and money—and 
so managing them that he will ulti- 
mately show a profit on his investment 
and produce a class of business that will 
renew well and show an upward trend 
of insurance in force each year. If 
an agency shows a consistent increase 
of insurance in force—and does not pay 
too much for the business that agency 
will certainly make money.” 


Sets High Quota 

LOS ANGELES—W. M. Hammond, 
Aetna Life general agent, answered re- 
cession talk by increasing his 1938 quota 
60 percent. He believes in setting each 
agent’s quota figure just beyond reach 
so that there is a continuous year 
around hustle instead of working at top 
speed for six months and then coasting 
for the remainder of the year. Mr. Ham- 
mond has divided his men into groups 
according to production and monthly 
sales meetings will be held with each 
group. Mr. Hammond has 65 agents 
and four assistant general agents. 


Plan Banquet April 14 


Plans for a banquet the evening of 
the northern California sales congress in 
San Francisco, April 14, were discussed 
at a meeting of the San Francisco Gen- 
eral Agents & Managers Association. 
Representatives of associations from 
Oakland, San Jose, Sacramento, Stock- 
ton and Fresno were in attendance. 


Talks on Hiring Salesmen 

John P. Carroll, superintendent of 
agencies Lincoln National Life, will 
speak at a dinner-meeting of the Fort 
Wayne general agents and managers 
Feb. 11 on “Hiring Salesmen.” 
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By A. R. JAQUA 
Associate Editor Diamond Life Bulletins 


The thing most to be feared by gen- 
eral agents and managers is not exten- 
sion of the Massachusetts savings bank 
system, or government intervention or 
any’ other outside force or influence. 

The thing to be watched by an agency 
head is: Can he adapt himself to change? 
That, in the opinion of many able men, 
is the controlling factor in continuing 
success. 

For example, a company has a change 
in presidents. The new president wants 
business-like efficiency. He hires a new 
superintendent of agencies—or maybe 
just gives the old one the chance he ha: 
been waiting for. A new training course 
is adopted; regional or home office 
schools are established; quotas are set 
and it is expected they will be made; 
reports are required; a direct mail sys- 
tem is offered. 


Can He Adapt Himself? 


In other words, where once was 
sleepy chaos or what Uncle Joe Cannon 
called “innocuous desuetude’ — there 
now reigns disciplined activity. 

Can the older man take it? For if he 





can’t he will almost certainly go down 
and perhaps eventually cut. 

One company now requires that its 
managers report joint effort in the field 
with solicitating agents. Can a man- 
ager who has made $10,000 to $20,000 a 
year for many years, make up his mind 
to go out and help an agent on a $2,000 
case? 

Here is a small to middle-sized mid- 
dlewestern company whose $1,000 poli- 
cies equal 60 percent—in numbers—of 
all issued. Only four agencies submitted 
50 percent or more of policies larger 
than $1,000. Now there is to be a 
change. Requirements are not more 
than 25 percent of $1,000 policies. The 
point is—can the older men take it? 

The same principle applies to home 
office agency officers. Some have been 
in the habit of filling general agent or 
manager jobs by proselyting likely look- 
ing $250,000 producers or apparently 
successful supervisors. Heretofore it 
has not been difficult, but now such 
men want more than a franchise and 
the payment of office expenses for a 
year. 


Why Other Men Failed 


They want to know why the other 
man quit or failed; they want to know 
why the company hasn’t been training 
men of its own to take the job. They 
want to know if the company is willing 
to pay for the pioneering work neces- 
sary. They want to know what educa- 
tion and training and prestige-building 
the company offers. 

Recently, three able general agents 
suggested that a man who had made no 
change since 1928 would be practically 
out of business today. He would be 
getting little tax business, few applica- 
tions from women or juveniles, little 
business on programs, couldn’t use part- 
timers in cities, and couldn’t recruit men 
against the competition of agencies well 
organized to do a selecting, training, 
financing and supervising job. He would 
hardly have heard of pension trusts, sal- 
ary savings insurance or group insur- 
ance or incidents of ownership. 

We are told that one-third of the pres- 
ent factory output is of goods entirely 
unknown 50 years ago. General Elec- 
tric reports that items developed in the 
last 10 years constitute 25 percent of its 
sales. 

The Radio Corporation of America 
began as a licensing company for radio 
patents. Then they went into the manu- 
facture of radio sets and tubes. Then 
it provided programs. The movies were 
competitors so it went into the theater 
business and bought the Keith-Orpheum 
circuit. Along came the talkies and the 
corporation had to change again. It 
stayed in business only by constant, in- 
telligent change. 

Evolution is still at work and the 
ability to adapt oneself to changing con- 
ditions is still a mark of superior intelli- 
gence. 


—_—_—_ 


Comments on Canada Outlook 





General Manager Parker of the Im- 
perial Life Sees a Bright Day for In- 
surance in the Dominion 





General Manager and Actuary J. G. 
Parker of the Imperial Life of Canada, 
in a talk at Windsor when he attended 
a banquet in honor of R. J. Henry, re- 
tiring manager, said that clear across 
Canada with the exception of the Sas- 
katchewan drought area there is a de- 
cided improvement in insurance which 
he interprets as significant of a sound 
economic state in other lines. Ontario, 
he said, has the best buying power it 
has had in many years. There were fine 
crops last year. 

Mr. Parker did not base his conclu- 
sions on volume of new insurance but 
on renewals and maintenance of insur- 
ance in force. He said that last year 
his company had fewer terminations and 
the policy loans fell off. Mr. Parker 
stated that another factor of interest 
is the amount of insurance sold to 
young men who would normally have 








Union Mutual Life of M tin 
Reviews Its 90 Yearsin © 
Handsome Brochure 



















































































Union Mutual Life of Portland, 
has prepared an attractive brochure f 
turing its 90th anniversary. “A Sh 
Story of 90 Long Full Years 1848-193 
is the title. The booklet set forth { 
fact that Union Mutual is the fifth of 
est, old line, legal reserve life compa 
in the country. It is characterized’ 
“a compact mutual company founded 
service,” built on quality, guided by 
insurance men of broad vision, ande 
perience.” 

The circumstances of the company 
founding are recalled. Mention is m 
of the fact that Elizur Wright, knog 
as the father of legal reserve life ingy 
ance, was at one time an actuary 
Union Mutual. ’ 

Union Mutual claims to have been if 
first company to issue an endowmel 
policy, that being in 1850, and also fig 
first ordinary life endowment at 85. ; 
other development was the issuing’ 
insurance on the lives of commande 
of sailing vessels which was an ea 
form of so called sub-standard or speg 
class insurance. 


Went on 3% Basis Early 


Union Mutual was one of the fis 
companies to adopt the 3 percent né 
level premium basis of computing le 
reserve. 

Although incorporated under ff 
Maine laws it was operated in Bostot 
until 1881 when it was moved to Po 
land. The first agency was in Bost 
and that office has served almost c 
tinuously for 90 years. 

Union Mutual claims to have been th 
first New England company to off 
juvenile insurance. 

A succession of presidents is ptt 
sented concluding with S. B. Phill 
who has been in office since 1933. 

Since organization, Union Mutual} 
paid more than $110,000,000 to polit 
holders and beneficiaries. Assets 
about $22,000,000, insurance in force 
about $74,000,000. The ratio of cash 
U. S. government bonds to total 
is 21.4. 








purchased it three or four years ¢a ie. 
As soon as they got paying jobs thq 
started to buy insurance. Considerabl 
sloughed off, he said, during the dé 
pression years because wages were a 
an artificially low level. f 





Continue Removal Hearing 


in Old Pacific Mutual Case 


LOS ANGELES—Former Presidett 
George I. Cochran and former Exed 
tive Vice-president W. H. Davis of tit 
old Pacific Mutual Life waived the 
right to contest removal to Arizona @ 
trial on the indictment charging ttt 
with conspiracy to use the mails to ® 
fraud, and posted bond with U. S. Com 
missioner Head for $10,000 each. * 
the hearing was resumed, counsel for® 
K. Rindge, who has contested remo 
put in the record a written argumtly 
and made a short oral argument in SH 
port of the motion to dismiss. Ul 
missioner Head in order to give g0V@, 
ment counsel time to answer the My 
filed, continued the hearing until Feb. ’ 
at which time he will rule on the Ringe 
motion to dismiss the case. 




























Missouri State Life Report 


The final report of former Supeill 
tendent O’Malley, as liquidator of 2” 
old Missouri State Life, filed with 
cuit Judge O’Connor shows that, 
495 remains of the $100,000 orem’ = 
set aside by the court for administra” 
and legal fees in connection with the é 
justment of claims against the old om 
pany. J. P. Aylward, Kansas City, or 
paid $25,000 attorney fees, and Be ! 
was paid to Joseph F. Holland, local ® 
torney, as commissioner of claims. 


nally 
. 










